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What It Is --- Who Benefits by It and When --- How It Is 
Promoted, by Community Campaign and Private Efforts 


To the family as a whole, it means applying all the 
skill of modern inventive science to make a home as 
comfortable and livable as it possibly can be. 


To the man who pays the bills, it means utilizing 
the discoveries of recent years, since his house was 
built, to cut down the cost of operating a home, to 
stretch his home-making dollar as far as it will go. 


To the housewife it means putting modern ma- 
chinery and equipment to work in the home; thus 
releasing her energy and time from tasks which need 
muscle alone, and applying them to her really impor- 
tant work—caring for her children, her husband and 
herself—which demands a brain for which plenty of 
energy is available. 


To the son or daughter it means a home that is a 
good place, a pleasant place, to be—a home that can 
compete on favorable terms with beckoning amuse- 
ments from which parents are striving to protect their 
children—a home to which son and daughter are 
proud to invite their young friends. 





To the next door neighbor it is a challenge to apply 
the same thing to his home, and keep it, whether 
stately or humble, in good condition. 


To the community it means a happier, more pro- 
gressive population; men at work doing the renoviz- 


ing; money circulating; everybody more prosperous. 


To the building industry it means the finest oppor- 
tunity for constructive merchandising that has been 
offered for years. It will be, indications strongly point, 
the industry's principal source of business for months 
to come and will help to hasten the building of the 
many new homes needed. 


Community campaigns in numerous cities, coupled 
with the publicity attendant upon recent Federal leg- 
islation, have put the home and its importance in fore- 
front of public attention. People are talking “reno- 
vizing.”’ Newspapers are writing about it. It was the 
subject of the lead editorial in a recent issue of Amer- 
ica’s foremost popular magazine. 

The “Renovize Philadelphia” campaign in only one 
month resulted in pledges totaling $21,500,000, of 
which $8,018,000 was pledged by 24,700 home owners, 
the work to be completed by August 1; already more 
than half of it is done. Dr. Frank Parker, director of 
this campaign and professor of finance, University of 
Pennsylvania, in a report to the Bureau of Standards 
urges that a similar drive be promoted nationally. 


The time is “ripe” for the home building industry 
to get busy, for its own sake and its customers’ sake 
—to “strike while the iron is hot’—to do something 
about it. 


[On Pages 24-31 Read What Some Cities and Dealers Are Doing} 
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Mumby Quality Is 
Being Maintained 


Today when so many buyers are calling for quick 
shipment, we feel that we have an obligation to our 
customers to handle their orders with all possible dis- 
patch, but that we have an equal obligation to make 
good on our standard, "Mumby Sustained Quality"— 
and we're doing it! 


You can order straight cars or mixed cars. Your in- 
terests are ours—and you'll find your lumber up to the 
usual Sustained Mumby Quality in manufacture, in dry- 
ing, in grades. 


Just drop our nearest representative a card or write us. 


MUMBY 


_Lumber & Shingle Co. 


Sates OFrice. BORDEAUX, WASHINGTON 
Mill A— Bordeaux, Wash. Mill B—Malone, Wash. 


SALES REPRESENTATIVES 


SPRINGFIELD, ILL: The NORTH DAKOTA and North- 
Porter Lumber Co western Minnesota: Murfin 
IOWA, MISSOURI, KANSAS, & Trace, Fargo, N. D. 


OKLAHOMA.: Gunter Lum- 
ber Co.. Kansas City. Mo. 
NORTHWEST IOWA _ and 

Sioux City Territory: Thos min, Iroquois, S. D. 

W. Mould Lumber Co., Sioux WISCONSIN: Central States 

City, Ia. Lumber Co., Janesville, Wis. ; 
TEXAS: W. F. Nelson. Dal- W. A. Schneider, Plankinton 

las, Texas; Guy M. Chisolm, Bldg., Milwaukee, Wis.; Gus- 

Amarillo, Texas tav H. Bulgrin, Marshfield, 
INDIANA: G. C. Goss Lum- Wis 

ber Co., Indianapolis, Ind SOUTHERN ILLINOIS and St. 


NEBRASK<A: Prestegaard 
Lumber Co.. Lincoln, Neb. 
SOUTH DAKOTA: L. W. Ar- 














MINNESOTA: P. H. Betzer Louis Territory Hopkins 
304 Wilmac Blidg.. Minne- Lumber Co., 7823 Greens- 
apolis, Minn. felder Rd., St. Louis, Mo. 
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A COMPLETE 
CYCLOPEDIA 
of WOODS 


THEIR PROPERTIES 
AND USES 


“Wood, Lumber and Timbers” 


is designed along practical lines, to supply quickly in- 
formation on the choice, grading, specification and inspec- 
tion of wood. Wood, its properties and characteristics, 
strength, moisture content, grain, texture, preservation, 
drying, classification of lumber, and many other features 
are discussed in a concise, non-technical manner. 





It gives practical hints on shipping weight of dry seasoned, 
fabricated, rough or surfaced lumber, methods of order- 
ing, data on inspection services. All the facts on every 
phase of the subject, in a dependable form are made 
easily accessible in this book. 

Substantially bound in Blue Synthetic Leather, 


521 pages, 8% by 11 inches. POSTPAID, $10. 
Money refunded without question within ten days. 


FOR SALE BY THE is 
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Entered as second-class matter March 28, 1932, at the Post Office at Chicago, Illinois, under the Act of March 3, 1879. 
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Lumber Prepares 
for Industry 
Control 


OT EVEN in the hectic days of 
the war when commercial sales 
were restricted, Government or- 

ders were allocated and home building 
Was at a standstill was the lumber in- 
dustry in all of its branches more fevy- 
erishly interested in developments 
from day to day than it has been in 
the last thirty days or since govern- 


ment control of industry became a 
certainty. Just as “allocation” during 
the war became a word that rolled 


from every tongue, so has “code” be- 
come now the word most prominent 
in the vocabulary of every lumberman. 
Manufacturers, wholesalers, retailers, 
fabricators, millwork men, box makers 
—every branch of the industry, in fact 
—have devoted about all their time to 
working out codes of fair competition, 
codes that will provide more pay and 
shorter hours for labor, give employ- 
ment to a greater number of men, pro- 
vide the proper balance between sup- 
ply and demand, assure a profit to the 
producer and the distributor and at 
the same time a fair price to the pub- 
lic, avoid discrimination in the allot- 
ment of production, guarantee the ob- 
servance of trade ethics, and, above 
all, that will maintain present markets 
and through continued advertising 
and promotional effort open new ones 
for the products of the forest. 

To an onlooker that would appear 
to be a real man-size job. The lum- 
ber industry has approached the job 
with a remarkable degree of unanim- 
ity and a commendable spirit of co- 
operation and the AMERICAN LUMBER- 
MAN believes it can safely say that this 
industry will be one of the first to ad- 
vise the administrator that it is ready 
to proceed under the new law. De- 
spite all the thought and effort ex- 
pended in their preparation, there will 
be rough spots and inequalities in the 
lumber codes submitted, but these will 
be smoothed out and eliminated as 
they appear in actual practice and if 
the Industrial Recovery Act is really 
a workable proposition the lumber in- 
dustry will quickly adapt itself to its 
provisions. 

At the annual meeting of the Na- 
tional Lumber Manufacturers’ Asso- 
ciation in Chicago June 30 and July 1 
it is expected that every division of 
the industry that expects to operate 
under the industry code will be pre- 
pared to submit its particular code so 
that all may be harmonized and co- 
ordinated with the National code. 

There should be a large and repre- 
sentative attendance at that meeting. 
Those who attend should come pre- 


pared to give and take and while prop- 


AMERICAN LUMBERMAN 


erly protecting individual or sectional 
interests, determined to acquiesce in 
the plans that give promise of best re- 
sults for the industry as a whole. 

This is a critical time in the history 
of the lumber industry. With others, 
it is going on trial under a “new deal,” 
with the Government as judge and the 
people as jury. It has claimed to be 
able to govern itself if freed from the 
fetters of anti-trust laws, to operate at 
a profit and to do so without injustice 
or unfairness to the public. It now 
has that opportunity. 





ANNUAL CONVENTIONS 


National Lumber Manu- 

facturers’ Association and 

American Forest Products 
Industries 


The dates finally set for the thirty-first 
annual meeting of the National Lumber 
Manufacturers’ Association and the first an- 
nual meeting of American Forest Products 
Industries (Inc.) are June 30 and July 1, at 
the Congress Hotel in Chicago. These will 
be preceded by a meeting of the executive 
committee of American Forest Products In- 
dustries at 2 p. m., June 28.; committee on 
recommendations and nominations of both 
organizations at 10 a. m., June 29; confer- 
ence of manufacturers and wholesalers at 2 
p. m., June 29. 

Lumbermen attending these annual meet- 
ings will have an opportunity to visit the 
housing exhibits at a Century of Progress 
Exposition and to see for themselves the 
utility and architectural beauty of the lumber 
industry’s house. Plans have been made for 
busses to leave the Congress Hotel on 
Thursday afternoon, June 29, at 2 oclock, 
for the exposition. 

The most momentous question ever con- 
sidered in the thirty-one years of the assOcia- 
tion’s history will be the feature of this an- 
nual meeting—that of initiating a co-ordi- 
nated forest products control organization 
plan in connection with the National Indus- 
trial Recovery Act. This will include com- 
pletion of plans for co-operation of lumber 
and timber products industries with the Ad- 
ministration and the further consideration of 
the outline of a code of fair competition 
which was tentatively drawn and approved 
at the executive committee meeting in May. 

At the first annual meeting of American 
Forest Products Industries (Inc.) and its 
subsidiary, Timber Engineering Co., lumber 
trade extension and promotion of modern 
timber connector construction will be fea- 
tured. 

It is expected that there will be an unusu- 
ally large attendance, as every section of the 
industry has been working out its particular 
code and all will send representatives to this 
meeting to participate in co-ordinating the 
codes and hooking them into the National 
code. This will be a strictly business con- 
vention. 
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Where Retailer Will 
Appear in the 
Picture 


NE OF THE MOST perplexing 
questions that has arisen in 
connection with the National 

Industrial Recovery Act is that of how 
it will affect the retailer and where he 
will fit into the picture. No one, in 
Government or in industry, has yet 
been prepared to give a specific an- 
swer to that question. One _ thing 
seems certain—it is not the desire nor 
the intention of the Government to 
deal with individuals any more than is 
absolutely necessary. Then, the first 
thing every retailer should do is to 
ally himself with his State or regional 
association so as to be assured of a 
voice in the proper administration of 
the law. Of course, he will not be de- 
nied a hearing if he prefers to go it 
alone, but it will be to his advantage 
to participate in associated effort. 
Through such associated effort there 
has been brought about better under- 
standing between manufacturer and 
distributor as, for example, the Na- 
tional distribution code, and one place 
in this new picture in which the re- 
tailer may, and should appear, is in 
maintaining contact, through his asso- 
ciation, with the manufacturers during 
the preparation of the industry codes 
and with them seeing that these codes 
provide protection to all concerned. 
There are those who believe that 
this new law will permit groups of re- 
tailers to agree on prices, to allocate 
the business in any given territory on 
a percentage basis to the dealers in 
that territory and to say to the manu- 
facturers, with Government approval, 
to which dealers they will be per- 
mitted to sell and to which ones they 
must refrain from selling. That prob- 
ably is an extreme view—a consum- 
mation which may be attained only if 
the need for it may be shown. 
After all, unless the entire scheme 
of distribution should be changed, 
upon the retailer largely will depend 
the success of this “new deal.” He is 
the one who contacts the buying pub- 


lic. He should receive every consid- 
eration from the manufacturers and 
his interests should be thoroughly 


protected in the industry codes. Like- 
wise he should be enabled to secure 
through either individual or associated 
effort a fair price and immunity from 
unfair competition. In his own inter- 
est and that of his employees as well 
as of the manufacturers whose prod- 
ucts he sells he should not desire or 
be permitted to hedge his business 
about with such regulations and prices 
as to discourage the public from build- 
ing or from making a greater use o! 
lumber and other materials. 
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Home and Farm Relief Laws Other New Federal 


Will Benefit Lumber Indust 


The President has signed the “Home Owners 
Loan Act of 1933” which provides emergency 
relief with respect to home mortgage indebted- 
ness and for financing of home mortgages. The 
Act directs the Federal Home Loan Bank 
Board to create a Home Owners Loan Cor- 
poration to be capitalized at not to exceed 
$200,000,000. The corporation is authorized to 
issue bonds in an aggregate amount not to ex- 
ceed $2,000,000,000, to be used in acquiring 
home mortgages and advancing cash for cer- 
tain purposes in connection therewith. These 
bonds are to mature within a period cf not 
more than eighteen years from the date of their 
issue, bearing interest at a rate of not to ex- 
ceed 4 percent per year, and are guaranted as 
to interest only by the United States. 


Property Eligible for Loans is limited to 
that upon which there is located a dwelling 
for not more than four families, used by 
the owner as a home or held by him as a 
homestead, and having a value not exceeding 
$20,000. 

Exchange of Bonds for Mortgages.—The 
corporation for a period of three years is 
authorized to exchange its bonds for home 
mortgages and other obligations, and liens 
secured by such property recorded or filed 
prior to the enactment of the Act, and in 
connection with any such exchange, to make 
advances in cash to pay the taxes and as- 
sessments on the real estate, to provide for 
necessary maintenance and make necessary 
repairs, to meet the incidental expenses of 
the transaction, and to pay such amounts, 
not exceeding $50, to the holder of the mort- 
gage obligation or lien acquired, as may be 
the difference between the face value of the 
bonds exchanged plus accrued interest 
thereon, and the purchase price of the mort- 
gage obligation or lien. The face value of 
the bonds so exchanged, plus the accrued 
interest thereon and the cash so advanced 
shall not exced in any case $14,000 or 80 
percent of the value of the real estate, as 
determined by an appraisal made by the 
corporation, whichever is the smaller. 


Amortization of Mortgages.—EKEach mort- 
gage so acquired by the corporation shall be 
carried as a first lien, or refinanced as a 
home mortgage on the basis of the price 
paid therefor by the corporation, and shall 
be amortized within a period of not to ex- 
ceed fifteen years. Interest to the corpora- 
tion shall be at a rate of not exceeding 
2 percent per year. 





Moratorium on Payments.— The Home 
Owners Loan Corporation may at any time 
grant an extension of time for the payment 
of any installment of principal or interest 
owed to the corporation, and no payment 
of principal shall be required during three 
years from the date of the Act, if the home 
owner is not in default with respect to any 
other condition of the mortgage. 


Loans on Unencumbered Property. — In 
cases where the property is not otherwise 
encumbered, the Home Owners Loan Cor- 
Poration may make loans in cash under the 
same limitations, as outlined above, but 
such cash loans shall not exceed 50 percent 
of the value of the property, on the basis of 
an appraisal made by the corporation. 


When Mortgage Holder Refuses Bonds.— 
If the holder of an obligation eligible for 
exchange does not accept the bonds, and the 
corporation finds that the home owner can 
not obtain an ordinary loan, the corpora- 
tion may make cash advances to such home 
Owner in an amount not to exceed ‘40 per- 
cent of the value of the property. Interest 
oe shall be uniform throughout the United 
States but in no event shall exceed 6 per- 
cent per year. 

Redemption of Foreclosed Property.—The 
corporation may for a period of three years 
exchange its bonds, and advance cash, to 
redeem or recover homes lost by the owner. 


New Savings and Loan Associations.—Lo- 
cal mutual thrift institutions for financing 
of homes, to be known as Federal Savings 
& Loan Associations, are to be formed in 
communities where needed and when they 
can be established without undue injury to 
existing institutions. Their funds are to 
be loaned only on the security of first liens 
upon homes or combinations of homes and 
business property within fifty miles of their 
home office. The Government may subscribe 
to the shares of such associations, but not 
to the extent of more than $100,000 in any 
one; $100,000,000 is provided for such use. 
Ixxisting associations that are members of a 
Federal Home Loan Bank may convert them- 
selves into such Federal associations. 


William F. Stevenson, chairman of the Home 
Loan Bank Board, has just issued a statement 
outlining the new legislation, reading in part 
as follows: 

“Homes will be eligible for loan applica- 
tions, although they may be incidentally em- 
ployed for some other use, such as garden- 





MPLICIT in the legislation which | 

am suggesting to you is a declara- 
tion of national policy. This policy 
is that the broad interests of the 
nation require that special safeguards 
should be thrown around home 
ownership as a guarantee of social 
and economic stability, and that to 
protect home owners from inequit- 
able enforced liquidation, in a time 
of general distress, is a proper con- 
cern of the government.—Excerpt 
from President Roosevelt's special 
message to Congress proposing 
home refinancing. 





ing or a small business, but no home built 
for more than four families is eligible. While 
no clear line is drawn between farm homes 
and city or village homes, typical farm loans 
should be handled by the Federal Land 
3Zanks and not the new organization. 

“In view of -present unsettled conditions 
as to real estate values, the appraisal prob- 
lem is a difficult one for the corporation. It 
is directed that the Federal Home Loan 
Bank Board shall make rules for property 
appraisals, to carry out the intent of the 
Act and the relief of the distressed home 
owner. It is necessary that a fair value ap- 
praisal be reached, and definite regulations 
will be issued to accomplish this purpose.” 


Relief Measures 


The agricultural relief legislation, seeking to 
increase the purchasing power of the farmer, 
promises to have favorable effect on the lumber 
industry, due to the widespread consumption of 
lumber on the farms and in the rural sections 
of the country when the farmers’ financial con- 
dition permits a normal building program. This 
farm relief law provides a sweeping plan for 
experimentation in agricultural rehabilitation 
with domestic allotment, acreage leasing and 
cotton option features. It also creates a farm 
mortgage agency. 

The reforestation-unemployment relief act 
authorizes enrollment of 250,000 men in wood- 
land camps under semi-military regime for for- 
est conservation, including flood control, pre- 


Measures Affect 
Their 


Interests 


ry 


vention of forest fires, soil 
of plant pests and diseases. 


General Legislation 


In common with all citizens, the lumberman 
is concerned with the sweeping changes made 
in the money and banking legislation during the 
eventful session just closed, including the Glass 
bank reform measure; the gold-repeal joint 
resolution; the securities reform act, and the 
economy law to maintain the Government’s 
credit: also the railroad reorganization law, 
whereby an emergency co-ordinator of trans- 
portation is authorized to enforce economies ; 
the added revenue and trade incident upon pas- 
sage of the beer-wine law, and other relief and 
development legislation, including the big Ten- 
nessee Valley improvement experiment at 
Muscle Shoals. 


The Bankruptcy Bill 


A measure pending at the close of the special 
session, which passed the House June 5 and its 
now before the Senate judiciary committee, is 
the McKeown bill, which would amend the 
National Bankruptcy Act by providing for re- 
organization of firms which are insolvent and 
unable to meet their debts when due, through 
arrangement with their creditors. It will be 
of benefit to a number of distressed lumber 
companies if this bill passes at the January ses- 
sion of Congress. 


Continued Operation of Present 
Loan System Sanctioned 


“An individual with earning power, capacity 
to repay his present contract and adequate real 
estate security is expected to carry on without 
applying for this extension of credit by the Cor- 
poration,” explains Ward B. Whitlock, Spring- 
field, Ill., president of the United States Build- 
ing & Loan League headquartered at Chi- 
cago. “Millions of home-owners with long- 
time, installment payment mortgages can do 
their utmost toward bringing about recovery 
by continuing on their present sound financing 
basis. There are $21,000,000,000 in home mort- 
gages in the country. Obviously the maximum 
$2,000,000,000 in bonds to be authorized can 
not be used for any except those who actually 
face distress. It is to the real advantage of 
the man who can pay to keep on doing so, in 
order to own his home debt-free as soon as pos- 
sible, and thus relieve himself of all carrying 
charges on debts. 

“The wisdom of that portion of the bill 
which sanctions the continued operation of the 
Federal Home Loan Bank System is seen in 
recent reports from the Federal Home Loan 
Bank Board. Loans authorized by the Home 
Loan Banks amount to $44,000,000. This 
money is being poured into the home financ- 
ing field by the building and loan associations 
which are members of these banks. A definite 
increase in the loans to be made by these as- 
sociations is expected because of the improve- 
ment in the real estate situation apparent in 
the last three or four weeks. These loans are 
being made on a long-time installment-payment 
basis. Because of the real estate outlook, the 
Federal Savings & Loan Associations to be or- 
ganized under the new Act will find plenty of 
lending business to do on the sound basis which 
the law will require of them.” 


erosion and control 


SADDLETREE MAKING at Ripon, England, the 
center of the industry in that country, was the 
subject of a film shown at the London movie 
houses. Twenty patterns are made from beech 
by hand: number of firms has dwindled from 
the old-time hundred to twelve. 
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Entire Forest Products Industry Is 


National and Regional Groups Meet to Develop and Adopt 


New Law Is Supreme Effort to 
Cure Ills of Commerce 
and Industry 


Wasuinctoxn, D. C., June 19.—No single 
law ever enacted by Congress will, it is be- 
lieved, be so far-reaching in its effects upon 
the lumber industry as the Industrial Recovery 
Act, passed June 13 and signed by the Presi- 
dent on June 16. This legislation is of vital 
import to all industries, but to the lumber in- 
lustry, with its grave problems of over-produc- 
tion, destructive competition and depletion of 
working capital, the opportunity for co-opera- 
tive action with enforceable performance pro- 
vided for in the Act, promises a conspicuous 
means of recovery from a decline that long 
antedates the general business depression. 

Though the law is primarily an emergency 
measure with many of its important provisions 
in force for one year or two, it is believed that 
it will result in the permanent modification, and 
in some cases, reversal, of many present busi- 
ness practices and industrial policies. In the 
words of the President: “It represents a 
supreme effort to stabilize for all time the 
many factors which make for the prosperity of 
the nation, and the preservation of American 
standards.” 

The Industrial Recovery Act repeals for one 
vear all sections of anti-trust statutes which 
torbid trade agreements looking to stabilization 
of wages, prices and working conditions: pro- 
vides for approval of codes of fair competition 
for trades and industries: establishes a Federal 
license system to enforce agreements against 
recalcitrant units, and empowers the President 
to regulate production, to eliminate unfair com- 
petitive practices, to increase consumption of in- 
dustrial and agricultural products by increasing 
purchasing power, to control imports of com- 
petitive articles, to reduce and relieve unem- 
ployment, to improve standards of labor, and 
otherwise to rehabilitate industry and to con- 
serve natural resources. 

\s a part of the law, the public works pro- 
gram, calling for the expenditure of more than 
three billion dollars for public and semi-public 
construction, is of vital concern, with its im- 
portant tax provisions. This program should 
provide a wide market for building materials, 
including lumber, as well as stimulate business 
generally, make substantial reduction in unem- 
ployment and increase public purchasing power. 


Industrial Administrator Ap- 
points Assistants, Advisors 


WasHinoton, D. C., June 19.—Today there 
were appointed by Gen. Hugh S. Johnson, ad- 
ministrator of the National Industrial Recovery 
legislation, a group of executive assistants: by 
Secretary of Commerce Roper, an industrial 
advisory board: by Secretary of Labor Perkins, 
a labor advisory board—while it was an- 
nounced that later a consumers’ advisory board 
would be appointed. The membership of these 
administrative bodies follows. 

Administrator Johnson’s appointments were: 

Assistants—Assistant administrator for in- 
dustry—Dudley Cates, Chicago, vice president 
Marsh & McLennan, insurance. Assistant ad- 
ministrator for labor—Edward F. McGrady, 
Washington, D. C., legislative representative 
of the American Federation of Labor. Chief 
of the legal division—Donald R tichberg, 
Chicago, railway labor attorney. Chairman 
of the labor advisory board—Dr. Leo Wol- 
man, of Columbia University, New York City. 
Chief of the research and planning division— 
Dr. Alexander Sachs, New York. 


Deputy administrators—(To conduct hear- 
ings and make investigations) W. L. Allen, 
New York City, consulting metallurgist and 
former chairman of the Sheffield Steel Co.; 
Prof. Earl D. Howard, Northwestern Univer- 
sity, Chicago, formerly vice president of 
Hart, Shaffner & Marx, Chicago, manufac- 
turers of men's clothing; Arthur Whiteside, 
president of Dun & Bradstreet, New York 
City; C. C. Williams, retired major general 
and chief of ordnance during the World War; 
K. M. Simpson, consulting engineer and 
metallurgist; and Nelson Slater, textile man- 
ufacturer. 

The industrial advisory board was named by 
Secretary of Commerce Roper, as follows: 

Industrial advisory board.—Austin Finch, 
North Carolina manufacturer; Edward N 
Hurley, chairman of the Hurley Machine Co., 
Chicago; Alfred FP. Sloan, jr., New York, 
president of General Motors Co.; Walter C. 
Teagle, New York, chairman of the Standard 
Oil Co. of New Jersey; Gerard Swope, New 
York, president of General Electric Co.; Louis 
Kirstein, Boston, Mass., vice president of 
William Filene’s Son Co.; and William J. 
Vereen, Moultrie, Ga., cotton manufacturer. 

The labor advisory board appointed by Sec- 
retary of Labor Frances Perkins is as follows: 

Labor advisory board.—W illiam Green, 
president American Federation of Labor; 
John E. Frey, metal trades department Ameri- 
can Federation of Labor; Joseph Franklin, 
president International Boiler Makers’ Union; 
Sidney Hillman, president Amalgamated 
Clothing Workers: Rev. Francis Haas, Na- 
tional Catholic Welfare Council: Rose 
Schneiderman, secretary Women’s Trade 
Union League. 


Eastern Dealers to Consider Re- 


tail Code 


PHILADELPHIA, Pa., June 19.—The Middle 
\tlantic Lumbermen’s Association (formerly 
Pennsylvania Lumbermen’s Association) called 
a meeting of its executive committee last Fri- 
day, for the purpose of deciding how the group 
will function under the new Industrial Recovery 
Act. It was attended by Bruce Helfrich, Balti- 
more, Md.: E. M. Kimball, Vineland, N. J.: 
Horace B. Wilgus, Philadelphia; Fred T. Jones, 
Philadelphia, Field Secretary J. L. Buckley, and 
Secretary J. Frederick Martin. 

The following delegates were chosen to go to 
Washington on June 17 to consider the trade 
practice code for the retail lumber industry: 
Fred Ludwig, Reading, Pa.; Bruce Helfrich, 
Baltimore, Md.; J. F. Martin and J. L. Buck- 
ley, Philadelphia. There will be a special meet- 
ing of the Middle Atlantic Lumbermen’s As- 
sociation on Friday, June 23, to consider the 
regional code of trade practice. 

At the meeting last week, the executive com- 
mittee accepted an application for affiliation 
with the Middle Atlantic Association of the 
Anthracite Lumbermen’s’ Association. The 
officers of this new unit are: President—M. P. 
Myers, Hazleton, Pa.; vice president—Charles 
Frederick, Hazleton, Pa.; secretary—H. J. 
Burnard, McAdoo, Pa.; and director to the 
parent organization—H. J. Burnard. 


The Lumbermen’s Exchange of Philadelphia 
have selected the following committee to co- 
operate with other lumber groups in formulat- 
ing a code or codes. in accordance with the 
provision of the National Industrial Recovery 
Act: Watson Malone, chairman; Jno. I. Coul- 
bourn, Charles F. Kreamer, Paul W. Cleemener 
and J. John Galbraith. The committee will 
meet in the near future. All branches of the 
lumber industry are affiliated with the Ex- 
change. 


Lumber's Control Organization 
Plan Provides for Timber 
Products Industries 


Establishment of nine divisions of the lumber 
manufacturing industry is proposed in the ten- 
tative outline of Code of Fair Competition, con- 
taining the Forest Products Industries Control 
Organization Plan under the National Indus- 
trial Recovery Act. In addition it makes the 
following provision inserted at the general 
meeting of lumber manufacturers in Chicago 
in May: 

Other divisions of lumber and of manufac- 
turers or producers of lumber and timber 
products shall be established upon applica- 
tion of any such group, subject to the ap- 
proval of the Emergency National Commit- 
tee; and such divisions shall have represen- 
tation on the Emergency National Commit- 
tee of the Lumber Industry. 


A number of timber products industries have 
already ‘taken advantage of this provision, and 
have applied for the establishment of a division 
under this plan. The administrator of the 
Act has made it clear that in any industry 
group, or group of closely related industries, 
he wishes to deal finally and authoritatively 
with one small committee. This is the pur- 
pose of the so-called National Control Com- 
mittee of five members, proposed in the tenta- 
tive Outline of Code drawn up for the Forest 
Products Industries Control Organization. It 
also is provided that each division of the lum- 
ber or timber products industries set up under 
this plan should have direct representation on 
the Emergency National Committee. 

Suggestion has been made by Wilson Comp- 
ton, secretary and manager of the National 
Lumber Manufacturers’ Association, and is now 
under consideration, to introduce “a_ greater 
degree of flexibility in the plan for the National 
Control Committee of five so that each timber 
products industry division, when code provisions 
directly affecting it are under consideration with 
the President, may have at least one man serv- 
ing with the National Control Committee, for 
the purposes of that particular negotiation. 
Using the veneer industry as an illustration, it 
will have a representative on the Emergency 
National Committee (probably with the right 
to vote limited to those matters in which the 
veneer industry is interested). It would be 
constructive if the Control Plan were also to 
provide that, when code negotiations with the 
President directly involving veneers are under 
way, the veneer manufacturers should be given 
opportunity for purposes of such negotiations 
to have a veneer industry spokesman join with 
the National Control Committee itself.” He 
points out that such plan offers advantages of 
economy, continuous representation at Wash- 
ington, and co-ordination with related indus- 
tries. 

“It is now indicated.” continued Mr. Comp- 
ton, “that the administration will appoint as 
what might be called ‘deputy administrators,’ a 
small number of picked men, each of whom 
will form the principal ordinary contact with 
the administration on the part of the six larg- 
est industry groups with which they expect to 
deal, one of which will be lumber and forest 
products. It is indicated, therefore, that there 


will be additional advantages of prompt hear- 
ings and expedited decisions if the co-ordinated 
lumber and forest products industries plan is 
participated in by the substantial lumber and 
timber products industries.” 
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Perfecting Federal Control Set-Up 


Codes of Fair Trade Practices and Co-ordinate Efforts 


Retailer Leaders in National 
Conclave Adopt Code of 
Fair Practices 


WasHineton, D. C., June 19.—Every re- 
eional and State retail lumber dealers’ associa- 
tion in the country, and several metropolitan 
associations, were represented in person or by 
wire proxy at the meeting called by the Na- 
tional Retail Lumber Dealers’ Association 
through its secretary, Frank Carnahan, in 
Washington, June 17, to consider a lumber re- 
tailer code of fair practices in connection with 
the Industrial Recovery Act. President Spencer 
Baldwin, Jersey City, N. J., presided. 

\ retailer code was unanimously adopted and 
ordered sent to all State, regional and metro- 
politan associations, with the suggestion that 
they draw up their own codes along the lines 
of the National code and submit these through 
the National Retail Lumber Dealers’ Associa- 
tion for approval by the Federal authorities. 
The National association, in other words, is the 
intermediary between the various associations 
and the office of the administrator of the In- 
dustrial Recovery Act. 


Methods of Operation Outlined 


The code sets forth in its preamble the pur- 
pose of the retail lumber dealers to co-operate 
with the Government in the administration of 
the Act; it defines code membership and de- 
scribes the jurisdiction of the National Retail 
Lumber Dealers’ Association. It indicates that 
opportunity of co-operation is open to all, but 
that there is no compulsion as to membership. 
The administration of the code will be under 
a co-ordinating and arbitration committee, with 
divisional administration representing the sev- 
eral geographical districts. This committee will 
make the rules and regulations for the enforce- 
ment of the code. 

“Recognized dealers” under the code are 
defined, and a distribution statement is included 
which conforms, with some modifications, to the 
distribution statement in the lumber manufac- 
turers’ code. There are also sections dealing 
with collective bargaining, hours of labor, 
wages, accounting, costs, sales practices and 
statistical research. The Code of Lumber 
Trade Practices, adopted and agreed to by the 
National Lumber Manufacturers’ Association, 
the National Retail Lumber Dealers’ Associa- 
tion and the WNational-American Wholesale 
Lumber Association in 1932, is made a part of 
the retailer code. 


Several Committees Appointed 


The code committee is headed by Mr. Collier, 
and has as other members: A. J. Hager, past 
president National Retail Lumber Dealers’ As- 
sociation; J. V. Dobson, treasurer Northwestern 
Lumbermen’s Association; Harris Mitchell, 
secretary Virginia Lumber & Building Supply 
Dealers’ Association, and D. S. Montgomery, 
secretary Wisconsin Retail Lumbermen’s As- 
sociation. 

President Baldwin appointed the following 
committee to meet with the lumber manufac- 
turers in Chicago June 30-July 1, at the time 
ot the annual convention of the National Lum- 
her Manufacturers’ Association: George La- 
Pointe, jr., vice president National Retail Lum- 
ber Dealers’ Association; D. S. Montgomery, 
of the Wisconsin association; and J. V. Dob- 
son, of the Northwestern association. 

President Baldwin will also soon appoint a 
committee to contact the building material 
manufacturers, who have been invited to confer 
with the retail dealers as to those parts of their 
Own codes that relate to distribution. 


Several resolutions were adopted unanimously 
at the meeting, including one on grade mark- 
ing. This included a motion that the National 
Lumber Manufacturers’ Association be re- 
quested to include a provision in the Lumber 
Industries Code that will specify grade and 
species marking of all lumber, and it set forth 
as the sense of the meeting that: 

Lumber shall be marked for 
species at point of production 
authority of the respective division having 
jurisdiction over such lumber, or under the 
authority of the Emergency National Com- 


and 
the 


grade 
under 


mittee, and shall be sold only on basis of 
such marking. 
A resolution was also adopted protesting 


change in grade names of Idaho white pine, 
and one opposing the action of the West Coast 
Lumbermen’s Association in continuing its 
agitation for increased duty on thin lumber. 

Associations Represented at Meeting 

Represented by wire proxy at the meeting 
were the Utah,. Louisiana, Western Retail and 
California Retail associations. The following 
were among those in attendance: 

National Retail Lumber Dealers’ Associa- 
tion—S. D. Baldwin, president; Frank Carna- 


han, secretary; L. P. Lewin, treasurer. 
Northeastern Retail Lumbermen’'s Associa- 
tion—F. M. Carpenter, president; Paul §&. 


Collier, secretary. 


Middle Atlantic Lumbermen’s Association— 





Copies of the Industrial Re- 
covery Act may be secured 
for 5 cents each from Cham- 
ber of Commerce of the 
United States, Washington. 





B. H. Helfrich, president; J. M. Martin, secre- 
tary: J. L. Buckley, Fred Ludwig. 

New Jersey Lumbermen’s” Association-— 
Ss. D. Baldwin, president; G. KE. Denike, secre- 
tary. 

Carolina Retail Lumber & Building Mate- 
rial Dealers’ Association—H. J. Munnerlyn, 
president: V. W. Wheeler, secretary. 


Dealers’ Association of In- 
toot, secretary. 


Retail Lumber 
diana—C. D. 


Ohio Association of Retail Lumber Dealers 

Homer Ballinger, president; Findley Tor- 
rence, secretary; W. T. Smith. 

Virginia Lumber & Building Supply Deal- 


Association—Harris Mitchell, secretary. 

Florida Lumber & Millwork Association 
Frank Williams, secretary; Rush Todd. 

Kentucky Retail Lumber & Building Ma- 
terial Dealers’ Association—W. W. Owsley, 
president; Leo Klarer, jr., secretary. 

Mississippi Retail Lumber Dealers’ 
ciation—Walter Pratt, secretary. 

Alabama Lumber & Building Material 
sociation—C, H. Cowan, president. 

West Virginia Lumber & Building Supply 
Dealers’ Association—C. I. Cheyney. 

Retail Lumber Dealers Association of West- 
ern Pennsylvania—E. Bruce Hill, A. M. 
Haines. 

Tennessee Retail Lumber, Millwork & Sup- 
ply Dealers’ Association—Perey McDonald. 

Illinois Lumber & Material Dealers’ 
ciation—A, C. Gauen. 

Michigan Retail Lumber Dealers’ Associa- 
tion—Hunter Gaines, secretary; A. J. Hager. 

Iowa Lumber & Material Dealers’ Associa- 
tion—C. D. Marckres, secretary. 

Northwestern Lumbermen’s Association— 
J. V. Dobson, treasurer. 

Wisconsin Retail Lumbermen’s 

Don Montgomery, secretary. 

Nebraska Lumber Merchants’ Association— 
Nate A. Allen, secretary. 

Mountain States Lumber Dealers’ 
tion—Allan T. Flint, secretary. 


ers’ 


Asso- 


As- 


Asso- 


Association 


Associa- 


Southwestern Lumbermen’s Association— 
T. R. Cauthers, president; E. E. Woods, sec- 
retary. 

Lumbermen’s Association 
Hyett, secretary. 

Detroit (Mich.) Retail Lumber Dealers’ As- 
sociation—R. C. Restrick. 

Cleveland (Ohio) Lumber Institute—J. C,. 
Hoffman, manager. 

Lumber & Millwork Association 
nati (Ohio)—Ross Kuhlman. 

Columbus (Ohio) Lumber Exchange 
ard McLees, secretary. 

Denver (Colo.) Retail Lumber Dealers’ As- 
sociation—E. W. Mulligan, secretary. 

Wood Products Institute (St. Louis, Mo.)— 
Julius Seidel. 


Northern Mass Meeting 
on Recovery Act 


UsHKOsH, Wis., June 19.—From the head- 
quarters here of the Northern Hemlock & 
Hardwood Manufacturers’ Association, notices 
have been sent out advising of an important 
mass meeting of all northern lumbermen and 
loggers to be held at the Pfister Hotel, in Mil- 
waukee, on Wednesday, June 28, beginning at 
9:30 a. m. The purpose of this meeting is to 
hear the various committee reports covering 
the adoption of a code of fair competition for 
the lumber and logging industry in hemlock and 
hardwood in the Lake States, by which the 
industry is to be governed under the terms of 
the National Industrial Recovery Act which 
now is a law. This code will provide for mini- 
mum wages, maximum hours, minimum prices, 
methods of determining and alloting produc- 
tion so far as required, trade practices, terms 
of sale, uniform grading, policing and all fea- 
tures relating to a “Code of Fair Competition,” 
as provided in the law. This code will include 
the adoption of the National Lumber Code 
and the National Hardwood Code, to the end 
that the entire lumber industry may be inte- 
grated into one unit under the Recovery Act. 


Millwork Industry Adopts 
Practice Code 


Representatives from all divisions of the in- 
dustry, and from practically every geographi- 
cal section, attended the Millwork Industry 
Conference, in Chicago, June 8 and 9, called 
by the Millwork Cost Bureau. C. W. Fischer 
was elected chairman, and O. L. Appleton, sec- 
retary. The discussions gave consideration to 
phases of the business in their relation to the 
National Industrial Recovery Act. 

A resolution was adopted that a permanent 
national association be established. 

It was voted to call the new national asso- 
ciation the National Woodwork Association. 

A resolution was adopted making the Mill- 
work Cost Bureau the administrative headquar- 
ters of the special woodwork division. 

A code of fair competition for the millwork 
industry was read and discussed and, after a 
few minor changes in five of the articles, the 
code was adopted. 

The preamble to the outline code of fair 
competition states the millwork industry sub- 
scribes to the code of fair competition for the 
lumber industry. Since the millwork industry 
will, for purposes of this legislation only, act 
as a division of the lumber industry, this word- 
ing in this preamble is necessary. 

The adoption of this code makes it impera- 
tive that action be taken immediately by each 
geographical section to provide the information 
and recommendation necessary to the prepara- 
tion of the final code which will be presented 
to the President. Those attending the con- 


(Continued on page 33) 
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The Logan-Moore Lumber Co.'s 
yard at Butler, Mo., in charge of 


Manager D. O. Bradley, makes 
extensive use of unit prices and 
displays in stimulating sales. In 
the office we noticed a panel of 
oak flooring priced by the square 
foot—a unit which the average 
customer can use easily in de- 
termining what the flooring for 
a room will cost him. Plywood 
is also priced by the square foot. 
Signs and unit prices are, in 
fact, to be found prominently dis- 
played all about the office and 
the yard. Overhead in one of 
the alleys is a series of boards 
painted white and carrying signs, 
something like the Burma Shave 
posters, advertising various arti- 
cles, among them “Bee Supplies,” 
this being a honey-producing 
country. 


SELLING THE UNIT READY- 
BUILT 


Along the front of the big 
warehouse are portable build- 
ings, hayracks and the like, 
built in the yard for sale. One 
feature which is much of a spe- 
cialty is a hog trough. It is the 
usual V-shaped trough, con- 
structed by cutting a notch in 
the end support. The notched- 
out piece is placed in the end of 
the trough, and the trough it- 
self is set into the notch. The 
combination has to fit. and if 
the saw runs. straight, the 
trough must hold water. It is 
much more substantial than the 
kind made by spiking the end 
piece to the end of the trough. 
This latter kind, with the spikes 
running into the end of the 


planks, is easily pulled apart— 
something that can’t happen to 
one of the Logan-Moore pattern. 


An orderly and beautifully main- 

tained yard is that of the O. E. 

Woods Lumber Co., at Fort Scott, 

Kan. It is owned by the family of 

which Secretary-Manager E. E. 

Woods, of the Southwestern, is a 
member 





These troughs are sold made up, 
or they are sold in bundles with 
the pieces cut to length but not 
notched. 

Mr. Bradley told us he was 
getting in stock; filling the bins 
in anticipation of higher prices. 
This yard has long made a spe- 
cialty of short-length lumber, 
especially 2 by 4’s. It is a big 
yard, and at the time the Realm 
called it seemed to be very busy; 
a big crew was at work in the 
warehouse, and several trucks 
were on the jump. 

We reached the Jones Hunt 
Lumber Co.’s yard in Butler just 
as Manager W. M. Tyner was 
leaving to deposit the day’s re- 
ceipts in the bank. This yard is 
allied with the J. C. Jones Lum- 
ber Co., with general offices in 
Lees Summit, the only yard in 
the line operated under this 
name. This is a large plant, with 
the office in a residence building. 
Here, too, we saw hog troughs 
of the kind described above. and 
shown on opposite page. 

Mr. Tyner tells us this is a 
stock country, with special em- 
phasis upon dairying. The farm- 
ers are buying considerable lum- 
ber and other materials for re- 
pairs; sales are rather small but 
there are many of them. 


IN THE SUNFLOWER STATE 


In Fort Scott, Kan., just a few 
miles beyond the Missouri bor- 
der, the Grant Lumber Co., 
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owned and operated by C. B. 
Grant, has a complete hardware 
store in addition to the lumber 
yard. Mr. Grant says he 
worked gradually into the hard- 
ware business, beginning about 
fifteen years ago. Before that 
time, customers used to ask him 
to buy nails and lock sets and 
the like for them, and to deliver 
these with the lumber. He found 
that month after month he had 
a sizable hardware bill to pay, 
upon which he not only made no 
profit but which involved extra 
and uncompensated labor. So he 
began with a few kegs of nails, 
and gradually worked into a full 
hardware stock. Hardware sales, 
like all others, have felt the de- 
pression of the last few years, 





but it has been a profitable line 
and will be again with general 
recovery of trade. 

Mr. Grant likes the hardware 
part of his business. Much of it 
is directly connected with lum- 
ber sales, such as nails, hinges 
and lock sets, and in addition 
there seems to be an indirect 
affinity between lumber and hard- 
ware. Many a customer, coming 
in for a few roof boards or some- 
thing of the sort, has seen and 
purchased garden tools, garden 
fence, or even kitchen utensils. 
Then the business calls for little 
if any additional overhead in the 
way of clerk hire. The office and 
yard foree can take care of the 
store sales. We noticed a rack 
out in the yard on which rolls 
of chicken wire were supported 
on rollers; with plenty of room 
out in front so that the web 
could be pulled off, measured and 
cut. A raised platform along the 
side of the store. next the yard, 





This is the handsome yard of W. S. 
Bates & Son, Nevada, Mo. 


served at once as storage and 
display space for rolls of heavy 
fencing and the like. Out in the 
yard a young man was putting 
together a farm gate; 
important item in the 
sales. 
INSURANCE COMPANIES 

AS CUSTOMERS 

Mr. Grant said that insurance 
companies are important sources 
of country sales. We discover 
much difference of opinion about 


also an 
yard’s 
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At the yard of the Logan-Moore 
Lumber Co., Butler, Mo., UNIT 
PRICES, and PRICE CARDS, are fea- 
tures, while there are also displays of 


ADVERTISING POSTERS 


these companies as 
probably depending upon the 
difference in methods followed 
by different companies. Mr. Grant 
has seemed to have pleasant re- 
lations with them. He says it 
is a general custom of these con- 
cerns, when they are compelled 
to take over a farm, to put it 
into good condition. Perhaps 
they don’t erect many new build- 
ings, but they do fix the fences 
or put in new ones, repair the 
buildings and paint things up. 
They seem to be especially large 
buyers of paint. 

J. E. Herrman manages the 
Herrman Lumber Co.’s yard in 
Fort Scott. There are three 
yards in this line, but it isn’t 
operated in the usual line fash- 
ion. Each of the three is inde 
pendent. Mr. Herrman mentioned 
a recent storm which had done 
considerable damage to build- 
ings, and thus had created some 
sales. A dealer is always will- 
ing to sell stock, and he couldn't 
stop the storms if he tried, but 
we imagine the average dealer is 
sorry to see markets created in 


customers, 
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June 


It leaves the forced 
buyers with shortened assets, 
for it is seldom that insurance 
covers all the damage. Some 
people will not have any insur- 
ance, and more will have an in- 
sufficient amount. We heard of 
a storm this year—this one or 
another, we’re not sure which— 
that swept through a cemetery 
and blew some monuments away. 
They’re no respecters of persons, 
living or not. 

Mr. Herrman mentioned the 
insurance companies as custom- 


that way. 





This is the Fort Scott (Kan.) yard of 

the Herrman Lumber Co., operating 

at three points, each yard independ- 

ent. Fair Treatment, Honest Values,” 
says its sign 
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IN THE MISSOURI VALLEY 


UNIT PRICES AS SALES AIDS 
FULL-GROWN HARDWARE STOCKS 
LOWER BUT SWEETER GRADES 
WHERE A GREAT LINE-YARD COMPANY HAD ITS ORIGIN 


~ 

the piles of lumber were straight 
and square, indicating that the 
manager and the yard men re- 
spect and value their stock. 

Mr. Hill tells us that the last 
three or four years have brought 
a pressure for some stock of 
lower grade, so he has put some 
in. Like his customers, Mr. Hill 
accepted lower grades as a ne- 
cessity, but not as something to 
be preferred. In general these 
newer grades are yellow pine, 
Nos. 2 and 3. The manufactur- 
ers, for reasons that are well 
known, have softened the blow 
by sweetening most grades. This 
sweetening of grades isn’t any- 
thing that can be expected to 
last beyond the depression. In 
fact many manufacturers are 





ers, 
seem 


but 
not as 
of Mr. Grant. 


too: his experiences 
favorable as those 
He said insurance 
buyers seem ready to buy on 
price, without much regard for 
quality, and to patronize any 
trucking skylark who will cut 
under a few cents. 


A LUMBER SECRETARY IN 
BUSINESS 


The O. E. Woods Lumber Co. 
has a fine yard in Fort Scott, in 
charge of Grover A. Hill. This 
line of yards is owned by the 
family to which belongs Secre- 
tary-Manager E. E. Woods, of the 
Southwestern association. This 
is an orderly and beautifully 
kept yard, such as a secretary 
of a big association might show 
to his member dealers with hon- 
est pride. At the time of our 
visit, Mr. Hill had a display of 
Manufactured roofing in the win- 
dow, and the office lobby and 
Sales room contained an orderly 
and well accented sales display 


of paint, carpenters’ and garden- 


ing tools and such articles. The 
Warehouse alleys were clean, and 


sorry it has happened at all. 
They have been trying through 
many years to establish grades 
as scientifically and as exactly as 
the nature of lumber would per- 
mit, and they say that when 
normal conditions are restored, 
and grades return to their old 
standards, there will be some 
difficulties and misunderstand- 
ings to meet. There will be the 
old cry that lumber isn’t good 
any more; and the substitute 
men will make use of the situa- 
tion to market their products. 
But the change has come about 
for reasons that could not be 
controlled; and for the present, 
at ‘least, the so called lower 


grades are running enough above 
the old standards to make their 
use less disastrous in construct- 
ing any given building. 

Mr. Hill has had quite an ex- 
tensive trade in fence this sea- 
son. Like several other dealers 
in this area, he says that the 
sale of short oak flooring has in- 
creased largely. Prices afe 
favorable, and the short pieces 
make a beautiful floor. The gen- 
eral outlook, he thinks, is favor- 
able to a better season than the 
industry has had for several 
years. 


HOME OF A HUGE B. & L. 


Nevada, Mo., is the home of 
the famous Farm and Home loan 
association, a huge corporation 
running to something like fifty 
million dollars that operates in 
Missouri, Oklahoma and Texas, 
and may have had dealings in 
other States. Unfortunately the 
times brought it into some dis- 
tress, but we understand it has 
been reorganized and has a good 
chance of continuing to help 
build homes in the Southwest. 
Dealers tell us it did not loan a 
great amount of money locally, 
but a good many local people 
did invest their savings in it. 
This department knows nothing 
about its management; but, as 
everyone knows, many loaning 
organizations with long commit- 
ments were forced into diffi- 
culties by national conditions 
which they could hardly expect 
and which they could not con- 
trol. The return of stability will 
give the well managed ones a 
chance to regain their balance 
and to reassure their depositors. 
Not the least serious result of 
these troubled years has been 
the shock given to private thrift. 
Whatever the new era brings, it 
will be hard to think that real 
thrift on the part of the small- 
income family will not be a pri- 
vate virtue and a national asset. 

J. L. Hyder, manager of the 
Home Lumber Co., Nevada, Mo., 





This type of HOG TROUGH seems to 
It is sub- 
stantial and tight, because the sides are 
set into a V cut in the supports, then 
the V shaped piece cut out is fitted into 
These troughs are sold made 
up, or as bundles of the needed ma- 
terial, by the Logan-Moore Lumber Co., 


be popular in the Corn Belt. 


the end. 


Butler, Mo. 
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GROVER A. HILL, manager of the 
O. E. Woods Lumber Co.'s yard at 
Fort Scott, Kan., here has a back- 
ground of fencing material and farm 
gates; these are part of an extensive 
line of hardware that includes roof- 
ing, paint, carpenter tools and gar- 
den tools 





tells us that for many years the 
yards there have not delivered 


goods. They keep no delivery 
equipment, and they have 
arrangements with local dray- 


men to handle all the hauling, 
adding the delivery charge to 
the price charged the customer. 
There were some signs that this 
old practice might be modified, 
though the long established deal- 
ers do not look upon the change 
with any favor. Mr. Hyder men- 
tioned the fact that has been so 
widely observed, that during the 
subnormal years there has been 
an itch to use delivery, and 
especially long delivery, as a 
means of competition. The diffi- 
culty, as he pointed out, lies in 
the fact that not all dealers 
know delivery costs well enough 
to divide them fairly among the 
jobs hauled. The universal ten- 
dency is to underestimate it, in 
which case it becomes merely an 
uneven way of cutting prices 
without knowing how much they 
are cut. “I’ve been in business 
a long time,” he said, “and I’ve 
seen all sorts of schemes tried. 











I don't know any better way This 
than securing exact knowledge 
ef what the goods actually cost, 
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veteran 
reached the 
score, and while his eyesight has 


lumberman has 
age of about four- 
Logan farms. 


lieve they were. had been bought 
not for resale but for use on the 
And in the office 
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slick up the old forelock. 
Mr. Logan said the yard had 
three new houses going, and 


with all the charges added, then been failing, he rides horseback was a large carton of leaf to- was selling rather large amounts 
adding a proper yard profit. If almost daily. We talked with bacco; merchandise so curious in of lumber, mostly in fairly smal] 
a dealer knows his costs, he’ll be his grandson, G. M. Logan; a a lumber yard that we asked lots, for repair work. The prae. 
more likely either to get the young man who attended Ala- about it. Young Mr. Logan said tice of letting the buyer provide, 
price to which he’s entitled, or to bama University at Tuscaloosa, a it was used as a remedy or con- or pay tor, the delivery has 
keep his stock. If that policy town that for some years ranked’ ditioner for fine cattle. It is brought large numbers of cys. 
were followed, the lumber busi- as the football capital of the mixed with other ingredients, in- tomers to the yard with their 
ness would be one on which the country. cluding sulphur and salt, accord- own conveyances. Many thov- 
customer could depend, and de- The Logan family has large ing to a formula. It eradicates sands of feet of lumber have 


pendability is a good thing to interests other than lumber, some sort of bacillus and gives 

help an industry to grow.” among them being farming. In the cattle a sleek appearance. It 
Nevada is also the point of part of the yard we noticed a 

origin of the famous Logan- big stock of native posts, bought spring, but is said to 

Moore Lumber Co., a company at a kind of local market to ficial at any time. 


which operates thirty or more 
vards. G. E. Logan, one of the sale at 
founders, still lives in the town. 


which farmers bring articles for a tip for 
certain 
These posts, osage orange we be- 


you 


specified times. 


is used especially in winter and W. S. 


Here may be 
energetic 
manipulators; mix in the proper 
stuff, especially the sulphur, and 


been hauled away on fenders and 
running boards of family ears. 
Bates & Son have a 
handsome yard in Nevada. We 
happened to arrive when the 
manager was out making a sale 
—an activity of which any lum. 
berman would approve. 


be bene- 


quid 


Sales Await You—Go Find Them 


A business writer with a “weather eye open” 
for events of interest in the building industry 
recently made an extensive tour, covering thou- 
sands of miles of good United States highways 
by bus. He found that in these days of few new 
building jobs some dealers are just sitting down 
and waiting for business to pick itself up, but 
many others are working hard for the repair- 
ing and modernization jobs which, though in- 
dividually small are large in total and can keep 





The attractive Chicago 
home in the center is 
going to acquire a nice 
new coat of paint this 
summer, but no dealer 
knows it, because none 
has approached the 
the latter 
has told no one except 
an AMERICAN LUMBER- 
MAN representative who 
was calling on him on 
personal business. There 
are thousands of homes 
like this in America, 
awaiting the appeal of 
dealers’ personal calls 
to get the work started 


owner, and 





a lumberman equipped with a bit of money. 
Here are some of the wandering scribe’s find- 
ings, and others will be printed in a later issue 
of the AMERICAN LUMBERMAN. 

In southern Minnesota, a farmer recently told 
me, “One of the best paying ‘crops’ on my farm 
in 1932 has been my three boats. Quite often 
I made $5 a day on those boats during the 
hunting and fishing seasons. In fact, I didn't 
have enough boats on several occasions. This 
winter I’m going to build three boats, as the 
price on ready-made boats is too high.” This 
man isn’t a resort proprietor in any sense of 
the word. Just an ordinary farmer whose farm 
adjoins a lake. There are thousands of other 
farmers whose land is situated on lakes or 
rivers. Some of them are going to build boats 
this winter either for their own use or for 
rental. It is needless to add that some lumber 
dealers are going to get the business, particu- 
larly those who size up the situation and go out 
after it. 

There is a crying need for a few cabins on 
the banks of that particular lake. Three of 
the five farmers whose land adjoins that lake 
could pay for cabins and make a nice profit the 
first year from rental of cabins. In fact, I know 
one of these farmers would build a cabin or two 
now if a local lumber dealer will only go out to 





the farm and talk it over with the farmer. 

Not all prospective customers are so tor- 
tunately located. Last spring and summer saw 
dozens or perhaps hundreds of cabins built in 
tourist camps. Some cabin camp proprietors 
added a few cabins but many new camps were 
started. Not long ago I met a traveling sales- 
man on a bus. His line of conversation was 
surprising and went something like this, “See 
that sample case? I’ve carried it thirteen years. 





When I get home Saturday I'm sending it in to 


The road work 


the house with my resignation. 
Now, I'm going into 


isn't what it used to be. 
business for myself.” 


Suddenly in the Market 


Such statements interested me as_ business 
conditions do not seem to be conducive to start 
ing new concerns. He continued, “For several 
owned a little acreage at the 
edge of a small city in this State. My wife 
and the kids have sold a few vegetables and 
eggs there each summer to tourists. I've studied 
things over pretty carefully and I’m going to 
start a cabin camp there. I know there are 
plenty of cabin camps, but not enough real good 
ones. We'll build the cabins in the early spring 
and have them in readiness for the start of the 
season.” (I'll bet a dollar against a thin dime 
that some lumber dealer or mail order concern 
would have given a pretty penny to have had 
that information. ) 

Probably the local lumber dealers had never 
given a thought to the possibility of this man 
suddenly being in the market for hundreds of 
dollars’ worth of material. Right in your own 
community there may be some owner of an 
advantageously located piece of land who is 
planning to start a cabin camp in 1933. Many 


years I’ve 





of the thousands of men who have lost their 
jobs are going to beg, borrow or otherwise 
acquire a little capital and build tourist cabins, 
lunch shacks, vegetable markets, poultry mar- 
kets, pop corn stands or other structures. The 
lumber dealer who gives some thought in ad- 
vance to such possibilities may reap a profitable 
reward. 

Economic conditions have forced many fami- 
lies to pass up the usual summer vacations. 
Picnics seem to be the usual substitute. Some- 
where in this grand old country there may be 
a park with enough picnic tables. I’m. still 
hoping to find such a picnic spot. 

City councils, park boards, owners of private 
picnic grounds and proprietors of tourist camps 
certainly can not be blind to the situation. A few 
suggestions to the right parties might result in 
some business of this kind for your yard. You 
will note that nothing has been mentioned of 
benches, open fireplaces, shelter houses, wading 
pools, attractive road signs and similar equip- 
ment. There's no law against suggesting such 
things and the law of averages guarantees some 
sales as a result. 

[Look for the rest of this writer’s observa- 
tions in the July 8 issue of American Lum- 
berman, and read about the man who got 
business where there was no _ business.— 


Editor. | 





Work Progresses on Modern Mil 


Exrop, Ata., June 19.—Work is progressing 
rapidly on the new sawmill of the Pioneer Lum- 
her Co., being built to replace the one burned 
on April 4. The new mill, which will be almost 
an exact duplicate of the old one, with the same 
capacity, will be equipped with an 8-foot Filer 
& Stowell band mill, and a No. 16 Wickes gang. 
T. B. Richardson, sales manager, says it 15 
hoped to have the plant in operation by Sept. 1. 
Commenting on this new plant, he said: 


This new mill of course mod- 
ern than the old one and we expect it will 
further improve our manufacture. One added 
feature will be facilities for dipping all yard 
stock in Lignasan or other suitable stain 
prevention solution. There will be other im- 
provements, and when this construction is 
completed I believe our operation here at 
Elrod will be as nearly perfect as it is pos- 
sible to find anywhere in the South. 


will be more 
t 
t 


The planing mill is operating regularly and 
the company is shipping out lumber to take care 
of the requirements of its regular trade, trom 
stocks on hand at the time of the fire. Mr. 
Richardson says it is hoped the sawmill will be 
completed and in operation before the stocks 
on hand become too badly broken. Normally 
this company employs about 200 men. 
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Retailers Round Table 














An Old Subscriber Who Keeps 
Up to Date 


The Farlow Lumber Co., Paoli, Ind., realiz- 
ing the splendid advertising opportunities of- 
fered by its trucks as they travel the streets 
and highways, makes the truck shown here dis- 
tinctive by the specially built cab which dis- 
plays some of the company’s wares and keeps 





M. L. Farlow, of Paoli, Ind., beside the distinc- 

tive cab of one of his company’s trucks. He is 

an old-timer among Indiana lumbermen and 
AMERICAN LUMBERMAN readers 


the thought of building in the minds of folks 
who see the equipment on the street. ; 

M. L. Farlow, head of the company, is shown 
beside the truck, holding a copy of the Ameri; 
CAN LUMBERMAN. He -has been a constant 
reader of it since 1899,.and before that of its 
predecessors, the Northwestern Lumberman and 
the Timberman, since 1884, when in Kansas he 
bought a tractor outfit which included a port- 
able sawmill, and brought it back to Paoli 
where he entered the lumber business. He is 
one of the oldest lumbermen in Indiana. His 
hve sons now operate the yard with him, with 
his-oldest son, Paul, in charge. One of the 
sons built the cab of the truck. 


—_—_—_—————= 


Don't Stop Working! 


_With business admittedly and noticeably get- 
ting better, there will be a tendency for all 
dealers to relax a bit in their strenuous efforts 
to seek and clinch orders, but Harold Knapp, 
ot Chicago, general sales manager of the Celo- 
tex Co., strongly urges every retailer to at 
least keep up as much work as in the past and 
it anything to increase his efforts, for now the 
rewards of careful planning and hard work will 
be greater than before because people have more 
money with which to respond to sales promo- 
tion attempts, and there is a chance to make 
up the ground lost during the depression. 

_He urges every lumberman to make it a spe- 
cial order of business to let his fellow towns- 
men know how better times will affect the 
building industry, which can be done by con- 
tacting editors and explaining the reasons why 


prices have stopped falling and in numerous 
items are rising, and what this means to the 
buyer of lumber at retail. This is of general 
interest, and the editor will treat it so, for the 
benefit of his readers, who if they wait to build 
will have to pay more for their materials. 
“Point out,” Mr. Knapp says, “that the only 
way to beat higher prices is to buy tangible 
merchandise before prices mount.’ Such state- 
ments will help speed recovery and will have 
a tendency to put money into channels of long- 
term use, such as homes or repairs of homes, 
instead of short-lived products. 

The other suggestion he urgently makes is 
that lumber dealers in a community get together 
in a concerted campaign for more business, so 
that they will compete with other products, not 
with other dealers, for the customer’s dollars. 
He cited the case of a group of lumbermen in 
Chicago’s North Shore suburbs who are work- 
ing together by full-page ads in a weekly 
suburban magazine of wide circulation. 





Language Easily Understood 


“It will cost each Kearney home owner, this 
week, just about twelve dollars more to shingle 
his house than it would have cost last week.” 

That was the opening paragraph in a story 
which appeared in the June 13 issue of the 
Kearney (Neb.) Hub as a result of an inter- 
view with Hugh McClure, general chairman 
of the town’s Clean-up, Fix-up campaign. He 
translated the increased wholesale costs of lum- 
ber and shingles into terms of what it would 
cost the home owner—which is the language the 
home owner can understand and which will 
cause him to act accordingly. 


Sand by the Handful—There's 
Money in It 


In the hardware department of the Barr 
Lumber Co., Santa Ana, Calif., are four 5- 
gallon buckets—they formerly held paint—and 
each is filled with a building material: Lime 
in one, cement in another, plaster in a third, 
and sand in a fourth. On a nearby counter is 
a set of scales, and a scoop is conveniently 
placed by the buckets. 

“We do a profitable business in these mate- 
rials put up in small amounts,” declares N. FE. 
Lentz, manager of this yard. “It is profitable 
to us and a convenience to many of our cus- 
tomers who have bits of patching to do. For 
example: A man may need a few handfuls of 
sand and cement to patch a broken place in his 
sidewalk; so we scoop a little sand and the 
proportionate amount of cement into a sack; 
he takes it home, mixes it with water, and fills 
the hole. It is unnecessary for him to drive 
down to the river and get a bucket full of sand. 
or order a yard of it from a sand and gravel 
company, and he is spared the risk of not using 
the right proportions of ingredients; so he is 
willing to pay a quarter or a half-dollar for 
the few handfuls. There may not be more than 
5 cents’ worth of sand in that bucket, but it 
brings much more than that when we sell it.” 


—_—_——— 








A FIRE SALE was advertised by the Manning- 
Orgain Supply Co., Clarksville, Tenn., to clear 
up its sale of partly damaged lumber and spe- 
cialties, and it drew enthusiastic customers 
from miles around, as the automobiles and 
wagons indicated. The company will replace 
the plant and the stock, Edgar Orgain has 
announced, and work on this is now in progress. 


Shows Possibilities of Wood by 
Using It for Office 


Denver, Colo., is largely a city of brick-built 
homes, but in Aurora, a suburb which formerly 
was six miles east but now because of Denver’s 
growth is practically adjoining, is a fine display 
of the beauty and value of wood construction, 
for the new office which the Chapin Lumber 
Co. built last year is so attractive in appearance 
that it seems certain many will choose.a simi- 
lar material for the homes they surely must 
start building soon. ; 

The glistening white exterior seems to invite 
one inside, with promise of things worth seeing, 
and the neat interior fully meets expectations. 
The commodious display room, with its dark- 
stained quartered white oak trim, has a floor 
which is always kept so highly polished that it 
mirrors the long shelves which, from floor to 
ceiling, adequately display the firm’s stock of 
paint. This air of brightness aids materially in 
selling the paint, for the customer can see that 
the dealer believes in using the products he 
sells. One of the adjoining private offices is 
birch trimmed; and the other, gum. The office 
is equipped with an air-conditioning plant, and 
also a shower bath. 

One of the items on display is a stock of elec- 
tric refrigerators —-a_ sideline which. several 
lumber dealers over the country have taken on 
in the last year or so. It fits in nicely with 
the program of selling the home complete. 

Display is not confined to the interior, nor 
to the beautiful office. The most recently built 
shed parallels the street, so passersDy may 
easily see the nature of stocks carried. An- 
other exhibit which attracts much attention is 
a cross-section of a Douglas fir log, 56 inches 
in diameter, so arranged as to show customers 
where the “clear” comes from. Atop the ridge 








Is the American Legion planning a 
Fourth: of July celebration in your 


town? If so, perhaps you can help it 
and also cash in on it like the Dill 
Lumber Co., Redlands, Calif., did last 
year. A 3-column, 3-inch advertise- 
ment in the newspaper urged the read- 
ers: “Don’t miss the American Le- 
gion parade. A whole day of fun 
arranged for you. Spend the Fourth 
in Redlands. You will have a won- 
derful time. The good time will cost 
you less. You will help the unem- 
ployed. You will be ahead enough 
to buy a set of Lawn Furniture from 
us and you will enjoy it for years.” 
That pleased the Legionnaires, of 
course, and many of them called at 
the lumber yard to see this lawn fur- 
niture. It was up against the side of 
the building, and bamboo porch 
shades made a fitting background. 
People who came to see the lawn fur- 
niture also saw the firm’s line of 
building materials, and many sales re- 
sulted. 
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of the shed is the company’s large sign which 
may be seen from all parts of Aurora, because 
of its commanding height. 

Jay T. Chapin, head of the company, for 
years has been treasurer of the Mountain States 
Lumber Dealers’ Association—for more years 
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value of signs on valances and window strips, 
as indicated by A, B and C. The easier it is 


for both motorists and pedestrians to see what 
you have displayed, the more effective will be 
the display. 

These are display principles evolved by S. J. 





The attractive office building of the Chapin Lumber Co., Aurora, Colo., and (right) Jay T. Chapin, 
head of the company, at his desk 


than any other general officer of the organiza- 
tion—and is a strong believer in the value of 
a trade association of this kind. Mrs. Chapin, 
too, is deeply interested in the lumber business, 
an interest that is hers by birthright, for her 
father, Mr. Kern, was a lumber dealer in Ne- 
braska several years ago, although he and Mrs. 
Kern now live in Denver. 


Combines Monthly Statement 
With Effective Advertising 


The Attica Lumber Co., of Attica, Ind., 
makes the mailing of its monthly statements a 
source of new business instead of the usual 
drain on the treasury. The statement form is 
printed on one-half of a double post card, and 
the other half is a return card. On one side 
of this is the company’s name and place for 
stamp (it is not a business reply card tor which 
the firm pays postage), and on the other is a 
list of customers’ building needs, including 
screens, doors, sash, paint, house remodeled, 
insulation, roofing, plaster, sidewalk materials, 
builders’ hardware, glass, posts, drain or sewer 
tile, farm gates, lime, farm buildings. In front 
of each of these items is a little square, like 
those on an election ballot, making it handy for 
the customer to let the lumber company know 
what products might be sold to that person. 
With that as a lead, the rest is up to the dealer 


as a salesman. 


Consider the Angle of Vision 


When you are designing your new store front 
for a display window, and also when you are 
decorating the window itself, don’t overlook 
the principle shown in this sketch. The auto- 
mobile, nosed in to the curb twelve feet away, 
allows the motorist a view of only about eight 
feet up the front of the store—an angle that 
varies, of course, with the difference in lines 
of the car itseli—and therefore big signs on top 
of the building, or high up on the face of it, 
mean nothing to him unless he is willing to 
make some special effort to look for them. 
lhe pedestrian’s angle of easy vision is even 
more restricted, as to height. So consider the 
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Hathaway, secretary of the Sunkist Lumber 
Co., Monrovia, Calif., after much observation 
of the display windows of lumbermen and 
others, preparatory to making a new display 
window of his own. 


A Garden on a Lumber Shed 


Railroads are using and selling air rights 
nowadays—why shouldn't lumber dealers? 

That's the way Jay Stewart, of the Stewart 
Lumber Co., Brooklyn, N. Y., figured it out, 
anyhow, and now you ought to see the botanical 
and zoological garden on top of a 100-foot 
Stewart shed at Metropolitan and Woodward 
avenues. Flowers there are, and a lily pool, 
and a heated greenhouse, all upon this flat- 
topped lumber shed; there’s a swarm of bees, 
too, and about five dozen hens, and about a 
hundred little chickens. And oh yes—there are 
goldfish in the pool, too, and the lumberman 
has quite a collection of domestic butterflies. 








Complete Building Line at New 
and Rebuilt Yards 


Maceponia, Oulo, June 19.—Believing that 
conditions of recent years are almost at an end 
and have been accumulating a big demand for 
building materials, the Fenton Lumber & Sup- 
ply Co. is speedily building an office and ware- 
house to replace the plant which was destroyed 
by fire April 30, as was also the entire stock. 

The company has also taken over the yard 
in nearby Bedford formerly occupied by the 
Tinkers Creek Lumber Co., and has engaged 
as manager John Ryan, whose commercial life 
so far has been almost all spent in the lumber 
business in Bedford and South Cleveland, and 
who has many friends in this locality. In com- 
menting on the developments Charles M. Fen 
ton, president of the compnay, said: 

We believe this set-up in Bedford together 


with our facilities in Macedonia will make 
for efficiency and service. In the two yards 
we will carry a com- 
plete line of lumber, 
building materials and 
paints. This makes it 


possible for a builder to 
buy his complete re- 
quirements from a sin- 
gle firm. 





At left—Sketch show- 
ing how much window 
display space can be 
seen by a parked mo- 
torist and bv a pedes- 
trian, according to stu- 

















dies of a California 
lumber dealer 
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A Paint Contest That Clicked 


What is for the Newcastle Lumber & Supply 
Co., Newcastle, Ind., an unusually successfyl 
contest, from the sales standpoint, will come to 
an end June 30. This Peter Kuntz yard, of 
which H. E. Cashner is manager, has been 
selling an extra amount of paint ever since 
1,500 cards were sent to school children offer. 
ing them valuable prizes for the paint sales 
they created. Each can of paint sold as the 
result of a child’s solicitation would result jn 
a certain number of “votes” for that child, it 
was announced, and the prizes are to be 
awarded according to the number of votes ac- 
cumulated. The paint manufacturer supplied 
the direct-mail material, and in fact the contest 
is the manufacturer’s idea, promoted on a na- 
tional scale, with both local and national prizes, 

At the time of the visit of an AMERICAN 
LUMBERMAN representative a boy was ahead 
in the contest, and his parents have every in- 
tention of keeping him ahead, for they are help- 
ing him solicit paint orders and have sent in 
many a customer to the lumber yard. Which, 
of course, is quite agreeable to the dealer. 

—_—_—_ 


Large Stock in Small Space 


The W. E. Cooper Lumber Co., Los An- 
geles, Calif., maintains a store on York Boule- 
vard for the convenience of its customers, who 
can make small purchases from the store stock 
or make their selection from that stock, to be 
delivered from the yard. This arrangement 
necessitates keeping a widely varied stock at 
the store, in small space, and it also is desir- 





Racks made of iron pipe allow the W. E. Cooper 
Lumber Co. to utilize fully its space in a down- 
town store 


able to have storage facilities that can be dis- 
mantled easily, in case it should be advisable to 
move to another store location. 

The Los Angeles lumberman accomplishes 
all this by the use of racks made of 2-inch iron 
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jipe, as illustrated. They extend from floor to 
ceiling, and a pipe wrench is the only tool nec- 
essary to Change the arrangement of “shelves.” 
Dowel rods are stored conveniently inside the 
horizontal pipes. 





New Retail Firm Announced 


De Pere, Wis., June 19.—Announcement is 
made of the organization of the De Pere Lum- 
ber & Fuel Co., which has acquired the De Pere 
branch yard of the Standard Lumber & Mill- 
work Co. of Green Bay, Wis. John Vercau- 
teren is manager, and one of the owners of 
the new business. For the past eight years he 
was manager of the local yard of the Standard 
concern, and for twenty-two years previously 
was with the McEachron company. The new 
frm handles a complete line of lumber and 
building materials, and will handle its own mill- 
work under an arrangement with D. Kidney & 
Sons Co., boat builders. 





Beautiful Floors in Sunlight 
House 


Marietta, Ouro, June 19.—Lumber dealers 
and other paint distributors throughout the 
United States are receiving a bulletin from the 
Marietta Paint & Color Co., directing atten- 
tion to the lumber industry’s Sunlight House 
at the Century of Progress Exposition in Chi- 
cago. This bulletin says: 

In this very attractive structure the Maple 
Flooring Manufacturers’ Association is show- 
ing some beautiful maple floors finished with 
Marietta stains, color developer ete. If any- 
ne in your organization or any of your 
friends go to the exposition, please be sure 
and tell them to visit the lumber house and 
by all means make known to those in charge 
that you want to see the Marietta-finished 
floors. 

Commenting on this bulletin, G. A. LaValee 
said : 

We are sending this bulletin all over the 
United States in an effort to do what we can 
to bring more people to the realization of the 
beauty and utility of lumber. 





Government Report on All 
Insulation Materials 


Insulation materials and their application on 
the farm are the subject of a report just com- 
pleted by the National Committee on Wood 
Utilization of the Department of Commerce. 

Under the chairmanship of Wallace Ashby, 
chief of the division of structures, Bureau of 
Agricultural Engineerirfg, U. S. Department of 
\griculture, a body of leading engineers and 
specialists representing the American Society of 
Agricultural Engineers and other groups in- 
terested in farm housing problems has made a 
thorough study of the best and most economical 
methods of insulating farm dwellings and ani- 
mal ‘shelters. 

All types of insulation materials are treated 
in this report and special attention has been 
given to the different climatic conditions found 
in various parts of the country. The commit- 
tee has drawn on both laboratory data and 
practical experience and has prepared the re- 
port in non-technical language in order to make 
the information of the greatest possible value 
tothe layman. The report shortly will be avail- 
able for distribution. 

—_—_—_ 


Wen ELECTRIC REFRIGERATORS were added 
to its line of products, the S. P. Jennings & 
Sons Lumber Co., Newcastle, Ind., sought a 
place to display them. ‘The corner of the shed 
Where the stock of glass was kept faced on 
two good streets, so the glass was moved 
lurther hack in the shed, a partition made a 
small room, a big display window was put in, 
and there was an inexpensive place to give the 
relrigerators the display they need. The change 
Nas resulted in numerous sales of refrigerators 
and of other products. 
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Line Yards Facing State Tax 


Mapison, Wis., June 19.—Wisconsin line 
yard operators have been seeking exemption 
from a special chain store tax in the State 
legislature, which will be as high as can be set 
without being unconstitutional. Gov. A. G. 
Schmedeman, both in his budget message and 
in a special message June 12, urged that a chain 
store tax be enacted and that it apply without 
exception to all chain store businesses. The 
State supreme court has ruled that the present 


NEW PRODUCT 


Adds Rock Wool to Its Line 


of Insulation 


The Celotex Co., of Chicago, whose widely 
known insulation boards have been used in the 
building, strengthening and insulation of about 
400,000 homes all over the world, has announced 
a companion product, Celotex rock wool batt, 
to meet certain needs in non-structural insula- 
tion and thus to round out the Celotex line, 





Celotex rock wool batts fit snugly between 
studs and are wall-thick 


which now has an insulation for every type of 
demand. 

As the illustration shows, Celotex rock wool 
batt is made wall-thick, with remarkable low 
conductivity per inch of thickness. Enough 
space is left, between the batt and the interior 
wall, to permit plaster keys in walls using open 
lath. 

The rock wool, which is felted into batts 
15x18 inches in size, is pure and of the highest 
quality, for Celotex is careful in choosing raw 
materials to select the best shale, limestone, 
dolomite, silica etc., and to properly proportion 
these types of rock according to chemical com- 
position. In a cupola (vertical cylindrical fur- 
nace) the mixture of rock is heated to a tem- 
perature of 2,500 degrees Fahrenheit, at which 
all parts are fused. As the liquid rock flows 
from the bottom of the cupola it is atomized 
bv a blast of steam under high pressure; these 
tiny spheres of molten rock are driven forward 
at a high speed and are thus drawn out into 
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chain tax law exempts filling stations. 

An emergency sales tax on all commodities 
for one year is also being pushed in the legis- 
lature. It proposes a tax of 1 cent on each 
article costing 10 to 50 cents, an additional 
cent on each additional 50 cents or fraction 
thereof up to $2, and one cent on each addi- 
tional full 50 cents. Dealers would be required 
to pay a 1-cent levy on sales of up to 10 cents. 

Bills to enforce a 6-hour work day, 5-day 
week, and minimum wage rates during the de- 
pression, also are before the legislative body. 


AND RETAIL 
SALES HELPS 


fine threads, which cool rapidly and settle 
slowly to the “wool room” floor as soft, fluffy, 
flexible fibers, which are felted into the insu- 
lating batts. It will be readily understood that 
selection and proportioning of raw materials, 
and skill in the fusing, atomizing or fiberizing 
process, can mark the difference between rock 
wool that is practically all fibers or that in- 
stead is full of “shot”—that will retain its 
original springiness and stay in place, or that 
will settle and slump—that will be light in 
weight and uniform in texture or that will be 
spotty and heavy. 

This new Celotex product is uniform, light 
(2% pounds per batt), springy and otherwise 
well made generally, and is well worth the 
confidence which dealers already repose in other 
Celotex products. 





Inexpensive Device for Making 


Show Cards 


Hundreds of lumber dealers have discovered, 
in the past few years, that they can make more 
sales at better prices if they have some means 
of displaying what the prices are, and most 
lumbermen make use of some kind of show 
cards for their display windows and display 
rooms. Often they are made of penciled words 
and figures, or chalked on a blackboard, or per- 
haps painted with a brush. Some achieve quite 
artistic effects, but comparatively few are satis- 
factory. Some large printing machines for this 
class of work are on the market but they are 
expensive and would not pay for the investment 
except when purchased by a large line-yard 
concern which has use for thousands of cards 
each year. They are quite out of reach of the 
independent dealer or small line of yards. 

But a different kind of show-card making de- 
vice is on the market, and it has proved effi- 
cient in producing attractive cards that ade- 
quately tell the story. Its price is low enough 
for practically any dealer, and its operation is 
simple, using no ink or paint or any such 
things. The letters and figures are of gummed 
paper, in various colors and combinations of 
colors, and sizes, so that an attractive and at- 
tention-arresting card can be produced. These 
individual letters are not moistened one at a 
time, which would be a distasteful job, but the 
whole sign is laid out, and letters shifted on the 
card, perhaps changed entirely a few times, un- 
til the exact effect desired is obtained. There 
is no guesswork about this, for the job is laid 
out on the card to be used, with the letters and 
figures themselves in plain sight—a decided ad- 
vantage for the man who is a better lumberman 
than artist. Then, when the operator is satis- 
fied with the appearance of the card, a simple 
but cleverly conceived process allows the moist- 
ening of the card itself and the fastening on of 
the letters without disturbing their position on 
the card. It is neat, easy and fast. 

Lumber dealers who are seeking ap inexpen- 
sive way to obtain attractive show cards for 
their windows and motor trucks, and price cards 
for their display rooms, should investigate the 
operation of these “Fru-Serv-Co” process leaves, 
by sending to the D. R. Fruchey Service Co., 
Napoleon, Ohio, for information. Numerous 
independent dealers and line yards have done 
this, and the equipment has sold itself to them. 
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Building Gains Bring Heavier Orders to 
Mills and Higher Lumber Prices 


Starts Logging Northern 
Pine Tract 


GrANp Rapips, MINN., June 20.—The first 
major lumbering operation in the Bigfork Val- 
ley in several months is under way, with an- 
nouncement that logging camps are opened near 
the Washkish Fox farm and forest. Many mil- 
lions of feet of pine will be cut, it is reported. 
H. S. Bliss, of Brainerd, has purchased the 
timber from receivers of the International Lum- 
ber Co., which owned the tract of pine near 
East Lake for several years. 

Workmen now are cutting truck roads, build- 
ing camps and preparing for an active summer 
in the woods. 

Present plans call for about seven million 
feet of timber to be logged during the year. 
All the secondary timber which can not be 
hauled with profit will be sawed into lumber 
in a mill to be built on the property. 


Wage Increase Meets 
. 7 . 
Higher Living Cost 

Bettamy, ALA., June 19.—Effective June 1, 
the Allison Lumber Co., manufacturer here of 
shortleaf vellow pine and southern hardwoods, 
announced an advance in wages of 25 percent 
Commenting on this, E. F. Allison, president 
of the company, said 

The recent rise in lumber prices does not 
yet justify this wage increase, but the actual 
living expenses of my employees have ad- 
vanced approximately 25 percent, and it is 
to meet these increased living expenses that 
this wage advance has been put into effect 


Crate Order Provides 
Employment 


Cartro, ILL., June 19.—The addition of a 
hundred men to its force at its plant here 
recently was announced by the Illinois Lumber 
Yards, as the result of a big order for crates 
for the Frigidaire Co. The order came as 
somewhat of a surprise, inasmuch as it had 
been figured on last January. The filling of 
this and other big orders that are being re- 
ceived is creating a scene of unusual activity 
at this plant. 


Wisconsin Mill Adds Men 


RHINELANDER, WIs., June 19.—The Thunder 
Lake Lumber Co.’s sawmill, idle several weeks, 
resumed operations recently, with the prospect 
that it will operate for several months. It will 
give steady employment to many men here. 
Approximately seventy-five men were called 
back recently. The planing mill has been 
operating steadily, and will continue to do so, 
employing another good sized force of men. 





Stock Depletion Makes Neces- 
sary Maximum Output 


Norror kK, VA., June 19.—Officials of the Row- 
land Lumber Co. have announced that produc- 
tion will be resumed at its New Bern (N. C.) 
plant today. About five hundred men, all for- 
mer employees of the company, will be put to 
work, and it is the purpose to maintain maxi- 
mum production, at least until regulation under 
the new Industry Control Law becomes effec- 
tive. Discussing market conditions in this con- 
nection, William J. Jones, secretary, said: 

We are prompted to this action by the 
enormous increase in the demand for lumber 


which commenced about sixty days ago, and 
has continued in increasing volume. Our 
May sales were the largest for any month 
since March, 1930, and as shipments have 
moved our stock has become depleted and 
badly assorted. This condition is true, we 
believe, of most mills in the South. 

The smallness of the visible stocks on hand 
in the consuming centers of the North is 
amazing, and the demand to replenish them, 
even to a normal basis, we believe will ab- 
sorb the output of the southern pine mills 
for many weeks to come. 

Mr. Jones says there has been a material 
strcngthening of prices, the North Carolina pine 
list showing an average advance of about $2 
a thousand between May 1 and 31. 


Two Months’ Sales Exceed 
Previous Year's 


Spruce Pine, N. C., June 19.—J. I. Suthe- 
land, manager of the western North Carolina 
holding of the J. Walter Wright Lumber Co., 
reports that his company has sold more lumber 
during the last sixty days than during all 
the previous twelve months. Oak and maple 
designed for the furniture trade are in great- 
est demand, he added. There is unusual ac- 
tivity in cutting pulpwood for the Champion 
Fibre Co., at Canton, N. C., both in his or- 
ganization and several other large lumber con- 
cerns. 


Construction Contracts 
Increasing 


May constructidn contracts of all descriptions 
totaled $77,171,700, according to F. W. Dodge 
Corporation; this was a gain of about 36 per- 
cent over the $56,573,000 reported during April. 
During May, 1932, the amount was $146,221,- 
200. Gains over April were reported in each 
of the four major classifications. Increases in 
residential building and public utilities as com- 
pared with May of last year were too small to 
offset declines in public works and non-resi- 
dential building. 

Residential awards totaled $26,519,700; this 
was not only larger than the volume reported 
in either the preceding month or May of last 
year but was the largest monthly total since 
that recorded for April, 1932. The improve- 
ment over April, 1933, was universal, being in 
evidence in practically all territories in the area 
east of the Rocky Mountains. Gains in resi- 
dential contracts as contrasted with May, 1932, 
were shown in seven of the thirteen Dodge dis- 
tricts—New England, Metropolitan New York, 
Southeast, Chicago, St. Louis, Kansas City, and 
Texas. For the first five months of 1933 resi- 
dential contracts for thirty-seven eastern States 
totaled $85,440,500 as against $139,581,700 for 
the corresponding period of 1932. Commenting on 
the outlook the Dodge organization observes: 
“There appears reason to believe that the gap 
between the cumulative totals for the two years 
will be progressively narrowed throughout the 
remainder of the current year.” 

Non-residential contracts amounted to $31,- 
639,400; this was an increase of 32 percent 
over the total for April but was sizably lower 
than the $58,946,400 recorded during May, 1932. 
For the elapsed months of 1933 non residential 
awards amounted to $134,207,200 as contrasted 
with $223,219,200 for the same period of 1932. 
Gains over April were shown in all territories 
except in the Upstate New York, Central 
Northwest and Texas districts. Gains over 


May, 1932, were recorded in the Pittsburgh, 
Central Northwest, Southern Michigan, and. St. 
louis territories. 


Increase in Orders Necessitates 
New Machinery 


YounGstown, Oun10, June 19.—A much more 
than seasonal increase in their business is re- 
ported by local lumber dealers, most of this in- 
crease being due to remodeling and repair work, 
although there is some new building in prog. 
ress. Commenting on this situation, John A, 
Moore, president of Moore & Moore Lumber 
Co., reported an unprecedented demand for ma- 
terials, and said his plant’s capacity has been 
taxed to a point where it has become necessary 
to add new machinery to accommodate the in- 
crease in orders. Mr. Moore says that a stead- 
ily rising lumber market, coupled with in- 
creasing confidence generally, is responsible for 
the. buying activity in his business. He said, 
“Materials have increased from 15 to 20 per- 
cent in the last two months, and there is every 
indication of further advances.” 


Wages Advanced by Line of 
Ten Yards 


Detroit, MicH., June 19.— Pat J. Currier, 
president Detroit Lumber Dealers’ Association 
and of the Currier Lumber Co., announces that 
a wage increase of from 15-to 25 percent has 
been put in effect at the plants of the Hacks 
Lumber Co., Roseville Lumber Co. and _ the 
Service Lumber Co., with ten yards in Detroit, 
Jackson, Flint and Lansing. A _ substantially 
increasing business volume was given as the 
reason. Lumber in the lower Michigan area 
is being demanded in larger amounts than at 
any time in more than a year, for a larger 
variety of uses, especially repair work. Build- 
ing permits in Detroit continue to show a 
healthy increase, but the figure is so low that 
builders call it “only a drop in the bucket.” 





Florida Mill Re-opening 


MontTiceL_o, Fia., June 19.—The sawmill of 
Deal-Curtis Lumber Co., of this city, large 
hardwood and pine manufacturer, which has 
been closed down for several months, will re- 
open at once. This mill employed several hun- 
dred men, and is expected to resume full time 
operations. Its opening will relieve unemploy- 
ment in this section very much. It is reported 
that orders recently received will enable the 
mill to run several months without additional 
orders, although the owners anticipate a con- 
tinued hardwood demand that will enable them 
to continue the mill running full time for an 
indefinite period. 


Lumber Prices Going Up 
in North Carolina 


Greensporo, N. C., June 19.—One of the 
leading lumber dealers in the State said Mon- 
day that prices on all kinds of lumber had 
taken a jump recently, and that he expected a 
still further increase within a few days. A fur- 
niture manufacturer, who uses a great quam- 
tity of veneer in his plant, declared that lum- 
ber used for veneer work is selling 100 pet- 
cent higher than it did a year ago. Four large 
lumber mills in eastern North Carolina, which 
have been practically idle for the last three 
years, have resumed operations on a large 
scale. 





ScHOOLHOUSES, with timber frames, or all 
timber, are advocated by the British Board 0 
Education in a recent report, for the reason that 
they can be constructed economically. 
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How Communities Have Promoted 


To achieve the utmost in results from expenditure of time and money 
it has been found far better for a whole community to wage a renovizing 
campaign as a civic effort than for any individual dealer to attempt it. 
More people, more enthusiasm, more widespread interest, more money 
and more and better equipment will be available if this is done. 


HOW THE 


“Renovize Philadelphia” 


Campaign Was Planned 


Of the threescore or more renovizing or 
modernizing campaigns which are being or have 
been recently carried on by as many communi- 
ties, that of Philadelphia has been the most 
prominent because of the size of the city, the 
efficiency with which the drive was planned and 
executed, and the $21,500,000 worth of pledges. 

Two features of this city’s plan of action are 
especially outstanding, and deserve the careful 
consideration of other communities engaging in 
such activities. One was the manner in which 
the pledges were handled after they were re- 
ceived. The central committee did not “ap- 
portion” them to any firm or group of firms, 
for every effort was made to keep the city’s 
industrial and commercial life flowing in the 
regularly constituted channels, because it is as 
important to provide jobs for employing con- 
tractors as to give an unemployed carpenter or 
mason a job. Instead of handing the pledges 
in rotation to whoever was unemployed, as has 
been done in some cities, no pledges whatever 
were handed out. The property owner put in 
his window the sign (illustrated here) which 
informed any cruising artisan that at this house 
or business place there was work of some kind 
to be had and he could get the job if his ability 
and prices were satisfactory. The actual getting 
of the work still was up to the business initia- 
tive of the individual. There was no sending 
of workers out to sometimes skeptical home 
owners. If the signer of the pledge requested 
it he was given a list of persons or firms able 
to do his work, but it was suggested and urged 
that he have the work done in the regular way, 
by the artisans of his own neighborhood with 
whom he was in the habit of trading. And he 
was reminded of the lists in the classified tele- 
phone directory. 

The other important feature of this campaign 
was the care with which plans were laid and 
the completeness with which workers were 
trained and equipped for their house-to-house, 
or businessplace - to - businessplace, solicitation. 
Even after the principal plans were completed 
they were withheld for six months until a 
prominent business and civic leader, both able 
and willing, was induced to be general chair- 
man of the campaign committee. This leader 
was found in William A. Law, president of the 
Penn Mutual Life Insurance Co. and chairman 
of the Committee on Home and Mortgage Fi- 
nancing (subcommittee of the Presidents Bank- 
ing & Industrial Committee) for the third Fed- 
eral Reserve district. Under his dynamic 
leadership operated the 7,000 volunteer solici- 
tors from the various participating civic, busi- 
ness, community, trade and religious organiza- 
tions; these men and women were properly 
trained, before they started their important 
work, by the Philadelphia Association of Sales 
Managers. They were apportioned to each of 
the twenty-two geographical districts into which 
the entire metropolitan area was divided, and 
to the various divisions, such as residential, in- 
dustrial, stores, etc., according to preference 
and capability. 

And they were given material with which to 
work. One of the most difficult questions for 
the property owner to answer, or for the solici- 
tor to answer for him, is “What is there around 
here for me to renovize?” Check lists in rather 





Such 


elaborate detail attended to this, and doubtless 
caused many a needed inspection that otherwise 
might not have been made. The check list for 
modernizing the home was obtained from the 
President's Organization on Unemployment Re- 
lief, at Washington, but the Philadelphians 
had to make up their own check lists for busi- 
néss places, and separate lists were prepared 
for office building, apartments and hotels, stores, 
public and miscellaneous buildings, industrial 
buildings, and bank buildings. In additicn, two 
manuals were prepared for solicitors—one for 
residential and the other for business places. 
Fach worker was supplied with proper cre- 
dentiais, which bore the caution: “Note—This 
is not a money-raising campaign; hence work- 








THIS PROPERTY WILL BE 
IMPROVED. IT’S GOOD 
FOR BUSINESS... AND 
GOOD BUSINESS FOR US 











The 6x9-inch posters, black wording on a shaded 
red background, were put in windows 


ers are not authorized to collect money.” <A 
varied assortment of folders and advertising 
pamphlets, all bearing the imprint of the cam- 
paign slogan, “Good Business for You and Good 
for Business,” was given each solicitor also. A 
description of all this literature, the forms, 
check lists, posters etc., would require several 
pages in the AMERICAN LUMBERMAN, space 
which unfortunately is not available. Frank 
Parker, president of the Philadelphia Federation 
of the Construction Industry (which promoted 
the campaign), and director of the Renovize 
Philadelphia campaign, received so many re- 
quests for complete sets of the printed forms, 
posters and pamphlets that the organization 
was unable to supply them all, due to the ex- 
pense, but he will send them to anyone for $10, 
which will cover the printing cost. This in- 
cludes the material for the whole campaign, 
with full description of how it was planned and 
carried out, in both residential and business 
solicitation. Either residential or business 
folios alone will be sent for $5, he says. 
While the solicitation was in progress a 
Renovize Exposition was presented in a cen- 
trally located office building, where many manu- 
facturers and contractors showed what could 
be accomplished with their products in improv- 
ing various parts of the home or business 
place, by presenting “before and after” effects. 


a group can be and must be well organized, with definite and completely 
understood policies and goals. 
allowed to dominate it, but much of the time and money put into it 
will be wasted unless it is quickly and efficiently followed up by vigorous 


No one commercial group should be 


sales efforts on the part of lumbermen and other merchants. 


WHAT THE 


Lumbermen of Dallas 
Did For Campaign 


Greater Dallas, comprising a population of 
about 300,000, was intensively contacted in a 
recent Renoyize Dallas survey, and pledges for 
more than $4,000,000 worth of modernizing and 
repair work were obtained. The average resi- 
dential pledge was about $225 and the average 
commercial pledge about $2,000. The soliciting 
was done by 140 men selected from among 
those receiving relief from R. F. C. funds. After 
a week of training, to acquaint them with the 
work to be done and to build up their morale, 
they were sent out to call on every property 
owner in the Texas city and its environs. 

To show citizens what could be done by ju- 
dicious application of tools and modern ma- 
terials toward making a home more up-to date 
and livable, the Dallas Construction Congress 
(Inc.) headed by E. B. Laroche prepared a 
3etter Homes Exposition in the Manufacturers’ 
Building at the State Fair grounds. Booths 
were prepared by dealers, manufacturers, con- 
tractors, trade unions, and civic and educational 
groups, and a program of information and 
amusement was presented each afternoon and 
evening. Dealers exhibiting included: 

Groves - Barnes Lumber Co., Robinson- 
Brewington Lumber Co., Griffiths & Co. 
Lingo Lumber Co., Cowser & Co., J. M. Wil- 
cox & Co., and Clem Lumber Co.; and among 
the manufacturers of retail lumber dealer 
interest were General Insulating & Manu- 
facturing Co., Sterling Lumber Co. (Ltd.) 
Vancouver, B. C., (through its local represen- 
tative, the Tobin Lumber Co.), Johns-Man- 
ville Co., and United States Gypsum Co. 


Another way of showing what modernizing 
can do was the complete modernization of an 
old house, contributed for the purpose, by the 
combined efforts of several dealers and con- 
tractors, all of whom contributed their material 
and labor for the advertising they would get 
from the stunt. This house, moved to a cen- 
tral location so work could be watched by 
everybody, was awarded as a prize to the holder 
of the lucky number at a drawing on the final 
night of the exposition, and even the lot for it 
was given, by a realtor, if the house were put 
on it permanently, and a moving contractor ot- 
fered to move the winner’s household goods to 
the model home free, too. The program listed 
all exhibitors at the exposition and all con- 
tributors to the modernization of the old house. 
Among the latter were these lumber firms: 

Lumber—Cowser & Co., Griffiths & Co. 
Robinson-Brewington Lumber Co., Jenkins- 
Cobb & Massey Lumber Co.; kitchen cabinets 
—Groves-Barnes Lumber Co.; mill work— 
Huttig Sash & Door Co.; fire-place mantel— 
Blessing & Fuller Mill & Lumber Co.; doors 
—Moore & Co., Buell Lumber & Manufactur- 
ing Co.; shingles—Philip Carey Co.; flooring 
—Texas Oak Flooring Co.; 18-inch cedar 
shingles—Sterling Lumber Co. and Tobin 
Lumber Co.; Sheetrock—U. S. Gypsum Co.; 
Gypsolite—Universal Gypsum Co.; insulation 
—Wood Conversion Co. 

In addition to participating in both the ex- 
position and the modernizing of the old house, 
the Tobin Lumber Co. prepared a special fea- 
ture on its own initiative, in selling to Dallas 
dealers enough lumber to require a special 16- 
car train to deliver it. When the train arrived 
it was spotted on a siding paralleling a busy 
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Successful Renovizing Campaigns 


thoroughfare, near the main business district, 
and large signs announced that this carload, 
sold by the Tobin company and shipped via the 
Texas & Pacific Railway, was bought by Dallas 
retail lumber dealers “to meet increased de- 
mand of Modernizing Week.” It was a touch 
of the kind of showmanship that the lumber in- 
dustry could use advantageously much more 
often than it does, and served to keep Dallas 
reminded that lumber is the best kind of ma- 
terial for modernizing work. Several co-oper- 
ated with Frank O. Tobin and John D. Tobin 
in this event who did not wish to spend the 
money necessary to maintain a booth at the 
exposition. The Tobins, who prepared the 


Sterling booth for the manufacturer, invited 
dealers to operate the booth, each dealer for a 
day at a time and have for his own follow-up 
any leads he could obtain that day; the deal- 
ers did not forget this favor a few days later 
when a bad storm forced them to buy heavily 
of shingles for new stocks. The dealers par- 
ticipating in the solid trainload of lumber were: 
Lingo Lumber Co., Buell Lumber & Manu- 
facturing Co., Cowser & Co., Robinson-Brew- 
ington Lumber Co., McFadden Bros. Lumber 
Co., Maple Lawn Lumber Co., Temple Lumber 
Co., Burton Lumber Co., Oldham-Sumner 
Lumber Co., Groves-Barnes Lumber Co., J. M. 
Wilcox & Co., and Trinity Lumber Co. 


West Adapts Philadelphia Plan 


Salt Lake City’s renovizing drive was so 
successful, and the results so gratifying to the 
Utah capital, that it probably will be an an- 
nual affair. Seeking both to provide work by 
stimulating business and to beautify the city, 
the committee of which Mayor Marcus was gen- 
eral chairman originally set $5,000,000 in ren- 
ovizing pledges as a goal, and despite the handi- 
cap of unfavorable weather at the start this 
was exceeded, as late comers brought the total 
to $6,000,000—an average of about $40 for 
every man, woman and child in the city—which 
is indeed satisfactory. 

Many of the campaign methods and helps of 
Philadelphia were borrowed for this occasion, 
and adapted to fit the needs of Salt Lake City. 
One important change was that the workers in 
this city were paid, out 
of R. F. C. funds, about 
$7,500 being used for 
the canvassers, and for 
the craftsmen who 
erected and tore down 
the great building mater- 





A Salt Lake City, Utah, 
dealer used this big 
billboard to help call 
attention to the renoviz- 
ing campaign being en- 
thusiastically promoted 
at the time by the whole 
community 





ials and modernizing ex- 
hibit which was main- 
tained in a large down- 
town store building, the 
headquarters for the 
drive. During the first 
hve days 140 canvassers 
were engaged, and they were of types well able 
to meet the public—building supply salesmen out 
ot work, drummers, credit men and the like. It 
gave the “white collar man” an often neglected 
chance at relief and an opportunity to do that 
tor which he was best fitted, to get work going 
lor the artisans. Each man was given a card 
which was his credentials as a representative of 
the committee, and on the back of this card the 
street-car company printed a pass—a courtesy 
that was most welcome indeed. Newspapers 
and radio stations co-operated splendidly, too, 
in giving the campaign adequate publicity 
Which paved the way for the canvassers and 
made the people glad to get check lists and sug- 
gestions. Lumber dealers and other merchants 
Prepared special exhibits for the campaign. 
he accompanying illustration shows one such 
exhibit, a billboard used by Morrison-Merrill 
& Co., prominent lumber retailer; J. S. Taylor, 
an executive of this company, was chairman of 
the campaign exhibits committee. 
ealers, brick companies, bankers, utilities 


and others contributed to a $2,300 fund which 
paid the expenses of printing and administration, 
including the manager’s salary. They were 
well pleased with the returns, for early infor- 
mation indicated a total of 15,000 pledges aver- 
aging about $300 each, with pledges of from $1 
to $235,000 received. But as the campaign 
closed several pledges, unexpectedly large, from 
industrialists, which pledges had been delayed 
in the mails, raised the total to the $6,000,000 
mark. Dealers reported business much im- 
proved. 

Though it is to be expected that some of the 
pledges will not be fulfilled, it also has been 
found that this is easily compensated for by 
those who when the work was started did more 
than they intended and by those who did work 





but would not sign a pledge. The canvasser’s 
visit, with his check list and his suggestions, 
put the home question uppermost in people's 
minds, and the downtown exhibit also helped to 
crystallize attention and sentiment. 


IN MILWAUKEE, Wis., the Building Congress 
selected an antiquated, somewhat dilapidated 
house which was well located for general dis- 
play and modernized it as part of a big Home 
Show. A similar display was made by com- 
bined building interests in Madison, Wis. 


For THE BENEFIT of renovizing campaign or- 
ganization committees, the Bureau of Standards 
Modernizing Committee, attached to the Divi- 
sion of Building & Housing, has prepared bul- 
letins containing summaries of the details of 
successful campaigns, an operating manual on 
conducting a local campaign, suggested pro- 
motional material, and information for home 
owner.s. 


Some Campaign Results 


In Grand Rapids, Mich., a campaign modeled 
after Philadelphia’s but smaller in scale ex- 
ceeded the $1,000,000 goal in the first ten days 
and in three weeks, ended May 27, pledges 
totaled $1,200,000; on the last day the home 
department reported pledges of $20,000. Lum- 
ber yards carried special newspaper advertising 
during the campaign, aided in the solicitation, 
and all reported increased business. 

Charlotte, N. C., property owners pledged 
$500,000 to “Renovize Charlotte.” The cam- 
paign was sponsored by the Building Materials 
Dealers & Contractors department of the Cham- 
ber of Commerce. 

Advent of favorable weather at Springfield, 
Ohio, and the urging of the Home Repair & 
Modernizing Bureau in the Chamber of Com- 
merce headquarters combined to make the week 
ended May 27 the best of the year for dealers 
there, and on the following week they reported 
business better than for several years. Resi- 
dence and business property, summer cottages 
and farm buildings all have come under the 
benign influence of the pick-up, for general 
renovizing, and the work was reported as 
spread out among practically all the dealers. 


How "Renew Columbus" Cam- 
paign Is Being Promoted 


Co_umBus, OunI0, June 19.—Business men of 
Columbus, under the leadership of the Chamber 
of Commerce, have united in promoting a 
vigorous, city-wide campaign of modernizing, 
remodeling and repairing of homes, with “Re- 
new Columbus” as a watchword. Because in- 
clusion of all business interests made of it a 
civic instead of a commercial enterprise, the 
Boy Scouts have undertaken the task of dis- 
tributing the 750,000 pieces of literature, 15 
pieces in each “sampler” envelope. The cam- 
paign will cost $2,000. 

Of this, $200 was provided by the lumbermen, 
who are represented in the campaign by Howard 
McLees, secretary-manager of the Columbus 
Lumber Trade Exchange. All requests for 
advice and estimates on remodel and_ repair 
work (of which there have been hundreds al- 
ready) are turned over to Mr. McLees, who 
apportions them out among the lumber yards 
for follow-up activities. The home owner notes 
his request on a questionnaire card which the 
Scout hands him, and the boy returns for it in 
a week. 

An old house, donated for the purpose to the 
Chamber of Commerce, will be moved to a 
central location and there thoroughly renovized 
under the supervision of competent architects. 
Thousands of people will be able to watch the 
process as it is carried forward from day to 
day. Each person who turns in one of the ques- 
tionnaire cards to the Scouts will be given a 
number, and when the house is completed there 
will be a drawing, to see who gets the house. 
It will be cut into four sections and moved to 
any location the new owner designates. This is 
helping to maintain a lively interest in the cam- 
paign, while at the same time performing a 
valuable bit of educational advertising, which 
with the other campaign information will be 
cumulative over a period of a year or two. 

As Mr. McLees stims up the situation, “All 
in all, we are satisfied and believe that any city 
will be greatly benefited by a similar campaign.” 


THE Torepo, Oun10, chapter of the American 
Institute of Architects has been preparing a 
series of newspaper stories, illustrated by 
sketches, showing how homes might be mod- 
ernized or otherwise improved in certain par- 
ticulars, and estimating the cost of the improve- 
ment described. 
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If the Dealer Prefers to “Go It Alone” 


Dealer's Own Cash Backs Faith 


in Renovizing Profits 


On a preceding page the story of the Reno- 
vize Dallas campaign is told, but one dealer 
who is not mentioned in the story of the gen- 
eral community drive in the Texas city has been 
particularly active in individually promoting 
this type of building business. W. T. Harris, 
president of the Trinity Lumber Co., in an 
interesting letter to the AMERICAN LUMBERMAN 
explained that he believed the necessary money 
and time would produce more results by indi- 
vidual efforts than by community campaigns, 
so his only community gesture was participat- 
ing in the solid trainload of lumber sold by the 
Tobin Lumber Co. But his company has been 
hard at work at the business of promoting 
renovizing. “It has always been, and will con- 
tinue to be, the policy of this company to stress 
particularly repairing and modernizing the 
older houses in the territory where we serve,” 
he said, and continued: 

We have re 


ently conducted rather an ex- 
pensive radio and newspaper campaign. We 
have just discontinued this for the summer, 
but expect to resume in the early fall. In 


addition to the financing of the building of 
new homes, we stressed particularly the wis- 
dom of repairing and modernizing the old 
home Having ample capital of our own 
invested in our business, we are not only 
willing but able to carry, on easy payment 
terms, loans for repairing and modernizing 
On a large scale we finance new residence 
buildings, but we specialize particularly on 
easy monthly payments for dressing up and 
improving the older homes; and we are glad 
to say that, considering conditions, we are 
having even better success thar we had 
hoped for 

We believe that there will be more re- 
modeling and renovizing during the next tv 
or three years than has ever taken place 
before in anywhere near the same period of 
time ind we are glad to see it, as there are 
many lovely homes that can be made just 
ibout as modern as the new ones without 
a great deal of extra cost 


To Sell Renovizing, Show Them 
How to Renovize 


[If a man doesn't know a thing exists, you'll 
have a tough time selling it to him. If he 
doesn’t know what can be accomplished, for 
the benefit of himself and his family, by renoviz- 
ing the old home, then the price of the job 
will loom large in his sight, or perhaps he will 
decide that a new radio would produce more 
happiness. Also, your customer must believe 
that his home is capable of being improved, in 
some manner, before he will be in the market 
for that improvement. 

It was reasons like that that made necessary 
the demonstrations of renovizing of homes, 
mentioned in preceding pages in connection with 
community campaigns. But the Hoge Lumber 
Co., of New Knoxville, Ohio, without any com- 
munity drive, prepared a demonstration of this 
kind in nearby St. Marys, where it has many 
customers. An old house was purchased sev- 
eral months ago, thoroughly renovized under 
the lumber company’s directions, and then was 
opened to the public so that the results might 
be noted. 

\ good attendance at the week’s “open house” 
was assured by the offering of prizes in con- 
nection with the inspecticn. These included 
a hardwood floor for an ordinary-size room. 
laid and finished at the winner’s home, a beveled 
plate door mirror, medicine cabinet, lawn seat 
and other specialties. When the visitors ar- 
rived they found displays of lumber and other 
materials, with signs and salesmen to show how 
they could be used in renovizing. 

Experience has shown that such instructive 
displays produce excellent results in selling 


building materials and labor. And just sell one 
job in a neighborhood and the “fever spreads,” 
for the old looks older when the new is nearby 
for comparison. It works like the leaven in 


bread, and “a little leaven leaveneth the whole 
lump,” as Paul says. Frequently we hear of 
some lumber dealer who has surprised the 
town by brightening up his lumber yard, if 


with only a coat of paint; and then the town 
has surprised him by doing likewise to many 
of its homes and stores. 


"One Stop Service" for the 
Home Owner 


In the petroleum industry much mention 1s 
made of one-stop service for motorists to fill 
with needed gasoline, oil, water, spark plugs, 
tires and just about anything else. The attrac- 
tive basement room pictured here was produced 
by modernization and remodeling work done 
under the one-stop service of the J. H. Patter- 
son Co., lumber dealer of Freeport, Ill. It is 
in the home of Dr. J. J. Grant, and when the 
physician handed Manager A. R. Clem his check 
it covered the complete job, labor included, from 
the former bare basement walls to this cozy 
room. 

The plaster walls and 
ceiling were painted, a 
mantel was installed over 
the fireplace, a 
shelf was put across one 
end of the room (this 
may be seen at upper 
right, under the win- 
dows), new casement 
windows, with new hard- 
ware and new screens, 
were put in, and the 
concrete floor was given 
several coats of paint, 
the last of which was 
stippled. Not only that, 
but while the workmen 
were there, and A. R. 
Clem, manager of the 
Patterson company, was 
giving his personal su- 
pervision to this job, the 
physician decided to have 
them put a ventilator in 


wide 





Building Activity Is Worth 
Talking About 


“Everybody’s doing it now” is one of the 
strongest selling points that anybody can have 
to sell a product to the American people. We 
all of us are touched more or less by the urge 
to do what other people are doing, to be “ip 
the swim.” It seems to be one of the major 
buying trends. You may or may not like the 
idea, but it is there, just the same, and you can 
make it either an asset or a liability. It is ap 
asset if you use it and a liability if you ignore 
it while others employ it to garner in the cus. 
tomers’ dollars you think you ought to get. 

Three outstanding examples of the power of 
this kind of sales appeal are offered by the 
advertising programs of the automotive in. 
dustry in promoting knowledge and acceptance 
of accessories and developments, the tobace 
industry in inducing people to smoke cigarettes 
and now the revived beer industry in inducing 
people to drink that beverage. They all have in 
common this one appeal—"you're not up t 
date if you don't have this.” 

The methods of the automobile 
especially, can be and are being 


industry 
studied by 





the kitchen, repair the 
garage doors, fix some 
tables and chairs, and 


decorate three rooms. 

When Dr. Grant built the house he had some- 
thing like this in mind, but he put off doing it 
until a city-wide campaign against unemploy- 
ment stirred him into action. In planning the 
house he had allowed ample window space, for 
physicians know the health value of sunlight 
and air; the two healthy, happy children in the 
picture show the wisdom of this care for their 
play room—and the doctor isn’t exactly puny, 
himself. He is well pleased with the basement 
facilities, both as play room for the children for 
several years and now as a recreation room for 
the whole family, with billiard table and other 
play equipment. He would do it different an- 
other time, though, he told an AMERICAN LuM- 
BERMAN representative. “I wouldn't plaster the 
ceiling,” he said. “I’d put some sort of wall 
board on, instead, and then it would be easier 
to change the room.” 

One reason why Mr. Clem took such an inter- 
est in this particular job was a desire to see how 
well a project of this kind, taking on the con- 
tract for the entire remodeling job, would fit in 
with lumber retailing. He was greatly pleased 
with the results, and expects to specialize in this 
work. Asked if he would carry it as far as 
selling the complete home he replied, “Not just 
yet, but it looks like it will work into that. It 
seems to be the logical end,” 





A lumber dealer took on the contract for making Dr. J. J. Grant’s base- 
ment recreation room look bright and cheerful like this 





lumbermen with profit, for the motor industr 
and the building industry have this in commot 

the more their customers know about the con 
veniences recently made available, the greater 
will be the demand. The motor industry wa: 
first to realize this fact, and has been reaping 
the benefits from its discovery for years. 
something new in cars is developed, or some: 
thing that can be called new, the local sales 
agent for that car loses no time in telling the 
local newspaper about it—using a news stor} 
already prepared by the automobile manutat- 
turer, with spaces left for inserting the dealers 
name as authority, for local interest. 

The lumber dealer can do the same _ thing 
but in a different way. In most cases he must 
decide for himself what is new, perhaps adapt 


ing descriptions of the device found in the 
AMERICAN LUMBERMAN and other sources 
Something new, different. modern, and mort 


convenient is just as much news when it goé 
into the home as when it goes into the auto 
mobile, and the editor will consider it such 
especially if you “sugar his palm” with a ree 
sonable amount of advertising. It is only the 
advertising revenue that keeps his paper operat 
ing, and no dealer should expect a newspape 
to tell his “story” for him unless he is willing 
(Continued on Page 30) 
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(Soes After 


Quincy, ILL., June 19.—Quincy customers 
were not coming into Quincy lumber yards, for 
materials for building the new or repairing 
the old, so Middendorf’s (Inc.) decided, last 
fall, to go to the customers instead. Operated 
by three brothers, rank, Leo and Ted, whose 
mother is president of the company and whose 
father was in the lumber business for forty 
years, this firm has plenty of the energy and 
jumber business sagacity necessary for the 
project they undertook. The oldest brother, 
Frank, vice president, was in a hospital recov- 
ering from an almost-fatal automobile accident 
when an AMERICAN LUMBERMAN representa- 
tive called at the office last Saturday, so Leo 
H. Middendorf, the treasurer, described how 
this company planned its campaign and then 
actively went out after the business. 

Most of Quincy that is within the city limits 
is also within the fire limits, so anything that 
was to be sold must be such as not to conflict 
with provisions of the fire ordinance. The 
product also should be something the need for 
which could easily be seen from the street, as 
an alert lumber salesman might happen to 
drive past the house. It must be a good prod- 
uct, one which the firm could readily and un- 
reservedly back with its reputation for honest 
quality. And finally, it must be something suf- 
ficiently new and “different” to be able to make 
a noticeable change in the appearance of the 
house 

They decided that this combination of re- 
quirements was best fulfilled by the Ruberoid 
Co.'s Eternit asbestos shingles in the “Timber- 
Tex” finish, so they ordered a stock of the 
shingles in silver grey and jade green colors. 
Then they went out after their first customer. 
That was in October, 1932. 


One house they knew needed this kind of 
work done on it. A two-story structure in a 
good location, where plenty of people could 
and would see it, it was in a sad state of dis- 
repair and looked even worse than it really 
was, if possible, because the stucco was in such 
poor condition. The Middendorfs persuaded 
the owner to cover it with Timber-Tex shin- 
gles, and what he ordered from the lumber 
firm was not just the shingles but the com- 
plete job. As soon as it was sold and the 
work started (which was immediately), a sign 
was put in front of the house announcing that 
these were Timber-Tex shingles, and an adver- 
tisement (shown in one of the accompanying 
illustrations) was inserted in the Herald-Whig. 


Twenty-five “Timber-Tex” jobs since October have averaged dbout $350 apiece. These pictures show one house before 
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Customers 


It was the entering wedge in a type of busi- 
ness that has proved pleasantly profitable to 
both the lumber company and its customers. 
That first job was watched by many interested 
citizens, for Quincy is an old city, founded 
Mar. 4, 1825, the day that John Quincy Adams 
was inaugurated: viewed from the middle of 
the Mississippi River its red and grey brick 
homes and business places seem to be in ter- 
races up the face of the bluff, like Bacharach 
and other cities of the Rhine; it is a beautiful 
town in a beautiful setting, and well placed 
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SOMETHING PRETTY--- 
SOMETHING NEW IN QUINCY! 








Drive to and Stop at 2103 Hampshire St. 
See the beautiful 


TIMBER-TEX 


Remodeling Job. 


It will be well worth your time spent 


Permanent Beauty | 
Everlasting 


Estimates furnished without obligation by 


Middendorf  s inc. 


3rd and Delaware Sts. 
Phones 1100-1101 “Sudden Service” 


—_ ——__— —————— 4 














{4s soon as the first job was completed the lum- 
berman put this 2-column ad in the local paper 


as a commercial distributing center, but many 
of its 40,000 or more inhabitants live in homes 
that lack the conveniences and comforts which 
modern builders’ skill is able to provide. So 
no wonder they were interested in this home 
modernization that was called to their 
attention. 

But even then the Middendorfs did not rely 
on these interested citizens for business with- 
out further efforts. This was just a start in 
a mechandising program that is even now be- 
ing pushed to the capacity of the firm. When 
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Enterprising Dealer, With One 
Renovizing Job as "Entering 
Wedge,’ Uses Each Improvement 


Where They Are =: 


Sales Aids on Other Jobs 


this first modernizing job was completed the 
lumberman had a photographer take a picture 
of it, which with a “before” view taken with 
a small hand camera presented a sharp contrast. 

Armed with this pair of pictures they went 
out after another customer. Just walking and 
motoring up and down the streets, keeping eyes 
open, did the trick. It was no trouble to find 
homes that needed this kind of modernizing. 
for it is a condition that can be detected by 
the passerby. The locations were noted, and 
then the ability of the owner to have the work 
done if he wanted it was investigated. A list 
of good live prospects was thus prepared, and 
each of these received from the lumber com- 
pany a letter, calling attention to the desira- 
bility of having the work done, reminding of 
the improvement made at the first house mod- 
ernized, and showing why these shingles would 
best do the work; illustrated Timber-Tex in- 
closures, provided by the manufacturer, accom- 
panied the letters. Personal calls were made 
on this selected list of home owners, too, and 
the pictures of the modernized home were ex- 
hibited. 

Business? Of course they got business! 
They have applied about twenty-five jobs, sold 
on the completed-job basis, and the average 
sale amounted to between $300 and $400. This 
was not all for the shingles, naturally, for 
the shingles don’t cost that much. But there 
would be other things needing repair, that 
could be included in the principal job. There 
were roofs to repair, porches to be inclosed or 
screened in, floors to lay, windows to be put 
in instead of blank walls, new rooms to be 
made so the owner would get greater returns 
from his home investment, and such things. 
By right of first discovery, these jobs went to 
the lumber company whose initiative started 
the work. 

After each job was sold, and before the 
work was started, the photographer was sent 
out to get a picture of it: then, after the 
modernizing was completed, he took another 
cne. Thus the company has quite a stack of 
pictures of homes with its “Another Timber- 


Tex Job” sign prominently placed in front of 
the houses. Thus each job helps to sell other 
jobs. 


The writer went out to call on August Ellig- 
sen, one of the dealer’s customers whose home 
had been modernized at a total cost of $800. 
He had been selected as a good prospect be- 
cause his home was in a good neighborhood 





and after application of 


the shingles, and the “Another Timber-Tex Job” sign which the company places as soon as the sale is made 
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and therefore investment would not be lost by 
neighborhood deterioration, and the fact that 
the stucco was in terrible condition. It looked 
like a simple job of putting shingles on the 
side walls. The lumberman knew that the 
house had been in that location six years, but 
knew nothing more about it. However, as the 
dealer and the home owner got to talking about 
the job, it developed that the roof was leaking, 
and a new roof was included in the order. The 
family really needed a new room up in the 
attic, so it was decided to make a dormer, and 
interior walls of Sheetrock. That began to 
run up into money, and Mr. Elligsen began 
to get worried. He told of the conversation 
with Mr. Middendorf: 


I told him, “You'd better just 
wall on, and let the roof go. 
stand a few leaks. The banks may all close 
here.” And he said to me, “What if they do 
close? They'll open again. You're all right, 
and so is Quincy. Let's go ahead with the 
job. Probably it'll get us more work from 
other folks that come here to see it.” So I 
told him to go ahead. 


put the new 
I guess we can 


In planning this job the dealer was aided by 
W. C. Ruoff, of Chicago, Ruberoid salesman 
who spent several days in Quincy to help the 
Middendorfs get started on the mechandising 
of the product. On the second trip to the EI- 
ligsen home Mr. Ruoff was along, and there 


A Book for 


As retailers expect to get the bulk of this 
year’s profits from renovizing jobs, they will 
welcome a new manual of suggestions that will 
enable them to benefit from the wide experience 
in remodeling work of Harold D. Eberlein and 
Donald G. Tarpley, architects and builders of 
national reputation. 


Avoiding Costly Mistakes 


The aim of the authors is to assist home 
owners, Or prospective home owners, of mod- 
erate or small means, to answer such practical 
questions as: Is the site desirable? Does the 
house lend itself to remodeling? Is it worth 
remodeling? How much of the old structure 
can be saved? Are the rooms large enough? 
Aesthetic are weighed against monetary reasons 
for the undertaking, the authors warning that 
the cheapest is not always the most satisfactory 
method, and they lay out a manner of approach 
to the problem that will avoid costly mistakes. 

One popular fallacy is cautioned against—the 
common belief that old houses were invariably 
better built than those of today, the authors 
saying that though modern homes are of scan- 
tier material, they are of much more scientific 
construction, and much more watertight, than 
the majority of the older buildings. 

They advise a severely critical examination 
of the old structure, giving hints as to what 
factors to look for, and furnish the means of 
stimulating the imagination as to its latent pos- 
sibilities. Faith in the skill of the architect and 
in the integrity of the contractor, they assert. 
are indispensable to the home owner who would 
remodel. 


Shifting Around of Interiors 


Accommodation and comfort are given greater 
emphasis than exterior design, though as archi- 
tects the authors give much useful advice as to 
the preserving of good lines of an exterior. 
They have clearly in mind that needs of a grow- 
ing family, and desire for greater comfort 
through modern arrangements and conveni- 
ences, are the principal reasons for remodeling. 
A shifting around of the interiors, and altera- 
tion of the functions of the rooms, is often de- 
sirable, they point out, because in old days 
people liked to be near the friendly road, 
whereas today heavy automobile traffic makes 
it desirable to move the main living rooms to 
a rear garden outlook where there will be 
greater privacy. 

Among “Some of the Things You've Got to 
Think of” the authors mention orientation, or 
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was talk about how to apply the shingles. Mr. 
Elligsen thought it would be all right to nail 
them to the weather boards. Mr. Middendorf 
looked questioningly at the man talking about 
weather boards on a six-year-old house. Then 
he found that the house is seventy years old, 
having been moved to its present foundation 
from across the street when the school board 





Rear view of the Elligsen home. Contacted for 

a shingle job because the stucco was in bad 

condition, the owner also had this dormer in 
stalled, giving a new room upstairs 
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bought the property for a new school The 
weather boards had to come off entirely, be- 
cause they would not, probably, “stand the 
gaff” of the many years that still are ahead 
for the usefulness of this home. 

Mr. Elligsen was delighted with the job, 
“I'd show you the room upstairs,” he said, 
“But my son’s up there sleeping. He works 
nights. It is just wonderful, to have a good 
house and the extra room. The $800 was well 
spent. We are glad, too, that we had the 
lumbermen take over the whole job. We could 
have put the shingles on, ourselves, but this way 
they are done right and we know it. Just look 
how even they are, all around! And the rear 
wall here needed remodeling, to drain the roof 
right, and they fixed it. It pays to get a work- 
man that knows his job.” 

On the way back from the Middendorf home 
the cab driver got to talking about the Mid- 
dendorfs, and he mentioned one reason why 
they can make such a success of this modern- 
izing work. “They treat you fair and square,” 
he said. “If your place is too old to justify 
the work, they'll tell you. And if you go to 
those boys and tell ‘em that you've only got 
$1,000 for a job that needs $1,500 or $2,000, 
they’ll give you the best you can get for $1,000. 
They won't give you a $600 job and charge 
you the $1,000 you said you could pay. And 
everybody in town knows it.” 


the Renovizing Customer 


relation of the house to the points of the com- 
pass: slope of the ground; effects of proposed 





The Woburn (Mass.) Times in commenting on 
this advertisement by a conservative bank 
pointed out that this indicates the bank’s confi- 
dence that rising commodity and labor prices 
will continue the home modernizing as a good 
investment, and added: “When an institution 
like the Woburn Cooperative Bank, after anal- 
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$300,000 Available For Loans 


This Bank has faith in the community 
and the people it serves. 


i++ +14 


This Bank will make loans in reason- 
able ts to responsible persons to 
modernize homes or to make necessary 
repairs. 

It would appear that now is the op- 
portune time to make contemplated im- 
provements. 
| Prices for both materials and labor 
are still low. 
| Present reports indicate that prices 
for materials are starting on a decided 
upward trend. 

Just now you can get a good job done | 
} at a low price and without delay. 

} 
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By having work done now you not 
only get the benefit of low prices but 
you will also be of great service to the 
community by giving employment to 
worthy citizens, thereby giving them 
the means to make purchases for their 
needs. The money thus put in circula- 
tion will be of direct benefit to the 
whole community. 

Money also available for loans to 
build or buy homes for occupancy by 
the borrower. 
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WOBURN CO-OPERATIVE BANK 
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yzing the situation carefully and conserva- 


tively, comes to the conclusion that conditions 

are so much better that they can safely offer 

their funds for building, repairing and purchas- 

ing, then there must be a definite upward trend. 

That it has a firm foundation is taken for 

granted in view of the bank’s outspoken and 
confident attitude” 


additions on the design of the completed new 
structure; treatment of the roofs; and altera- 
tions of bearing partitions. Simplicity of de- 
sign is advised, and the would be remodeler is 
urged to recognize a house as of the period and 
type it actually is, to avoid attempts to make it 
look like something else, and to concentrate on 
making it a good example of its own kind. 

The importance to exterior appearance of a 
just proportion between solids and voids (walls 
and their windows and doors) is emphasized, 
and a warning is given against inappropriate 
dormers. Mistakes in these and other respects 
are avoided, say these experts, by sketching 
out proposed additions, in correct scale, so that 
their effect may be judged. 

Methods of giving to an old structure the 
benefits of some modern improvements in build- 
ing construction are outlined—providing, for 
instance, air spaces as protection against wall 
and floor dampness; remaking roofs and floors; 
installing modern heating, sanitation and light- 
ing. 

Paneling, Stairs, Built-ins 

No single interior feature more affects daily 
comfort than the stair, assert the authors,. com- 
fortable use depending on the ratio between the 
vertical risers and horizontal treads, and a rule 
is given for proper design. In the chapter on 
interior walls and decoration, such wall treat- 
ment as paneling is discussed, and it is said 
that one of the best background investments 
that can be made in rehabilitating a room 1s 
the building of bookshelves, also that cupboards 
go a long way toward redeeming an otherwise 
totally commonplace and uninteresting room. 

Special problems in remodeling, such as the 
making over of stables and garages, and ol 
barns and watermills, into dwellings, are the 
subjects of separate chapters; the proper hat- 
dling of the principal styles of domestic archi- 
tects, Victorian and post-Victorian, of Colonial 
and Georgian subjects is covered; and there 1s 
also separate discussion of city homes and 
apartments. , 

“Remodeling and Adapting the Small House 
is a useful background book for the retail lum- 
berman. It would be especially valuable as 4 
volume of suggestions to lend to prospective 
customers who are thinking of renovizing an 
old home. It contains 163 pages, generously 
illustrated with 127 photographs and sketches, 
and is substantially bound. Copies may be ob- 
tained, postpaid, for the publisher's price of 
$3.50, from the AMERICAN LUMBERMAN. 
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Eternit Timbertex Wide Space Re- 
siding Job. Sold by Middendorf’s, 


Inc., Quincy, Illinois. 
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ist wall UMBER DEALERS are finding that re-siding offers tremendous sales 

Fyre opportunities in today’s modernizing market and that Eternit Re-siding RE ree: 4 
. Products are the quick and profitable way to increase sales volume. 








Read Lumber Dealer Middendorf’s letter. This is typical of the experiences of 


RU-BER-OID Dealers who are constantly out after modernizing work. TIMBERTEX 


‘ts daily 























rs. Com: Econotop Siding 

none tk Not only does the appearance of each Eternit re-siding job have a tendency to 

da rule sell another, but frequently a quantity of other building materials are sold for 

ee 7 ‘ additional modernizing or re-modelling work. 

: Bagh } The Ruberoid Co., in addition to their well known line of Asbestos and 

estments & Asphalt Roofing Products, have a complete range of attractive Sidings to satisfy 

hell every taste, to meet every need and to fit every pocketbook. 

therwise Their faithfulness of design—known quality—ease of application—permanence 

a | —economy—low cost and fireproof qualities give them the distinctive features 

h fee that remove the usual sales resistance. 

are the The first step to bigger modernizing profits is to see samples of the complete BRICK-TYPE 

= RU-BER-OID line. Clip and mail the coupon. Do it while you are reading— Asbestos Siding 

Colonial NOW! 
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mes and The RUBEROID Co. [Erernrr Mitts, Division or THE RUBEROID Co. 9-6-33 
| House” ROOFING MANUFACTURERS FOR OVER FORTY YEARS | 95 Madison Avenue, New York City 
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(Continued from Page 26) 


to contribute his 
operating cost. 

A regularly advertising lumberman will find 
the editor quite willing, almost always, to treat 
home building and renovizing activity as news. 
The dealer, in fact, rightfully should be con- 
sidered the most prolific and reliable source of 
this kind of information. So contact your 
editor, and tell him what is happening in the 
realm of the saw and hammer. Let him write 
the story himself, from the news angle, or have 
a reporter write it. Don’t wait until you have 
a lot of items that will make a big story, but 
inform the newspaperman of each event while 
it is still “hot,” and your results will be 
markedly better. Many little stories about 
building are better, and keep the people more 
continuously reminded of the subject, than does 
one big story. 

For example, when the Belgrade Lumber Co., 
Belgrade, Neb., got in a car of lumber it was 
mentioned in the local Herald with the com- 
ment: “Getting ready for the building boom. 
Nearly every farm house and outbuilding in the 
country and town needs repairs or painting. 
Now is the time to do it, at low cost.” 

A letter from the AMERICAN LUMBERMAN, 
seeking information about his part in the local 
renovizing campaign, was seen by Olin Dear- 
ing, of the Wilcox Lumber Co., McKinney, 
Tex., as a means of keeping the subject of 
renovizing in his customers’ minds, and the 
editor of the Examiner reproduced the letter 
in full, commenting on how the fame of the 
local dealer had spread abroad in the land. 

The Murphy Lumber & Hardware Co., 
Akron, Ohio, was authority for a recent story 
in the Beacon-Journal, which directed atten- 
tion to what inflation will do to building prices. 
This story said, in part: 

gest of all, by buying now, and building 
and repairing now, you can do your bit in 
the most dramatic stage of the war against 
unemployment and distress and at the same 
time secure the greatest return on your dol- 
lar in more than a generation. 

A dollar in property improvement means a 
dollar touching the lives of a thousand peo- 
ple—and doing a thousand dollars’ work. 
Repair the steps, paint the house, remove fire 
hazards, renovate the garden, renew rotting 
foundations with concrete—do any of these 
things, and you'll be a factor in the work 
of recovery. 

It is not prophecy to say that in your life- 
time you'll never have the opportunity to get 
work cheaply as now. It's fact 
The price structure is abnormally low. It is 
lower than even the intenseness of depres- 
sion justifies. As demand increases, the rate 
of climb will be sharply accelerated. 

Remember that providing jobs is cheaper 
than charity—and that it’s better to provide 
a job now than to contribute to charity next 
year 


reasonable share toward its 


done as 


Promotion by Advertising Plus 
Speech-Making 


Energetically using the catchy “Homitosis” 
idea on the front page of the AMEerIcAN LuM- 
BERMAN Of May 13, Earl M. Hiatt, manager 
of the J. H. Melville Lumber Co., Monte Vista, 
Colo., bought a 3-column, 10-inch space on the 
back page of the local weekly paper to tell his 
customers that “4 out of every 5 homes have 


it.” In addition to the LUMBERMAN message 
he advised: 

Maybe you haven't suspected your home 
has this disease. But remember you are 


often judged by the kind of a house you live 
in If you find evidence of this “Homitosis” 
in your home, call the “Lumber Doctor” at 
once, in care of J. H. Melville Lumber Co. 

He had many of his customers well prepared 
for this message in advance, for earlier in the 
week he told the Kiwanis Club about the value 
of a lumber dealer and the proper way to use 
him. He reminded his hearers that the lumber 
industry supplies one of life’s three prime 
requisites. The Monte Vista Journal said, in 
part, concerning his talk: 

In explaining the various lumbers and the 
lumberman’s duties dealing with the buying 
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public, Mr. Hiatt explained that a lumber- 
man’s duties are not to sell lumber to the 
customer, but to help him buy it correctly. 
“Too often the customer wants lumber that 
the dealer knows is not suited for the needs,” 
he said. The lumberman is the best friend 
you have when building a home if you will 
consult him, for he is able to advise the cor- 
rect material, thus saving money in the long 
run, the speaker explained. 


He stressed the fact that every building 
should have a good roof and a good founda- 
tion, for it is upon these that the building 
depends. He also went into detail in regard 
to roofing materials, explaining that climatic 
conditions in Monte Vista were the most try- 
ing on this part of the building, due to the 
sudden changes of temperatures. 
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In summing up business conditions today, 
Mr. Hiatt stated that every indication 
pointed to a quick recovery in the San Luis 
valley. People are feeling better, he ex. 
plained, and they are now in the mood to 
buy. 

Note particularly the definite suggestions he 
offered as to how to modernize. That sort of 
thing is needed. So is the note of cheer at the 
end, for quite often a statement of this kind 
adds greatly to the actual cheer present. If you 
feel tip-top, and are smiling broadly, and walk 
into a group where everybody is_ pessimistic 
and sour looking, you get to wondering jf 
maybe you aren't a fool for feeling good. The 
urge to be like everybody else is strong. So 
spread the feeling that everybody feels fine. 


This System, Put to Work, 
Produces Results 


“This plan has kept the heads of at least 
fifteen families fairly well employed during tie 
time (eight months) which we have been using 
it, and has given us some good business.” 

The sales plan which Lowell Munday, man- 
ager of the Long-Bell Lumber Sales Corpora- 
tion's yard in Amarillo, Tex., thus endorses 





is one that can be easily adapted to the needs 


of many other dealers. It is simple, inexpen- 
sive, and productive of good will among con- 
tractors and other tradesmen. 

Mr. Bruce has been carrying on this pro- 
gram on a strictly commission basis, 10 percent 
of gross sales on both materials and labor. Mr. 
Munday says of this: 

We have an understanding with the con- 
tractors, carpenters, painters, electricians, 


plumbers, concrete workers, and other work- 
men, whereby when they are put to work on 
a modernizing job which has been promoted 
by Mr. Bruce, they are to pay in to him 
10 percent of their gross receipts on the job. 
This salesman’s efforts are not confined en- 
tirely to the sale of lumber and _ building 
materials. Under the arrangement above out- 
lined you can readily 
see that a plumbing 
job might net as good 
a return to him as a 
remodeling job, and 
this usually results in 
the selling of some 
building materials. 
We have had very 
little difficulty in hav- 
ing the commission 
agreements with the 





An inexpensive photo 
of a selected home was 
put on one of _ these 
6x9-inch folders, ad- 
dressed to the owner, 
and the salesman then 
called. Nearly always 
he was, and is, greeted 
courteously and given a 
chance to talk renoviz 
ing with the man and 
wife. The call at this 
home resulted in a $400 
renovizing job; an 
other, a tentative agree- 
ment for a $375 job; 
and a third resulted in 
two paint jobs 





various kinds of work- 
men. 

The workmen  will- 
ingly pay this commis- 
sion, Mr. Munday con- 
tinued, because thus 
they are assured of 
other jobs which the 
salesman may turn in, 
and “so far the plan has 
proved successful both 
from the standpoint ol 
the workmen and _ our- 
selves as material deal- 
ers.” 

In the Amarillo city directory the residents 
are listed by streets, and those who own theif 
homes are so indicated. The dealer's salesman, 
H. B. Bruce, prepares a card for each home 
owner, and then checks all the names for credit 
rating, retaining only those whose record 1s 
satisfactory. Then he goes to each of these 
homes and takes an inexpensive Kodak picture 
of the house, returning later for another “shot 
if the first for any reason should prove un- 
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satisiactory. The picture, 116 film size, he 
pastes onto the* outside of a 4-page, 6x9-inch 
folder, as shown in the accompanying illustra- 
tion. 

That gives him something that the home 
owner is sure to read with interest, for the 
name and the picture both are there—an indi- 
vidualized approach. On the second page of 
the folder is neatly printed: 


Your Home Is Your Best Investment. From 
every viewpoint you have good reasons for 
keeping your home in good condition. 

Improvements to your home add to your 
comfort and convenience and joy of living. 
Your home is an investment worth protect- 
ing. Improvements made on your home are 
not wiped out by market fluctuations. Instead 
they add to its actual market value should 
yeu ever want to sell. 

Perhaps you have wanted some other im- 
provement more than the one on which we 
have quoted a price. If you do, we'll be glad 
to prepare an estimate on it without obliga- 
tion. 

With material prices so low and the wages 
for labor so reasonable, you can secure the 
improvements you have wanted and needed 
more reasonably now than at any time in 
1 generation. 


On the third page the customer sees that the 
spaces for cost estimate, headed “We estimate 
that for as little as $.... the following im- 
provements can be made on your home,” have 
been marked over with a rubber stamp asking 
that the customer call at the lumber company’s 
office for an estimate, which with the more 
complete information furnished by the sales- 
man’s call can be made more accurately. It 
would have to be a rough estimate, at the best, 
without any personal contact, but the customer 
is assured that by calling at the yard he or she 
will learn exactly what the cost will be, with- 
out obligation. 


In the eight months Mr. Bruce has had only 
two housewives refuse to talk to him—a good 
record for “doorbell ringers.” He _ presents 
the folder, and also the negative from which 
the picture was made, as he has no further 
use for it and there were many requests for 
negatives. Then the salesman gets down to 
business, as Mr. Munday relates: 


After having talked about home improve- 
ment, either additions, painting, plumbing or 
what not, Mr. Bruce learns the type of im- 
provements in which they are interested. If 
the prospect seems to be in the immediate 
market for some improvement he has an 
accurate cost estimate made by the type of 
workman under whose classification the 
work would fall. He then makes an appoint- 
ment with both the husband and wife to go 
over the matter in detail. At this meeting 
the contractor or workman involved is usu- 
ally present so that a definite understanding 
may be reached at that time. In case the 
people are ready to close the contract for the 
improvement it can be done at that time 
Without delay. 

The contract is always between the work- 
man and the owner. Our company acts 
merely in the capacity of go-between. In 
this manner much of our competition which 
otherwise might have been experienced is 
entirely eliminated and the prospect is much 
easier to close and the work is started with- 
out delay. 

One of the best features of this plan is that 
it results in cash business in better than 90 
percent of the cases. Our salesman has no 
authority to pass on credit. All credit deals 
must, of course, first be put up to us even 
before the cost estimate has been made. This 
Plan has produced, and enough future pros- 
pects are in sight, to satisfy us that it is 
the only successful method of consistent door 
bell ringing. If we thought otherwise we 
certainly would not have employed the plan 
over the eight months period already men- 
tloned 

Let us give credit where credit is due. 
While this plan is not the same as the plan 
from which we got our idea, basically it is 
Similar. The basic plan to which we refer 
IS that of the Universal Atlas Cement Co. 
One of the principal differences between our 
Plan and the Universal Atlas plan is that the 
Atlas plan presumes to use the workmen 


themselves as salesmen, whereas we _ pre- 
ferred to use an expert salesman in their 
Stead 
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Reassures His Customers 


3ERTHOUD, CoLo., June 17.—Walter’ G. Al- 
brecht, manager of the Gould Lumber & In- 
vestment Co.’s yard here, believes that now is 
the proper time to go out after business, and 
his advertising in the local newspaper features 
the fact that business in general is on the up- 
grade. An example of his new advertising is 
a 1-column, 3-inch ad which recently asked the 
readers: 

Did you know that since January, pinto 
beans have advanced from $1.25 to $4 per 
ecwt.? That in the same time the price of 
wheat has advanced about 60 percent? That 
the local’ price of corn has advanced still 
more than wheat? That the New York price 
of sugar is 15 percent higher? That linseed 
oil has advanced 8 cents per gallon in two 
weeks? That lumber and paint prices have 
not been raised? That now is a good time 
to repair and paint? That a good place to 
buy your materials is from the Gould Lumber 
& Investment Co.? 

In this way Mr. Albrecht not only reminds 
his customers that there is repair work to be 
done and that with other commodities rising in 
price lumber and paint will surely do likewise, 
but also helps to build up their confidence, 
without which they will not spend the money. 
Many people have the necessary cash, but they 
are not going to spend it until they feel sure 
conditions are getting better, not worse. 





Twin City Lumbermen 
Join Forces 


MINNEAPOLIS, MINN., June 19.—Leonard J. 
Wilson, L. J. Wilson & Co., has joined forces 
with W. I. Carpenter, formerly operating as 
the W. I. Carpenter Lumber Co., and the firm 
has been incorporated as the Carpenter-Wilson 
Co., with offices at 603 Lumber Exchange 
3uilding. The firm will handle red cedar 
shingles and cedar lumber from West Coast 
mills, represented heretofore by the Carpenter 
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company, and northern white cedar posts and 
poles, lath, box and factory lumber, western 
red cedar posts and poles, and Inland Empire 
pine with which the Wilson interests dealt. 





Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight for the two weeks ended June 
10, 1933, totaled 1,072,780 cars, as follows: 
Forest products, 47,135 cars (an increase of 
3,139 cars above the amount for the two weeks 
ended May 27); grain, 70,121 cars; coke, 9,031 
cars; ore, 18,490 cars; coal, 166,576 cars; live- 
stock, 30,934 cars; merchandise, 315,988 cars, 
and miscellaneous, 414,505 cars. The total load- 
ings for the two weeks ended June 10 show a 
decrease of 147 cars below the two weeks ended 
May 27. 





Chair Maker Installs Charge 
Kilns 


WaALKERTOWN, N. C., June 19.—Work is 
progressing rapidly on the installation of two 
modern Moore dry kilns at the plant of the 
Walkertown Chair Co. here, these kilns being 
installed to enable the company to handle better 
its increasing volume of business. The new 
kilns are of approved fireproof construction, 
and are equipped with fire-resisting dry kiln 
doors. Each kiln is 21 feet wide and 40 feet 
long, operated by the “charge” method. Of- 
ficials of the company say that with these flex- 
ible kilns they will be in position to dry both 
green and air dried hardwoods and softwoods 
down to the desired moisture content. The 
Walkertown Chair Co. is one of the most 
aggressive furniture plants in the Carolinas. 
W. M. Poindexter, president, who is widely 
known in this territory, is also owner of 
Walkertown Roller Mills E. M. Leight is 
vice president; and Ralph Ogburn secretary- 
treasurer of the chair company. 
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Modernizing Should Boost 
YOUR Ladder Sales 


Those modernizing jobs that are now being done 


Lif before prices go higher offer you an opportunity to 
sell Babcock Genuine Spruce Ladders not only to 
‘4/4 the trade factors—carpenters, contractors, painters, 
| mechanics—but to home or farm owners who are 
F—| doing— 
\=\|  REROOFING ADDING A PORCH 
| FINISHING OFF THE ATTIC LINING THE GARAGE 
iy | POINTING UP BRICK WORK RE-SIDING THE EXTERIOR 
ist] RE-PAINTING, OUTSIDE FIXING BARN DOORS 
AND IN RE-BUILDING CUPOLAS 
| REPAIRING EAVES, FIXING THE HAY 


TRACK, ETC., ETC. 


On every modernizing or paint bill, it pays to look into the ladder sales pos- 
sibility—often a step, straight or extension ladder sale awaits. Don't overlook 
the fact that many people will buy a ladder now before the price goes up. 


How's your stock of Babcock's? Anticipate 
. your needs now. Send for the Babcock catalog. 




















Champion ARK 





| | RABCOGK 
on, LW/SPRUCE, LADDERS 








Victor Step 


The 
W.W. BABCOCK CO. 
Bath, N. Y. 
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Arranges for Exclusive Sale of 


Hardwood Output 


MEMPHIS, TENN., June 19.—C. W. Parham, 
of the C. W. Parham Lumber Co., has just 
completed arrangements whereby he will have 
the exclusive sale of all lumber manufactured by 
the Hamm Lumber Co., of Meridian, Miss. He 
will also have complete charge of the sale of 
lumber now on sticks at the mill. 

The Hamm operation includes an 8-foot band 
mill, which can produce from 40,000 to 50,000 
feet a day and is equipped with a planing mill. 
The company produces a general line of south- 
ern hardwoods. 

The C. W. Parham Lumber Co. also handles, 
exclusively, the sale of lumber manufactured 
at Redwood, Miss., so that it has a good source 
of supply. 

Mr. Parham has recently added to his force 
W. B. Crosley as salesman. Mr. Crosley was 
formerly connected with the Erskine Williams 
Lumber Co., and is well known to the hard- 
wood trade. 





To Use Trucks for Logging 


WittiaMs, Ariz., June 19.—If present plans 
of the management are fully developed, it seems 
certain now that the sawmill and box factory 
of the Saginaw & Manistee Lumber Co., the 
leading industry here, will be able to operate 
steadily for at least ten years more and prob- 
ably will become a permanent operation. Plans 
for making available to the mill some extensive 
timber areas contemplate the purchase of 18 to 
20 trucks to be used in transporting logs from 
the woods to the mill. In order to prevent un- 
necessary damage to the highways over which 
the trucks will operate, it is proposed to use 
light trucks with double wheels, instead of the 
heavier trucks and tractors that are usually 
found in logging operations. 





Big Wooden Tank Order Placed 


What is reported to be the largest individual 
wooden tank installation contracted since the 
World War is that which the Atlantic Tank 
Corporation, of North Bergen, N. J., has just 
sold to the Christian Feigenspan Brewing Co., 
of Newark, N. J. 

The order calls for 139 pressure tanks, to he 
manufactured from clear, all-heart tank-grade 
California redwood lumber, and E. A. Herb, of 
the tank company, has ordered for the job 616,- 
000 feet of 3-inch tank redwood from T. F. 
Egan, of New York, Atlantic Coast manager, 
technical division, of the Hammond Lumber 
Co. (Inc.) 

Mr. Feigenspan selected clear, all-heart red- 
wood lumber for this purpose after he had made 
personal inspection of installations, in other 
local breweries, of pressure storage tanks made 
of this material. 





Intercoastal Lines Establish 
Northwest Bureau 


SEATTLE, WAsH., June 17.—The Northwest 
Lumber Bureau of the United States Inter- 
coastal Conference began to function last Tues- 
day with the opening of its offices at 809 White 
Building. In charge of the Bureau is S. M. 
Hauptman, who for many years has been 
an important figure in the shipping business, 
as well as being prominent in the lumber 
industry. Mr. Hauptman was formerly presi- 
dent of the Chas. R. McCormick Lumber Co., 
San Francisco, which company operates steam- 
ships in the coastwise, intercoastal and off- 
shore trade, and is also a large producer of lum- 
ber, with sawmills in Washington and Ore- 
gon, and wholesale offices in various centers. 

In establishing the Northwest Lumber Bu- 
reau, the Conference lines have recognized the 
importance of the eastbound intercoastal lum- 
ber movement, and are meeting a desire on 
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the part of lumber shippers to have here a 
representative of the various lines in the Con- 
ference, to whom they may take their problems. 

In selecting Mr. Hauptman, the carriers have 
a representative who is equally familiar with 
the lumber business and the shipping indus- 
try, and a man who commands the respect of 
the lumber fraternity as well as of the ship- 
ping interests. 

The Northwest Lumber Bureau will deal 
with the rules and regulations regarding the 
shipping of lumber in the intercoastal trade, 
will furnish the contact between shippers and 
carriers, and attempt to bring about co-opera- 
tion between them in establishing freight rates 
on lumber, and classification of rates on various 
items of wood products. It will furnish the 
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clearing house for all problems arising between 
the factors in this trade. 

All but three of the principal or regular car- 
riers are members of the Conference. Tariffs 
issued by Conference member lines are uniform, 

Members of the Conference are: American- 
Hawaiian Steamship Co.; Arrow Steamship 
Line; Argonaut Steamship Line; Dollar 
Steamship Co.; Isthmian Steamship Co.; Me. 
Cormick Steamship Co.; Nelson Steamship 
Co.; Panama-Pacific Line; Panama-Mail 
Steamship Co.; Quaker Steamship Line; Wil- 
liams Steamship Corporation; Luckenbach 
Steamship Co. 

The non-conference lines 
trade are: Calmar Line; 
Sulphur Line. 


engaged in. this 
Shepard Line, and 


Useful Forestry Work Done by 
California Unemployed 


CAMINO, CALIF., June 17.— Work in the 
Civilian Conservation Corps camps in California 
is rapidly getting under way. The original pro- 
gram calls for 177 camps in the State. Thirty- 
eight of these are to be handled by the State, 
about a dozen by the park service, and the re- 
mainder by the United States Forest Service. 
Many sawmills and retail lumber yards have 
been busy loading out trucks with lumber to be 
transported to sites in the mountains where the 
camps are being built. There will be six 
camps in the El Dorado forest, and the State 
will have one at Indian Diggings, just below 
the El Dorado forest. 

The men in these camps will build roads, 
telephone lines, water tanks to fill fire trucks 


employed in their neighborhood. 
worked admirably. 

Take Camp Mt. Danaher as an example. 
This camp is near Camino, on lands donated by 
the Michigan-California Lumber Co., It was 
called Mt. Danaher in recognition of the aid 
of the Michigan-California Lumber Co., the 
late James Danaher having been general man- 
ager of the company. Here the men cleared off 
the site, built a road into it from the high- 
way, built good camp buildings, including bunk 
house, cook house, office, and recreation rooms, 
They built a water tower and installed a large 
water tank with a double garage below, where 
is stored a forest fire truck. They also built 
an 80-foot lookout tower. This camp is a per- 


But the plan 





Here is a view of the Mt. Danaher camp, located on land donated by the Michigan-California Lumber 


Co., of Camino, Calif., which has lands mixed in with those of the El Dorado national forest. 
camps California puts to useful work the unemployed married men who drift into the State. 


In such 
Here was 


built a water tower, with large tank and double garage, and also an 80-foot lookout tower. 


and lookouts, and will do insect control work, 
fell snags along the roads etc. 

The Michigan-California Lumber Co. here, 
which has timber mixed in with the El Dorado 
national forest, has given permission to fell 
snags along roads that cross its lands. 

Work of this kind is not new to lumbermen 
and timber owners of California, and they are 
enthusiastic about this form of relief work, be- 
cause of their experience with the California 
State camps of unemployed that have operated 
during the last two years. California has had 
a big problem in handling the unmarried men 
who drift into the State every fall. Two years 
ago Rex Black, secretary of the California 
Forest Protective Association, worked out a 
plan and succeeded in interesting the governor 
and getting it put into operation. These camps 
were designed to take care of unemployed com- 
ing into California from other States. The 
men were put to work in forest camps under 
the direction of State forest rangers, and for 
their work received board, lodging, some cloth- 
ing and a ration of tobacco. It was an experi- 
ment, and some communities looked with appre- 
hension upon the idea of having a camp of un- 





manent one, and is to be used in summer for a 
so called suppression camp, where a fire fighting 
crew will be maintained to work in the forest 
region surrounding it. 

Swift Berry, general manager of the Mich- 
igan-California Lumber Co., Camino, has only 
words of praise for the work of State Forest 
Ranger Austin and the men under his charge 
at Camp Mt. Danaher. There was no trouble 
in connection with the men; they policed them- 
selves. If any shirked on the job, refused to 
keep clean, or started agitation of red ideas, 
the workers themselves started them down the 
road. The men in the camps came from many 
occupations. Many were good loggers, others 
were carpenters, millwrights, cooks etc. Much 
pride was taken in making the camp as attrac- 
tive as possible. Many Federal and State de- 
partments helped in making this relief possible, 
and the men contributed useful work.  Itin- 
erants who did not want to work stayed away 
from California last winter. 

The California State labor camps have been 
highly satisfactory to everyone concerned, and 
if the Civilian Conservation Corps is nearly as 
successful, it will more than justify itself. 








June 


ferenc 
the ic 
The 


mend 


* adopt 


week. 
mend 
desiré 
to th 
June 
Comr 
tors 
Assov 
to m 
code 
At 
from 
to de 
day | 
ethic: 


A 

NE 
Hote 
ing ¢ 
Indu 
meet 
Lum 
will 


S 


M 
of | 
Sout 
Men 
Har: 
of F 
factt 
woo 
meet 
ture! 
non- 
exte 
the | 
luml 

= 
com: 
fact 
disci 
lum! 
code 
Chic 
Mar 
facti 
Ass 
duce 
Har 
divi 

T 
ort 
fact 
the 
sipp 
Flo 
Car 
gini 
pur 
tory 
ot 
Reg 
Reg 
the 
sen 
Ma 


30, 


: 
the 
sha 
we 
exe 
wil 
hor 
per 


co" 





1933 
tween 


r Car- 
 ariffs 
iform, 
‘Trican- 
mship 
Dollar 
; Me- 
mship 
1- Mail 
> Wil- 


errbach 


n this 
e, and 


le plan 


cample, 
ated by 
It was 
the aid 
o., the 
1 man- 
red off 
» high- 
e bunk 
rooms. 
a large 
where 
78) built 
a per- 


Lumber 

In such 
dere was 
wer. 


er for a 
fighting 
ie torest 


e Mich- 
1as_ only 

Forest 
; charge 
. trouble 
d them- 
fused to 
d ideas, 
own the 
m many 
;, others 

Much 
s attrac- 
‘tate de- 
possible, 
<. Itin- 
ed away 


ave been 
ned, an 
early as 
y itself. 











June 24, 1933 


(Continued from Page 15) 
ference were asked to initiate in their sections 
the formation of the required committees. 
The special woodwork division has recom- 
mended, by approval of this conference, the 


‘ adoption of a maximum of forty hours per 


week. All sections are asked to make recom- 
mendations as to minimum wages, and it is 
desired that these recommendations be sent 
to the Millwork Cost Bureau not later than 
June 26, inasmuch as the Emergency National 
Committee will meet with the board of direc- 
tors of the National Lumber Manufacturers’ 
Association, in Chicago, on June 30 and July 1, 
to make final preparations for submitting the 
code of fair competition to the President. 

At the first day’s session a committee of one 
from each geographical section was appointed 
to develope a code of ethics. On the second 
day this committee reported, and the code of 
ethics recommended by it was adopted. 


Announce New York Meeting 


New York, June 19.—On June 27, at the 
Hotel New Yorker, there will be a mass meet- 
ing of lumbermen to hear a talk on the National 
Industrial Recovery Act. This will be a dinner- 
meeting, under the auspices of the New York 
Lumber Trade Association. The guest speaker 
will be David A, Podell, prominent attorney 
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before the U. S. Supreme Court, with con- 
siderable experience in antitrust litigation. 


Millwork Organization Plans 


PHILADELPHIA, Pa., June 20.—The regular 
June meeting of the Sash & Door Manufac- 
turers’ Association of Philadelphia and Vicinity 
was held on June 14 in the rpoms of the Elec- 
trical Association, 17th and. Sansom streets. 
About forty members were in attendance, and, 
following dinner, President Yohn presided. 

Manager Lucas, of the Eastern Millwork 
Bureau, New York, explained conditions which 
the industry must face under the National In- 
dustrial Recovery Act, and read the code which 
the bureau will submit to the Government for 
its approval. Mr. Lucas said this code would 
be revised where necessary. He also stated 
that the State would have to be divided into 
at least three districts, and that all mills should 
be affiliated with an association in one of these 
districts. He had an appointment with some 
of the officials in Washington, D. C., and would 
be prepared to give details at a bureau meet- 
ing to be held in New York City, June 27. 

F. T. Jones, one of the delegates to the con- 
ference recently held in Chicago, gave a report. 

All present were invited to attend a regional 
meeting to be held at Hersey, Pa., on Satur- 
day, June 17, and the meeting to be held in 
New York City, June 27. 


Southern Hardwood Group Meets 


MEMPHIS, TENN., June 19.—At a meeting 
of hardwood manufacturers from both the 
Southern and Appalachian territories, held 1 
Memphis on June 15, under the auspices of the 
Hardwood Manufacturers’ Institute, the “Code 
of Fair Competition for the Hardwood Manu- 
facturers’ Institute Subdivision of the Hard- 
wood Lumber Division” was adopted. The 
meeting, attended by four hundred manufac- 
turers of hardwood lumber, both members and 
non-members of the Institute, from territory 
extending from Texas to Virginia, was one of 
the most representative gatherings of hardwood 
lumbermen ever held in the South. 

The code, which had been prepared by several 
committees appointed by the Hardwood Manu- 
facturers’ Institute, and adopted after an all-day 
discussion, is for the hardwood division of the 
lumber industry. The meeting also adopted the 
code as tentatively drafted at a meeting in 
Chicago, which provided for American Walnut 
Manufacturers’ Association, Hardwood Manu- 
facturers’ Institute, Indiana Hardwood Lumber 
Association, Northeastern Hardwood Pro- 
ducers’ Association, and Northern Hemlock & 
Hardwood Manufacturers’ Association sub- 
divisions. 

The meeting at Memphis was for the purpose 
of formulating a code for the Hardwood Manu- 
facturers’ Institute subdivision, which embraces 
the following States: Texas, Louisiana, Missis- 
sippi, Alabama, Arkansas, Missouri, Oklahoma, 
Florida, Georgia, Tennessee, Kentucky, South 
Carolina, North Carolina, Virginia, West Vir- 
ginia, Pennsylvania and Maryland. For the 
purpose of administration of the code, this terri- 
tory has been divided into seven districts, five 
ot which are called the Southern Hardwood 

egion and two the Appalachian Hardwood 
Region. This code, prepared for submission to 
the President under the new law, will be pre- 
sented at a meeting of the National Lumber 

Manufacturers’ Association in Chicago on June 
30, along with codes of other subdivisions. 


Provisions for Wages and Hours 


The code fixes the work day at 8 hours as 
the maximum, with a provision that no workers 
shall be allowed to work more than six days a 
week, Crews working in the woods will be 
exempted from maximum hours per day, but 
will not be permitted to work more than 48 
hours a week. There is an exemption of 10 
percent of the employees of any operation, to 
Cover those whose duties are such as to make 


‘ the Timber Conservation Board, 


it impossible to comply with 


weekly hours as specified. 
Controlling Production and Prices 


The code also provides for the regulation of 
production, but the details of this feature will 
be worked out by various committees. The 
set-up of this plan provides for an emergency 
national committee which, in co-operation with 
shall from 
time to time determine the expected lumber 
consumption, and establish production quotas 
based on the probable consumption for each 
division or district. It is expected that the 
quota of the hardwood divisions will be allotted 
to the individual units of the Institute sub- 
division through that organization’s “Committee 
on Production Control and Quotas,” based on 
the log scale, according to provisions of the 
code. 

The code also provides for the fixation of 
minimum prices on lumber. These will have 
to be determined through cost figures of the 
industry, and it was impossible at this meeting 
to definitely give any figures as to a minimum 
price. In this calculation, wage costs will 
naturally have to be considered, and a com- 
mittee on costs will base minimum prices on 
wages from 15 to 25 cents an hour, and operat- 
ing time ranging from 32 to 52 hours a week. 
This price can not be definitely fixed until con- 
ferences are held with officials in Washington. 


the daily and 


Co-ordination Committee Appointed 


The code provides for three committees, one 
on co-ordination, and two on labor cost and 
prices, one from the Appalachian and one from 
the Southern Region, and also a committee on 
production control and quotas. The co-ordina- 
tion committee will be composed of seven mem- 
bers, one from each of the seven districts, and 
the following were elected: 

District No. 1—C. Arthur Bruce, E. L. Bruce 
Co., Memphis. ' 

District No. 2—R. L. Kellogg, Kellogg Lum- 
ber Co., Monroe, La. 

District No. 3—Carl 
Jackson, Miss. 

District No. 4—Gordon E. Reynolds, 
nolds Bros., Albany, Ga. 

District No. 5—F. T. Turner, Santee River 
Lumber Co., St. Stephen, S. C. 

District No. 6—Ed. M. Vestal, 
ber & Manufacturing Co., 

District No. 
ton, Ky. 


Faust, Faust Bros., 


Rey- 


Vestal Lum- 
Knoxville, Tenn. 
7j—Fred Bringardner, Lexing- 
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By a long established midwest whole- 
saler with exclusive quality mill connec- 
tions for all lines of forest products— 
mills that enable a salesman to obtain a 
fair share of available business—for the 
following territories: 
Sioux City, lowa 
Omaha, Nebraska Eastern Illinois 
Des Moines, Iowa Northern Illinois 


Northeastern lowa-. St. Joseph, Missouri 
Sioux Falls, So. Dak. 


Central Illinois 


Want salesmen who are already active in 
the territory. 
All correspondence will be held confi- 
dential. 

Write Y 25 American Lumberman. 














SHO-CARD sverem 


SYSTEM 


“ Requires No Paint, Ink or Muss” 
To make your own Sho-Cards and Price Tickets. 


15% Sales Increase Where Signs Are 


Used. $17.50 complete. Sample and 
Circular on Request. 


D. R. Fruchey Service Co., *AZQhEO". 
IN as TRANCE 


With That Mutual 


Interest 


LINER Specialized Protection for 


the Lumber Industry, with 
a Cost-Reducing Dividend 


a lmemmmdomed 


























Richard Shipping Corp. 
Established 1847 
44 Beaver Street, NEW YORK 
Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











DAVENPORT 


HOTEL 


Spokane, 

Washington 
Complete hotel and 
dining service. In- 
formal. 600 


Rendesvous of 
Lumbermen of 
the Northwest. 
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QUERY AND COMMENT 


Plans for Wooden Lawn Swing 
We are 
wooden 


manufacture of 
novelty and de- 


engaged in the 


items of utility and 


sire details of articles that will meet with 
ready sale the year around. From time to 
time we have noticed in your good journal 
booklets with specifications covering various 


things such as we desire to manufacture, 
offered by your clients. Just now we desire 
the plan of a wooden lawn swing, and if you 


can assist us it will be very much appreci- 
ated We hope you will be able to help us 
in our effort to create a demand for more 
articles of wood.—INQUIRY No. 2988. 


{This inquirer, a chair and novelty manu- 
facturing company in Texas, was advised to ask 
the Northwestern Lumbermen’s Association, 
Minneapolis, for one of its useful and valuable 
folders entitled “What to Make With Wood 
and How,” which shows numerous items, in- 
cluding a porch swing and a lawn swing. He 
also was referred to two booklets published by 
the Southern Pine Association, New Orleans, 
La., “Beautifying the Home Grounds,” and “A 
Hundred Handy Helps.” The first contains 
two or three plans for lawn swings, and the 
latter a porch swing. To anyone interested 
having information that will be helpful, the 
name of this inquirer will be given upon re- 
quest.—Ep!ToR. } 


Small Dimension From Slabs 


vou names of consum- 
hardwood lath, pickets or 
lath and hardwood crating lumber? 
preparing to work up all the lumber 
from slabs at our mills in Illinois and would 
like to have the names of those who might 
buy sound, also small dimension stock. 
—INQUIRY No. 2987. An Illinois lumber com- 
pany operating mills in southern Illinois, 
Missouri and Arkansas. 


Can furnish us with 
ers or 
fencing 
We are 


users of 


clear, 


Caulking Log Cabins 


Where can I 
chinking log 
customer of 
preparation 


preparation for 
cabins, and at what price? A 
ours tells me that there is a 
made from some kind of plastic, 


obtain a 


that will not fall out and loosen when the 
logs shrink.—INQUIRY No, 2990. 
[Descriptions of the old-time methods of 


chinking log cabins, with various combinations 
of moss or oakum and plaster or mud, often 
supplemented by auxiliary pieces of wood first 
set into the crack, were sent this inquirer, an 
operator of Oklahoma line yards. 

Fle has also been given the results of a rather 
extensive inquiry sent to the principal manu- 
facturers of caulking compound. These are 
intended principally for caulking window and 
door frames, and in using them for a log cabin, 
price becomes an important’ consideration, be- 
cause of the larger quantity used. The amount 
of compound might be considerably reduced, 
however, by using wedge shaped splines to fill 
the bulk of the crack and covering them with 
the compound, and the name of an Everett 
(Wash.) manufacturer of what seemed suitable 
splines was given the inquirer. Prices of the 
compounds are quoted on bases that make com- 
parison impossible, one costing 4 cents a pound 
dry while another is around 15 cents a pound in 
form ready for use, and a third is $1.10 a gallon. 

Color of the logs can be matched with most 
of the compounds of which descriptions have 
been received, or at least their color can be 
made to harmonize nicely. Some makers say 
that their product remains plastic and pliable 
for years, expanding and contracting with the 
wood, and always keeping the chink tightly 
caulked; others are frank: to admit that if there 
is excessive shrinkage it will be necessary in a 
year or two to recaulk the chinks before the job 


can be considered permanent. 
The AMERICAN LUMBERMAN desired to sectre 
close-up photographs of log cabins that had 





been caulked some years before with these com- 
pounds, to judge how they stood up in service, 
but none of the manufacturers had any avail- 


able, nor could they furnish names and _ loca- 


tions that would permit such photographs to be 
secured, though several had reports saying that 
their product had given long and completely 
satisfactory service in log cabins. 

If any reader has had experience with the 
use of a caulking compound, and can furnish 
close-up photograph, or give particulars that at 
would enable a photographer to find the cabin, it 
with a service record of the product, such in- 


We wish to 
which supplies 
mill, with gas 


assured by 
Madison, 
has no 


Some years a 


the 
Wis., 
data 


is one of several of a similar nature, indicating 
growing interest in the production and sale of 
wood heel stock. 


E-piTor. | 


Moter Power From Dry Slabs 


operate our gasoline engine, 
power for our portable saw. 
made from dry slabs. We are 


Forest 
that 
on the 
go I saw an 


Products Laboratory 
this is practicable, but 
equipment necessary, 
article in the 


- . . . - AMERICAN LUMBERMAN about using this gas 
rormatiol f be < -ciated.—IDITOR. : Ss bs : _ 
mation will be appreciated Epit R. | to run a truck in California. If you have 
a uny data about the equipment or can tell us 
. where we can get further information, we 
Grading Rules for Heel Stock will appreciate hearing from you.—INQuUIrRy 

> Caan 

In the review of the New England trade No. 2986. 
x. . J. Caulkins in a recent issue, we presirs [This inquiry from a portable mill operator 
with reference to hard maple heel stock in Minnesota evidently refers to what is known 
mention that the manufacturers’ association pe “sasogen” eaui 1 it. that = ucc fully 

, é z - < < s 5S 

controlling a.large portion of the trade had os Geen equipment, ‘ B a a tale 
adopted a complete set of grading rules. We used a few years ago by the Pickering Lumber 
would be interested in securing a copy of Co. at its California plant and also by the 
these rules if they are available. We take this United States Army at the Presidio in San 


opportunity to mention 


that we 


always look 


forward to reading the New England trade blocks of wood 
news in each issue, which is always very in- to the truck anc 
teresting.—INQUIRY No. 2985. ; 


[This inquiry came from a firm of wholesale 
and retail wood merchants in Quebec. 
quirer was advised that the Heel Lumber Pro- 
ducers’ Association has adopted a set of grad- 
ing rules, but the secretary advised that these 
rules are being given a thorough test in actual 
operation before being published. 
as they are available for publication or general 
distribution, copies will be sent to the 
This inquiry from Quebec 


CAN LUMBERMAN, 


the power for 
The in- 


the AMERICAN 


Just as soon helpful to this 


\ MERI- 


Francisco. W 


developed in F 
ments were being completed for putting it on 
the market in the United States, but so far as 


were not carried through. 
formation as to this equipment, that will be 


information to 
The name of the inquirer will be 
request.—EDITOR. | 


ith this equipment, slabs and 
were fed into a burner attached 
1 the gas thus generated provided 
the motor. This method was 
rance and at one time arrange- 


LUMBERMAN knows, these plans 
Anyone having in- 


inquirer, is asked to supply the 
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The Muskegon mill men and 
Booming Co. have resolved to 
forestall any possible strike of 
their laborers, and at the same 
time curtail their lumber cut, 
by operating both boom works 
and mills but 10 hours a day. 
April 20 they formulated the 
following preamble and resolu- 
tions: “In view of the reported 
large stocks of lumber at the 
various distributing points, and 
to prevent, as far as is prac- 
ticable, an over-production of 
lumber, Resolved, That the log 
and mill owners upon Mus- 
kegon Lake hereby request 
the Muskegon Booming Co. to 
restrict its work upon this lake 
to 10 hours per day.” The mem- 
bers of the Northwestern Lum- 
ber Manufacturers’ Associa- 
tion, as a body, will take no 
steps toward reducing the cut 
of their mills, but individual 
firms will run their mills in ac- 
cordance with the original de- 
sign of the association. They 
acknowledge, without any ris- 
ing in the throat, that lumber 
is going to be cheaper than it 
was last year, yet they seem 
determined to saw all the logs 
they can get. This means a 
prodigious output in northern 
Minnesota and Wisconsin by 








the time the season closes. The 
attitude of the northwestern 
manufacturers is in sharp con- 
trast to that of the Michigan 
men. The mill owners of Lud- 
ington, Mich., at a late meet- 
ing, held to consider the num- 
ber of hours the mills there 
should be run this season, de- 
cided to allow the operators of 
each mill to decide for ten or 
eleven hours a day, as_ they 
shall elect. Two concerns in- 
sisted on eleven hours, the oth- 
ers thinking the ten-hour sys- 
tem preferable. 
7. * 7. 

The Shingle Makers’ Meeting, 
at Manistee, Mich. was well 
attended by representatives 
from the different ports on the 
east shore. R. G. Peters was 
chosen chairman, and John S. 
Woodruff, secretary. After 
speeches by nearly every one 
present it was, Resolved, That 
we form ourselves into an or- 
ganization to be known as the 
East Shore Shingle Manufac- 
turers’ Association; and _ that 
the object shall be the securing 
of a fair price, assuring of fair 
wages, .and protection of the 
dealers whom we supply from 
the depreciation consequent 
upon over-production. 


The eastern lumbermen have 
formed a protection association 
to fix a ruling rate for spruce 
lumber. The lumbermen met at 
Portland, Me., and formed the 
Lumber Manufacturers’  Pro- 
tective Union. A circular re- 


ceived from the union has the 
following: “The manufactur- 
ers of lumber for the New 


England market, believing that 
it would be for the interests of 
their customers, as well as of 
themselves, that uniform prices 
for manufactured lumber 
should be established, have 
formed an association to be 
called the Lumber Manufactur- 
ers’ Protective Union, and have 
adopted the annexed schedule 
of prices, by which they have 
agreed to be bound. The ar- 
ticles of association have been 
signed by substantially all the 
manufacturers in New Eng- 
land shipping lumber by rail. 
The cost of lumbering opera- 
tions during the present season 
has been considerably greater 
than the year previous, and 
upon careful examination it is 
found that the amount of logs 


cut is somewhat less. It will 
be observed that the prices 
adopted are no higher than 


‘those of last season.” 


June 
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19 years in the 


Shingle Staining 
Business 


EXPERIENCE has 
taught us the way to 
make an all weather 
non fading stain in 
any color 





and JOHN J. STARKS 


We double dip under pressure and Individually Brush coat every Shingle 


— Our stains and processes are guaranteed — 





A corner of the staining plant, where shingles are stained the proper Battery of mixing tanks where mechanical agitators blend mineral 
color and then placed in the dripping racks shown in the foreground color, linseed oil, creosote oil, thinner, and the rest of the formula 
to dry out before being individually brushed into a bright, highly desirable shingle coating 


Starks Stained Shingle Co. 


SEATTLE, WASH. 


“$TARKS THE PIONEER 15 STICL FHE LtEeadpeR™ 

















Dealers Buy 


Crop Prospects and Price 


Increases Justify Buying 


Houston, Tex., June 19.—John F. Grant, 
head of the John F. Grant Lumber Co., which 
operates a line of thirty-four retail lumber 
yards in southern and southwestern Texas, with 
headquarters in Houston, is feeling quite opti- 
mistic as to the outlook for business. Asked 
by a representative of the AMERICAN LUMBER- 
MAN whether the recent heavy buying of lumber 
by retail yards was simply for the purpose of 
building up stocks, while prices are low, and 
protecting themselves against certain advances, 
or whether any appreciable proportion of the 
lumber purchased is going into consumption, 
Mr. Grant said that he recently has made quite 
an extensive purchase of lumber, both in order 
to replenish stocks, since the recent small 
amount of business has not justified carrying 
the usual inventory, and to supply an increas- 
ing demand. He said: 

My yards show a satisfactory increase in 
business, due not only to a general if small 
business recovery, but to the fact that news- 
papers are again talking optimism and pro- 
gress in place of shouting depression in 
almost every headline. The better crop pros- 
pects, together with a marked improvement 
in prices for wool and mohair, in the terri- 
tortes which my yards serve, have justified 
me in increasing my inventories in antici- 
pation of the fall trade. 


Effects of Farm and Home Relief 


Mr. Grant said he found most of the lumber 
now being moved going into repairs and re- 
modeling projects, though there is considerable 


AMERICAN LUMBERMAN 
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--- Consumption Increases 


talk of new building. Commenting on recent 
legislation enacted in Washington, he said: 

I do not see how the home mortgage relief 
measure can stimulate new construction very 
much. If it really brings relief to the 
debtors, that will represent only a renewal 
of credit. Perhaps the persons paid off will 
put some of their funds into new construc- 
tion or into home mortgages, but that is 
problematical. If the farm relief bill brings 
better prices, that will stimulate some build- 
ing on the farms. If it merely hands out the 
$150,000,000 in bonuses to the farmers, most 
of that will go to pay off debts or for current 
living expenses. 


Lumber Will Benefit from Public Works 


I am inclined to think that the lumber 
trade as a whole will be a preferred bene- 
ficiary under the public works program, al- 
though I am not sure this will be the case 
where the smaller yards are concerned. The 
latter will be in the same boat with the pub- 
lic at large. If the recovery program is 
generally effective, then it will be effective 
for the lumber yards; if not, then not. I 
am hopeful of the effect of the new Federal 
program, rather than expectant of good re- 
sults from it. If it fails markedly, and then 
leaves us burdened with the vast taxation 
which it entails, I fear for the future of the 
country. 

However, I see natural recovery forces at 
work. In view of our experiences during the 
depression of 1873 and 1893, as well as the 
more recent ones, I think I can predict that 
recovery will soon be beyond dispute. If the 
Federal program does us no harm, then in- 
dustry will soon be on the road to health 
once more. And, of course, if the Federal 
program does help, we will recover all the 
more speedily. My hopes and sympathies are 
all with the latter prospect. 


Arkansas Profits From Revival of Lum- 


ber and Wood Products 


LittLe Rock, ArkK., June 19.—Under normal 
conditions, the lumber industry of Arkansas 
represented about 40 percent of the total value 
of all its manufactured materials. For three 
years the lumber industry has been in a slump 
and the State has suffered, but today the in- 
dustry is again active, and Arkansas is march- 
ing toward renewed prosperity. Encouraging 
reports of increased employment in the mills, 
larger orders and advancing prices come from 
every section. There is great activity at many 
stave mills in northern and western Arkansas, 
and bigger companies in southern Arkansas 
devoted exclusively to building lumber also are 
taking on new life. Improvement is particu- 
larly in evidence with the Bradley Lumber Co., 
at Warren, the Crossett Lumber Co., at Cros- 
sett, and the Union Saw Mill Co., at Huttig. 
Reviewing these encouraging conditions, the 
Arkansas Business Bulletin comments: 

The lumber industry of Arkansas appears 
finally to have made the turn, after seven 
years of declining activity. The three months 
average of the index of new orders for Ar- 
kansas lumber, after reaching in January, 
1933, a record low of 42.7 on the 1930 basis, 
has now recovered to 72.1 percent of normal 
capacity, an increase of 33 percent. Stocks 
of Arkansas lumber are now 39 percent be- 
low their 1930 average. The demand-supply 
ratio, which usually leads activity in the 
lumber industry from two to four months, 
has been increasing since last January, mak- 
ing an especially sharp gain in April to the 
highest level since the first six months in 
1930. 

The following reports indicate a widespread 
revival of activity among the forest products 
industries of the State: 

ARKANSAS CI1TY—The Vestal Lumber & Manu- 
facturing Co., which has been idle for the last 
year, shipped more lumber last month than 
during the five months preceding. 


RUSSELLVILLE—A full dressing machine used 
in the manufacture of beer staves has been in- 
stalled at the Sandusky heading mill here. The 
mill will be operated both day and night, if 
timber for the staves can be secured, said J. S. 
Sandusky, owner. 


NoRMAN—H. W. Biggs and J. W. Bryant, 
Clarksville, Ark., are erecting a mill for beer 
barrel staves, to begin operations late in June. 


GuRDON—A hardwood mill is being erected 
at Whelen Springs by R. I. Frizzell, who states 
that it will be in operation within a few weeks, 
and specialize in hardwood products. 


HELENA—The Long-Bell Lumber Co. plant at 
West Helena, which has been closed for the last 
year, resumed operations last week, giving em- 
ployment to approximately one hundred men. 
Four other woodworking plants at West Helena 
are running full time. The Chicago Mill & 
Lumber Co., located there, is now employing 
nine hundred men. 


LEsLie—Cotton Bros. have recently installed 
a new heading mill near Atlas and are making 
headings for beer kegs. T. M. Franks also 
recently installed a stave mill in the western 
part of Searcy County. 

JASPER—J. W. Moore and L. W. Clark, man- 
agers of the Buffalo Stave & Lumber Co., an- 
nounce their intention of installing a new beer 
stave mill near Ava, Mo. This company has 
been operating a stave mill here day and night 
for the last six weeks, and has manufactured 
and shipped over 200,000 beer staves. 


ARKADELPHIA—Clark County lumbermen state 
that the lumber business is showing a decided 
pick-up. The Bierne Lumber Co., at Bierne, 
the Smithton Stave Co., and the Sturgis mill, 
across the Ouachita River from Arkadelphia, 
are running full time. 


DEQUEEN—Effective June 16. all lumber 
and railroad employees of the Dierks Lumber 
& Coal Co. were given a pay increase of ap- 
proximately 20 percent, 15 cents an hour 
being set as minimum. A 9-hour day has 
been set for all except railroad employees. 


Hopes for Restoration of Confi- 


dence in Home Investments 


AMARILLO, Tex., June 19.—According to H. 
W. Galbraith, head of the Foxworth-Galbraith 
Lumber Co., operating a line of retail lumber 
and building material yards in Texas, Okla- 
homa, New Mexico and Arizona, not much 
lumber buying has been done in the Panhandle 
of West Texas, largely on account of crop 
and range conditions being unusually bad at 
this time. To a representative of the AMERICAN 
LUMBERMAN, he said: 

What little buying that has been done has 
been primarily for the purpose of protection 
against advancing prices on fill-in require- 
ments, conditions being so unpromising that 
dealers do not feel justified in long-period 
speculation in building materials. 

We feel there is ground for hope that, with 
wise administration of the Federal Home 
Loan Banks, distressed home owners may re- 
ceive the necessary aid te enable them to 
save their equities and to make modest im- 
provements. If this should come to pass, we 
might hope to see a restoration of confidence 
in homes as safe investments for the savings 
of our people, and as good collateral for 
loans, with consequent benefit to the build- 
ing industry. 

Should the National Industrial Recovery 
Act result in a reasonable stabilization of 
lumber prices at figures commensurate with 
a fair return to the manufacturers, without 
excessive advances in prices, the effect on 
the building industry and the public at large 
should be helpful, and should stimulate neces- 
sary building and renovation to an appre- 
ciable extent. 

We recognize that there has been some 
improvement in the building business during 
the last thirty days, and I feel that the pro- 
posed farm relief measures may result in 
considerable rural activity in those sections 
where crops are good, and believe that if 
there is not too much artificial stimulation 
of the business we may hope to see it on 
reasonably sound basis within the next 
twelve months, or at any rate in a very 
greatly improved condition. 


Turning Down More Business 


Than It Books 


Century, FLA., June 19.—Commenting on the 
large increase in lumber buying that has been 
apparent during the last several weeks, and the 
outlook for future business, L. F. Nelson, sales 
manager of Alger-Sullivan Lumber Co.,said: 

We have been endeavoring to get a line on 
the movement of stocks, and to find out if 
the big buying spree is really to balance 
stock, or if a considerable percentage is 
going into consumption. We have not been 
able to cover the territory fully, and are 
unable to determine as yet what percentage 
is going into use, but the best information 
we are able to obtain is that there is con- 
siderable remodelling and, in some sections, 
like the cotton mill territory, Georgia and 
the Carolinas especially, there is actually 
some new building. A salesman from a large 
wholesale firm, who works the Carolinas, was 
here the other day and mentioned several 
specific cases where he sold through the 
dealer lumber for house building programs, 
one sale he mentioned being for fifteen 
houses. 

In connection with the investigations we 
have been making, we find that stocks in the 
dealers’ hands are very low, while at the 
mills, of course, there is hardly anything. 
Speaking for ourselves, we have turned down 
more business than we have booked, for the 
reason that we are short on so many items, 
and are not selling anything that we do not 
have in stock at this time. 

Sensing what may happen in the next few 
weeks, I am of the opinion that were I @ 
dealer, I certainly would take advantage of 
current prices and stock up on what I would 
need for the next few weeks and, if I had 
the room, would buy sufficient stock for the 
next few months. 
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AMERICAN LUMBERMAN 


All Retail Organizations Represented 
on National Board 


WASHINGTON, D. C., June 19.—For the first 
time in National Retail Lumber Dealers’ Asso- 
ciation history, every regional and State asso- 
ciation of lumber dealers in the country is 
represented on the National directorate. Frank 
Carnahan, secretary, with headquarters at 
Washington, D. C., announces a 100 percent 
State and regional membership, with the addi- 
tion of several important metropolitan groups. 
Each State and metropolitan association is 
represented on the board of directors of the 
National association by its secretary and one 
dealer member ; each regional association by its 
secretary and one dealer for each State in- 
cluded in its territory. 

Because of recent affiliation, several regions 
and States have not as yet appointed their 
dealer directors for the National board. Such 
will be chosen at their next meetings by the 
Southwestern, Northwestern, Mountain States, 
Western, Mississippi, Iowa, Carolina, Louisiana, 
Nebraska, Tennessee, Texas and Utah organiza- 
tions. 

Dealer members already appointed on the 
National board are: 

Bruce Helfrich, George Helfrich & Sons, 
Baltimore, representing Middle Atlantic Lum- 
bermen'’s Association. 

J. Watts Martin, J. E. Etheridge Lumber 
Co., Norfolk, Va., representing Virginia Lum- 
ber & Building Supply Dealers’ Association. 

W. G. Smith, Lyman Hawkins Lumber Co., 
Akron, Ohio, representing Ohio Association 
of Retail Lumber Dealers. 

F. M. Carpenter, New Rochelle Coal & Lum- 
ber Co., New Rochelle, N. Y., of the North- 
eastern Retail Lumbermen’s Association. 

Rush H. Todd, R. H. Todd Lumber Co., 
Ocala, Fla., of the Florida Lumber & Mill- 
work Association. 


Cc. I. Cheyney, Bluefield, W. Va., of the West 
Virginia Lumber & Building Supply Dealers’ 
Association. 

S. D. Baldwin, Baldwin Lumber Co., Jersey 
City, N. J., of the New Jersey Lumbermen’s 
Association. 

W. W. Owsley, Cynthiana, Ky., of the Ken- 
tucky Retail Lumber Dealers’ Association. 

George W. LaPointe, jr... 0 & N Lumber Co., 
Menomonie, Wis., of the Wisconsin Retail 
Lumbermen’s Association. 

A. M. Haines, Connellsville 
Co., Connellsville, Pa., of the 
Dealers’ Association of 
vania. 

H. A. Brattin, F. J. Brattin & Son, Shep- 
herd, Mich., of the Michigan Retail Lumber 
Dealers’ Association. 


Fred Wehrenberg, Fort Wayne, Ind., of the 
Retail Lumber Dealers’ Association of In- 
diana. 

F. Dean Prescott, Valley 
Fresno, Calif., of the California 
bermen’s Association. 


Construction 
Retail Lumber 
Western . Pennsyl- 


Lumber Co., 
Retail Lum- 


Orville H. Greene, Wilson & Greene Lum- 
ber Co., Syracuse, N. Y., of the Northeastern 
tetail Lumbermen’s Association. 

Cc. H. Cowan, Cowan Lumber Co., Mobile, 
Ala., of the Alabama Lumber & Building 
Material Dealers’ Association. 

A. J. Hager, Hager & Cove Lumber Co., 
Lansing, Mich., former president of the Na- 
tional Retail Lumber Dealers’ Association. 


The executive committee of the board of 
directors is made up of President Spencer Bald- 
win, Jersey City, N. J.: Vice President George 
W. LaPointe, jr.,. Menomonie, Wis., and Treas- 
urer L. P. Lewin, Cincinnati, Ohio. Annual 
meetings of the association will be held in 
April. 


Report Trade Conditions Better in 
Western Pennsylvania 


PitTsBURGH, PA., June 19.—With twenty-one 
of the twenty-seven directors, the general coun- 
sel and Secretary R. F. McCrea present, George 
N. Glass, president, presided at an important 
meeting of directors of the Retail Lumber 
Dealers’ Association of Western Pennsylvania, 
held here on June 9. After discussing the Na- 
tional Industrial Recovery Act as it may affect 
retail lumber dealers, and transacting some 
routine business, reports on conditions, present 
‘and prospective, in the various districts of the 
State, were made as follows: 

1. Business has improved considerably 
during the last two months. We are receiv- 
ing a lot of small orders for repair work, 
and more from the industrial trade, than we 
have for two years, although there. is no 
great improvement in home building, as there 
is still a shortage of mortgage money. 

2. Plants are showing a‘ slight increase in 
business, which is reflecting in payrolls. 
There is a better feeling, and some _ pick-up 
in the lumber business. 

3 Some little necessary repair work is 
being done, and prospects are encouraging. 

4 Business conditions are improving. 
Spring business was above that of the last 
Several years. Outlook is better. Collections 
are poor. 

5. Business is much better. On account 
of some of the banks being closed, collections 


have slowed up. A large portion of our 
business consists of repair work. 
6 


More repair work is going on now than 
we have seen in two years. It would not 
take much construction work to put the re- 
tailer on a paying basis. 

7. Yearly business to date is about 20 per- 
cent better than last year's. Business con- 
Sists mostly of small sales. Outlook is bet- 


ter. Closing of banks has hurt new business. 

8. Business so far this year is not up to 
1932. However, we feel encouraged, as the 
mills and mines are operating at increased 
capacity. If they continue to do so, we 
expect considerable improvement in the next 
sixty to ninety days. 

9. We find a marked improvement in busi- 
ness—almost exclusively repair work and in- 
dustrial purchases—during the last two 
months. There is very little new construc- 
tion, on account of mortgage money not 
being available. Our people are hopeful, and 
we believe the improvement is of a substan- 
tial nature. Our local association is active, 
and supported 100 percent by our members. 

10. There is a little more optimism in our 
territory. Very little new building is in 
sight. Conditions in our district depend on 
the oil industry, and when a better price is 
secured on crude oil, it will reflect on our 
business. We are having a little more repair 
work than last year. 

11. Operation of our mills is improving 
very much. I think there is more money 
available; people are not asking for credit. 

12. Business is quiet, but looking up. Col- 
lections are still slow, but somewhat better. 
General tone of business is improving, with 
increased inquiries. 

13. Feeling is better. Coal business is 
picking up. A considerable number of small 
jobs are under way. Prices are advancing. 
Collections are still slow. 

14. Business conditions are improved, for 
the first time in two years. Banking situa- 
tion is good in our district, and mills are 
resuming operations, following long shut- 
down. Trade revival is mainly in needed 
repairs. Stocks are low in retail yards. 

15. There was considerable pick-up during 
May. Volume is still low. Prices are better. 
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Pror/ts YOu 


MIGHT BE GETTING 


NO INVESTMENT 
IN STOCK 


Many lumber dealers 
sell a Frazier Self-Bal- 
anced © Disappearing 
Stair for nearly every 
modernizing job—with- 
out one cent investment 
in stock. 





The Frazier sales plan 
makes this possible. 
This same opportunity 
is open to you. 


Write today for information 
—without obligation—about the 
Frazier selling plan and 10-year 
guarantee. This will interest 
you—especially if you're look- {Stair slides up and 


ing for increased profits. —, s — h rollers 


is easily operated. 





Trade Mark Reg. 
U. 8. Pat. Office 







Hacer SUL. 


1817-19 BANKSVILLE AVE., 
PITTSBURGH, PA 


SPEE-D-TWIN 


STEAM FEED 


Costs little more than belt or 
friction type feeds, but makes 
a tremendous difference in the 
cut of the mill. Investigate. 


Write for catalog A. 


SOULE 


STEAM FEED WORKS 


MERIDIAN, MISSISSIPPI 











We are not figuring a great deal of house 
work. 

16. Business in our district is on the up- 
turn, there having been several house jobs 
in the May building permits, but most of the 
business is repair work. The banking situa- 
tion is about the same as when the holiday 
was declared, as only a few banks are open 
100 percent, their being closed retarding 
business in all lines. Mortgage money and 


loans from banks are almost a thing of the 
past. 





AMERICAN 


What the Associations Are 
Planning and Doing 


June 27 New York Lumber Trade Association, 
Hotel New Yorker, New York City Mass meet- 


ing to consider industrial recover legislation 


June 28 Northern Hemlock & Hardwood Manu- 
facturers’ Association, Hotel Pfister, Milwaukee 
Wis Meeting to adopt code of fair competi- 
tion 

June s0-Julsy l National Lumber 

jist annua incl American 

Products Industries, Ist annual it ¢ 

Hotel, Chicago 


Manufacturers 
Forest 


ongress 


Sept. 20-22—National Hardwood Lumber Associa- 
tion, Congress Hotel, Chicago. Annual, 





Celebrated Forty-third Anniversary 


SPRINGFIELD, ILL., June 19. 
13rd anniversary of the 
Material Dealers’ 


Celebrating the 
Ilinois Lumber & 
Association, 40 members of 
the Sawdust Club, central Illinois auxiliary of 
the State association, participated in a dinner 
in Washington Park pavilion last Monday 
night. C. W. H. Schuck, president of the 
Sawdust Club, is a great grandson of J. H. 
Schuck, who was a charter member and first 
president of the association. The late Peter 
Vredenburgh, of the Vredenburgh Lumber Co., 
was a member of the original committee on by- 


laws. A feature of this anniversary dinner was 
an address by J. F. Bryan, secretary of the 
State association, who briefly traced the his- 


tory of the organization since its first meeting 
on June 12, 1890, in the St. Nicholas Hotel 
here. Mr. Bryan’s talk was intensely interest- 
ing, particularly to the older lumbermen present. 





Committee on Re-organizing 
Hoo-Hoo 


The Concatenated Order of Hoo-Hoo is not 
“licked,” even though it did have to close its 
international headquarters at St. Louis, Mo., 
June 1. Lumbermen everywhere will be glad 
to know that effective plans for re-organization 
of their unusual fraternal order have been de- 
veloped and are being pushed vigorously under 
the leadership of Ben F. Springer, of Milwau- 
kee, Wis., Snark of the Universe of Hoo-Hoo. 

Last April when it — apparent that con- 
tinued maintenance of the Louis offices and 
of the efficient services of eterna 
Henry R. Isherwood must be discontinued, Mr. 
Springer called together a committee from the 
Supreme Nine and the House of Ancients, in 
Chicago, to prepare a plan of re-organization. 
The plan was submitted and approved by the 
Supreme Nine, after which the Snark appointed 
as a re-organization committee five members of 
Twin Cities Hoo-Hoo Club No. 12, one of the 
strongest and most active in the order, with 
headquarters at Minneapolis, Minn. These five 
men, all whom will serve without pay, are: 

Chairman, Harry T. Kendall, 
Sales Co., St. Paul; T. T 
Lumber Co., Minneapolis, 
preme Nine; W. M. Wattson, T. M. Partridge 
Lumber Co., Minneapolis, Supreme Scrivenoter: 
s. L joyd, B. C. Spruce Mills (Ltd.), Minne- 
apolis, president Twin Cities club: Ormie C. 
Lance, Minneapolis, secretary Northwestern 
Lumbermen’s Association, former member Su- 
preme Nine 


Weyerhaeuser 
Jones, of T. T. Jones 
former member Su- 


This committee (which has selected T. M. 
Partridge, Minneapolis, as treasurer) has the 
three fold task of raising sufficient money to 
pay the debts of Hoo-Hoo, effecting a compro- 
mise with creditors, and preparing a reorgani- 
zation plan which will put the order back on 
its feet financially so its work in behalf of 
lumber and wood products, as public relations 
committee and official mouthpiece of the indus- 
try, can be continued. In this program of re- 
habilitation the individual Hoo-Hoo clubs are 
expected to take a leading part, and an en- 


deavor will be made to increase the number of 
clubs in the United States and Canada from the 


present seventy-five or a hundred to at least 
a thousand, one in each important lumber pro- 
ducing and distributing center. Reports thus 
far received from lumbermen in all sections 
indicate that the committee has good chances 
of achieving its goal. 

In the meantime Mr. Isherwood, secretary- 
treasurer of the order since 1919, has had to 
resign, of course, because of the lack of Hoo- 
Hoo funds. He is continuing his private office 
at the old Hoo-Hoo address, 4215 Lindell Blvd., 
St. Louis, and looking about to see what else 
he can do in the industry. He was in trade 
extens ion work for the National Lumber Manu- 
facturers’ Association for four years and a 
half, and a retail dealer for twelve years before 
that. 





Northeast Mills Organize; to Prepare 
Code 


New York, N. Y., June 19.—At a prelimin- 
ary meeting of both hardwood and soitwood 
manufacturers, operating in New Jersey, Penn- 
sylvania, New York and the six New England 
States, held in this city on June 13, a new 
lumber association came into being, to be known 
as the Northeastern Lumber Manufacturers 
\ssociation. Henry C. Hull, manager Oval 
Wood Dish Corporation, Tupper Lake, N. Y., 
was elected temporary chairman, and Arthur 
Bowler, president of the New Hampshire Lum- 
bermen’s Association, temporary secretary. An 
association was formed and by-laws were 
adopted, but no permanent officers were elected, 
this being deferred until a later meeting to be 
held on June 22. With R. G. Brownell, presi- 
dent Central Pennsylvania Lumber Co., Shef- 
field, Pa., as chairman, a committee of five was 
appointed to prepare a code to submit at this 
later meeting. A call has been sent to approxi- 
mately 2,500 sawmill operators in the north- 
eastern district to attend this meeting for the 
purpose of ratifying this code of fair practice. 


Henry C. Hull was continued as chairman for 
this meeting, with A. B. Recknagel as secre- 
tary. 





Canada Retailers Protest Mill 
Liquidations 


Toronto, Ont., June 19.—The 
the Ontario Retail Lumber Dealers’ 
held a meeting recently. 
to develop a “confidential bulletin service” to 
members only, giving statistical and other in- 
formation. Many complaints have been re- 
ceived regarding unfair distribution methods by 
manufacturers of asphalt roofing, and plans 
were worked out for taking vigorous associa- 
tion action. The attitude of Canadian banks in 
forcing distressed stocks of manufacturers on 
the market at sacrifice prices, which result in 
retailers having to sell their stocks at a loss in 
competition, came up for criticism, and the 
directors decided to write to the Canadian 
Bankers’ Association. Reports of recent re- 
visions of building by-laws in London and St. 
Catharines and proposed revision in Toronto, 
in which timber and frame construction and the 
use of wood and wood shingles are much more 
favorably treated, were received with satisfac- 
tion. A motion was carried to ask the Red 
Cedar Shingle Bureau, the Canadian Govern- 
ment and other interested bodies to adopt a 
single standard unit for the packing of shingles 
throughout Canada. 


Adopt Two Prices—Cash and Credit 


The Eastern Ontario Retail Lumber Dealers’ 
Association held a meeting at Brockville re- 
cently. A lengthy discussion of credits showed 
that there is a strong tendency on the part of 


directors of 
Association 
\ decision was reached 
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all dealers to demand cash payment, 
but approved contractors. 
has also been favored several dealers is to 
show plainly two prices, one for cash and a 
higher one for credit. This faa is getting 
good results. Recent price advances in spruce 
and shingles were reported and welcomed. A 
motion was carried to request the Red Cedar 
Shingle Bureau and the Canadian Government 
to standardize the “square pack.” 


from all 
A movement which 


More Business Is on Cash Basis 

Tne Lake Ontario & Trent Valley branch 
cf the Ontario Retail Lumber Dealers’ Associa- 
tion held a meeting at Bowmanville on June 16, 
The association devoted a lot of its time to a 
discussion of the credit system. Most dealers 
are doing a much larger percentage of cash 
business than ever before, and are consulting 
and exchanging credit information. A motion 
was carried in favor of adopting the “square 
pack” for wood shingles. 





Philadelphians Plan Picnic 


PHILADELPHIA, Pa., June 19.—President 
Harry Howden, of the Philadelphia Wholesale 
Lumber Dealers’ Association, announced this 
week that the summer outing of the organization 
would be held on Thursday, July 13, at Rolling 
Green Country Club. There will be a golf 
tournament in the afternoon. After dinner, the 
quarterly business meeting will be held in the 
Country Club. 


Boxes, Pay Chesle oa the 
Main Street Merchant 


Business note to 
manufacturers: It 





mercantile jobbers and 
you would sell your prod- 
ucts in Klamath Il alls, Ore., ship them in 
wooden boxes. Corrugated and other con- 
tainers may be all right, and are not condemned, 
but Klamath Falls is supported almost entirely 
by its lumber mills, the box business is one 
of the important markets for lumber, and there- 
fore the citizenry of Klamath Falls is demand- 
ing boxes made of wood. The 50,000,000 feet 
of box lumber production which the city lost 
in 1932 as compared to 1931 the citizens have 
translated into terms of labor, and it means 
the loss of 300 days’ work for 250 Klamath 
men. So, with the combined backing of the 
Weyerhaeuser Timber Co. and the Klamath 
Independent Merchants’ Association, there was 
formed recently a local of the Woodworkers’ 
Trade Promotion League, an organization 
which the 4-L and the National Association 
of Wooden Box Manufacturers is trying to 
start and strengthen throughout the timber 
area. 

In Klamath Falls, each Weyerhaeuser em- 
ployee was given a pledge card to sign, and the 
pledgers agreed to ask that their purchases be 
packed in wooden boxes. The cards listed 
goods known to be shipped into Klamath in 
wooden boxes. R. C. Groesbeck, chairman of 
the industrial committee of the Chamber otf 
Commerce, called a mass meeting of citizens 
to call their attention to the importance of this 
movement to local trade interests. Speakers, 
besides those representing the various service 
clubs, included Floyd Hart, of Medford, Ore., 
president of the National Association ol 
Wooden Box Manufacturers; George J. Pear- 
son, of Bend, Ore., 4-L representative on wood 
promotion work; and T. Durment, secretary 
of the Weyerhaeuser Promotion League. About 
200 were present. 

Mr. Durment made it clear that the —_ 
ment is in no sense a boycott but “merely 
plan to help those producers who are helping 
us.’ Mr. Hart said that sales managers of 
some of the largest firms have agreed to use 
wooden boxes if so requested by their cus- 
tomers. 


— oo 





MILTON was ii wth an elm tree in 
the Chalfont St. Giles, Bucks, England, which 
is said to be over 500 years old. Bits of the 
bole are in keen demand. The stump is to be 
left as a memorial to Milton. 
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The Old Tree's Crown 


An old tree fell last night 
Outside my door, \nd life how brief! 


One stabbing sword of light, 
One thunder’s roar, 

A tree, with all its might, 
A tree no more. 


The tree still 


And here am I, so sure 
[ shall not fail. 
How long shall I endure 


Shall speak 
And may I the 


Some sudden gale? As went the 


The woodland insecure, 


Shall man prevail ? For men to 


How weak is human pow’r, 


Yet, even in its hour 
Of death and grief, 


And bore the leaf. 


As of the tree, 


Aye, wear as green a crown 


May men remember then 
Not that I fell, 

May they remember, when 
The tale’s to tell, 

I lived the life of men, 
And lived it well. 


wore the flow'r 


the town A grandeur may | wear 
of me; In death the same, 
‘n go down A crown as green, as fair, 
> tree, As free of blame, 

Aye, leave forever there 


see. An honest name. 





Heat 


I never saw the old equator, 
Or sat upon a crimson crater, 
I've never seen the Hebrides, 
Or sailed the South Pacific seas 
| never have grown limp and florid 

In any other region torrid, 

I've never walked a sun-baked street, 

But none the less I have seen heat. 

‘Twas, strange to say, amid the snow, 

The weather twenty-one below: 

For many a bunkhouse I remember, 

\bout that time, about December, 

When some confounded lumberjack 

Would throw that bunkhouse stove-door back 
And shove enough good cordwood in it 

To roast an ox in half a minute. 


It might be twenty under zero, 

But he burned Christians like old Nero. 

He stoked that stove, and shut the door, 
\nd ran it up to ninety-four. 

Half Eskimo, and one half Zulu, 

The oldtime logger was a lulu, 

Could stand more cold, yet stand more heat, 
Than any man you'll ever meet. 


' 
We See b' the Papers 

One way to avoid speed traps is not to speed. 

The President is on a two weeks’ vacation. 
Ho, hum. 

If we only went to the Lord like we do to 
Washington! 

But we wouldn't lay a proposition like ours 
before the Lord. 

The way to double the worker’s wages seems 
to be to treble prices. 

American industry doesn’t know where it’s 
going, but it’s on its way. 

Mr. Roosevelt, it seems, has been raising cot- 
ton, peaches and cattle. And that ain't all. 


We'll save $49,000,000 on the Army next 
year. Good! But we'll still spend $225,000,000. 
Gosh! 


“New York Needs Money; Plans Sales Tax.” 
When bigger taxes are wanted, visitors will 
pay them. 

The new deal will be all right for the retail 
lumber business if it doesn’t produce a lot of 
new dealers. 

Brazil sends an ex-chief of police as its en- 
voy to the Chicago exposition. These stories 
about us will not down. 

We wish those Kansas City friends of ours 
who used to make remarks to us about Chicago 
gunmen would please write. 

Let's hope while we are putting up the Ameri- 
can tlag July 4 our delegates to the economic 
conterence aren't hauling it down. 

Wheat broke nearly 2 cents a bushel on 
news that it was to be “helped.” That’s what 
we think of some of the help that is offered 
to us, too, 

I'welve records were broken in the national 
track meet at the Chicago exposition. In fact, 


to the spectators the boys looked like a lot of 
Congressmen passing laws. 

\ “Century of Progress” is all right, of 
course, but the present idea is that a century 
of progress ought to be achieved in not more 
than six months. 

Prof. Dodd wants to put all the unempl 
on farms. One of the pet illusions is 
anybody can run a farm. When, as a matter 
of fact, not even a farmer can. 





Between Trains 


Scranton, Pa.—There is one thing, among 
a number of things, about L. F. Loree. presi- 
dent of the Delaware & Hudson, known as the 
stormy petrel of the eastern railroad situation: 
When he has anything to say, he comes right 
out and says it. Tonight we held forth (or, 
rather, he held first and we held second) at 
the annual dinner of the Scranton Chamber of 
Commerce—the largest in its history, by the 
way, depression or no depression. For example, 
he waded into the full crew law as a “monstrous 
imposition” on the railroads. He told of an 
unnecessary trainman one of his trains has to 
carry, and said: “We have to call him, furnish 
him a lantern, pay him, and put up with his 
company.” He also hurled a few brickbats at 
the Interstate Commerce Commission, and the 
evil of permitting lawyers to take rate reduc- 
tion litigation on a contingent fee basis. So a 
pleasant time was had by all, especially the 
shippers and consumers who really pay the 
trainman and the lawyer in the last analvsis. 
President F. E. Williamson, of the New York 
Central, and President J. M. Davis, of the 
Delaware, Lackawanna & Western, were also 
among those present, and, although they didn’t 
have anything to say, we suspect they did a 
heavy tonnage of thinking. 

But we want to pass along to the young 
lumbermen something Mr. Loree passed on to 
us in the chat- we had with him after the cap- 
tains and kings (that is, the captains of in- 
dustry and kings of finance in Scranton) had 
departed. He is, as you know, the last of the 
Old Guard that included Harriman and Hill. 
There were giants in those days. He said: 

“Tell your son that an opportunity that comes 
only once in a generation is his, and every 
young man’s, today. Tell him there have been 
many changes in management, and men, and 
methods, and the young man who gets in now, 
into any enterprise, with any concern, is get- 
ting in on the ground floor. Opportunities will 
be many, and advancement will be rapid. Ii I 
were a young man, I would line up with some 
corporation now, even if I didn’t get any pay. 
It is, as I say, a chance that happens only once 
in a generation.” 

Mr. Loree has himself been president of the 
Baltimore & Ohio, and of the Rock Island, and 
is the present president of the Delaware & 
Hudson and the Kansas City Southern. And 
here’s another thing the grizzled veteran of 75 
years told us, when we asked him. He is up 
every morning at seven, rain or shine, winter 
or summer. That is another thing young men 
“might remember. 
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A Good 
Investment 


Inventory of good 
old-fashioned Virgin 
Longleaf Yellow Pine 
Lumber is a cream in- 
vestment at today's 


market. 


YQ 


WIER LONGLEAF 
LUMBER CO. 


HOUSTON, TEXAS 


Mills: Wiergate, Texar 























Goldsboro N. C. PINE 


Our “Jiffy Service,” by rail and water, 
will keep you supplied with all items in 


Yard Stock : Shed Stock 
Let us prove it on your next order. 
JOHNSON & WIMSATT 

Washington, D. C. 














CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress Lumber, 
Lath and Shingles 
Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER, LA. 














“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicage Denver Sen Francisco 
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New England Trade News 


[F. J. Caulkins] 


Boston, MAss., June 19.—A general meeting 
otf New England wholesale dealers is to be 
held at Boston about two weeks hence, with 
President Max Myers, of Cleveland, and Sec- 
retary W. W. Schupner, of the National-Ameri- 
can Wholesale Lumber Association, both of 
whom have taken an active part in all confer- 
ences in shaping the lumber “Code,” under the 
Industrial Recovery Act. Its provisions in fine 
detail will be explained. Several joint meetings 
oi whelesale and retail dealers in the Boston 
district have already been held, in an effort to 
lorm a compact under which each group shall 
deal exclusively with accredited “regulars” in 
the other group. Recovery of the lumber in- 
dustry at the producing end is already well 














| BURTON -SWARTZ 
CYPRESS CO. 
PERRY, FLA. 


Tidewater Red Cypress 


THE BEST 
OBTAINABLE 








The Largest Stock in the 
Entire Industry 























Idaho— 
Ponderosa— 


WHITE PINE (te... 





Also and Sugar Pine 


Fir Wallboard $292" 274 


West Coast Products 


William Schuette Company 
New York 


Office—220 Sth Ave. PITTSBURGH, PA. 











.__ | HIATT’S PIECE PRICER 


HIATTS f 


Is taking the country by storm 
Unexcelled for 


) Speed — Accuracy - Simplicity 
An advance of $20 a M is an advance of 


only 16c on a 2x4—12. Seems much less, 
doesn't it? Full information on request. 


L. W. HOLLEY & SONS CoO. 
HOLLEY BLDG. DES MOINES. IOWA 























Sell More 













Modernizing Jobs 


by showing prospective customers how the 
completed job will look, how much it will 
cost. 

Send us your prospect’s own sketch or 
anapshot of present building with suggestion 
of what change is desired. We will furnish 


FLOOR LAYOUT, PERSPECTIVE SKETCH, 


LUMBER AND = $2.50 


MILLWORK LIST 
Send us 


Immediate attention by air mall. 
a trial job—will make money for you. 

We also make, sell and rent models made 
to your plans and specifications. We fur- 
nish house plans and material lists. Write 
for special low prices. 


Lumberman’s Drafting 


& Listing Service 
233 Drumheller Bldg., Walla Walla, Wash. 


advanced. Gains at the consuming end are 
naturally less pronounced at the moment. 

Because of heavy accumulations of freight 
on the West Coast for movement to Atlantic 
Coast ports, the Luckenbach fleet of intercoastal 
freighters has pressed all its boats into service, 
and announces sailings from Boston every five 
days, instead of weekly as formerly. The Shep- 
erd Line of three lumber boats has been in- 
creased to four. 


West Coast Fir and Hemlock.—The situa- 
tion here continues tense, with sellers in 
complete control of the prices, advances ex- 
pected almost daily, and practically all par- 
cels afloat disposed of well in advance of 
arrival. The freight rate for July has been 
moved up to $10 and, with the surcharge of 
25 cents and a charge of 25 cents for insur- 
ance the transportation cost is brought to 
$10.50. Receipts for the month to date have 
not been heavy for, aside from the consign- 
ments coming in the regular liners at Com- 
monwealth Pier, the total is 3,803,780 feet. 
In a heavy cargo due tomorrow all parcels 
have been sold. All of the May and June 
price advances are included in the current 
quotations, with c. i. f. sales taking the dis- 
count from page 10% of the West Coast 
manual, with page 12 applying for deliveries 
on dock or cars. A meeting of sales man- 
agers was held in Seattle on Friday, and 
as a result Atlantic Coast distributors look 
for an early advance of $2 per thousand right 
through the list. Quotations for boards, 
square edge, on dock or cars at the Boston 
terminals, are: No. 1, 8- and 10-inch, $23; 
12-inch, $24; No. 2, $20.75; No. 3, $17.75. Add 
50 cents to these prices for matching. The 
yards have continued to buy ahead freely for 
summer and fall needs. Deliveries from the 
vards, though far below normal for this sea- 
son, have increased substantially through 
May and June. 

Eastern Spruce.—The “firm price” 
of $1.50 per thousand on June 6, made by 
the Canadian Lumber Manufacturers’ Asso- 
ciation to cover all dimension spruce, is fol- 
lowed today by a second advance of $1 for 
all sizes 8-inches and under and 16 feet and 
under, bringing the price for these 
sizes, delivered at Boston freight points, to 
$30. Smaller sizes of random are quoted at 

97 


27; 6-inch, $28; 8-inch, $30, and 10-inch, $32 


Oe. 


advance 


base 


The 5-inch and up covering boards are held 
at $29.50 and there are fewer so called free 
lance mills seeking orders at lower figures. 
New season logs are now running into the 
mill boom of Madawaska Co. at Van Buren, 
Me., and that 2-band sawmill begins active 
operations today. 


Lath and Shingles.—Eastern 
lath record no 


spruce slab 
price changes, the 1%-inch 
size still being quoted at $3.50, with the 
wider size at $4. Eastern white cedar shin- 
gles are holding the price gains of June 6, 
which brought extra grade to $4.25: clears 
to $3.50, and 2nd clears to $2.50. The mar- 
ket for West Coast cedars is heavily over- 
sold, with the price level mounting almost 
daily. This is due to a scant supply of logs 
at the mills, coupled with a strong interior 
demand at all rail points west of Chicago. 
Few consignments by water to Atlantic Coast 
points have been available. For all-rail 
shipments the delivered price at Boston 
points for the 16-inch XXXXX has been ad- 
vanced from $3.39 to $3.54 per square, while 
the 18-inch Perfections move up from $3.69 
to $3.84, a clear gain of 45 cents within the 
month. Offerings of waterborne shingles at 
the Boston docks are limited, and quotations 
rule at $3.35 for the XXXXX, and $3.65 for 
Perfections. 


Maple Heel Stock.—There is considerable 
inquiry for stock for delivery two to four 
weeks hence, when the new season opens at 
the heel plants. The maple mills feel that 
the supply of desirable stock will be quickly 
absorbed, and the tendency is to hold the 
No. 2 grade at close to $68@70. There is 
very little if any outlet for the No. 1 grade 
at any of the New England plants. These 
maple mills report a freer movement of birch 
and beech lumber, with the market for inch 
birch quite firm at $56@60 for FAS, and 
$40@45 for No. 1 common. 


Pine Boxboards.—Stocks at the New Eng- 
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land mill yards are lower than one year ago, 
due to heavily curtailed production during 
the winter months, and a larger call for 
wood containers at the box shops. Desirable 
lots of inch round edge are quite steady at 
$14@15, and most sales of square edge are 
at $22@25. 


Wood Samples on Display 


Through the courtesy of A. G. Williams & 
Co., retail dealer and woodworker at Taun- 
ton, Mass., the Boston office of AMERICAN 
LUMBERMAN, at 79 Milk Street, has on dis- 
play a 12x16-inch box built of cypress and 
finished natural, containing sample pieces 
21%4x5 inches, each % inch thick, of forty- 
eight varieties of native American woods, 
and embracing about all of the species of 
both hardwoods and softwoods used com- 
mercially. Each piece is appropriately la- 
beled, and the source, annual production and 
uses are indicated. 


Residence Building Makes Big Gain 


Official May building figures for Massa- 
chusetts recorded a gain of 35.5 percent over 
April. These figures do not include large 
engineering contracts or State or Federal 
buildings. Of the permits issued in May, 208 
were for the single house or one family 
dwellings, and only six of the two-family 
type. The cost of remodeling and repairs 
within the month was 45.6 percent of the 
whole, and the estimated cost of new resi- 
dential structures was 40.7 percent. The 
balance, representing non-residential con- 
struction, was 13.7 percent. 


New York, N. Y. 


Prices continue to advance, and orders still 
exceed available’ stocks. Ponderosa and 
Idaho pines advanced $3 to $8, with mills 
short of stock, especially in commons. South- 
ern pine continues to advance and is up 
about $2 average since the last report. 
Douglas fir shows a slight falling off in de- 
mand. Intercoastal rates continue to rise; 
rate for July is $10.25; August rate has not 
yet been set. Southern pine roofers are in 
heavy demand, and price here is $24 and $25. 
Demand from abroad is falling off as prices 
here increase, 


Philadelphia, Pa. 


The upward trend in prices continued last 
week, and there seems to be no slackening 
in orders from the several thousands of re- 
tailers in the territory adjacent to Philadel- 


phia. There is some new building in Phila- 
delphia and its suburbs, but much of the 
business is coming from owners of retail 


yards, whose stocks have become exhausted 
during the depression, and who are now 
frantically buying right and left in order 
to replenish their sheds before controlled 
production advances quotations. North 
Carolina pine, according to Robert G. Kay, 
of the Kay Lumber Co., has advanced $8 a 
thousand since the first of April and it is 
predicted that, if the activity continues on 
the present level, prices will be up another 
$2 before the end of the month. 

The brewing interests of Pennsylvania, 
New York, New Jersey and Maryland have 
been in the market heavier than ever before, 
any many orders for box lumber and soft- 
wood for building use have been traced to 
the extensive chain of breweries in this dis- 
trict. Several plants are enlarging their 
capacity, and with the opening of each there 
comes a fresh demand for crate lumber. The 
barrel factories are also enjoying the biggest 
season in many years. 

Reports of very satisfactory business in 
hardwoods are being heard on all sides. 
With the reopening of the larger industrial 
establishments in Camden, Wilmington and 
Philadelphia, calls are coming in daily for 
the various hardwoods used in the manufac- 
ture of furniture, radios and vehicles. The 
wholesalers who have depended in the past 
on industrial business are once more busy. 
At the office of a prominent hardwood dealer 
it was stated that prices will advance $10 
a thousand before fall. Maple flooring, first 
grade, 25/32x2-inch was moving rapidly last 
week at $52, and the 25/32x2%-inch sold 
from $58 to $59 in Philadelphia. Clear quar- 
tered white oak flooring 25/32x2- and 2%- 
inch has jumped from $75 to $80, and select 
quartered was quoted variously from $68 to 
$74, with prices slowly but surely strength- 
ening. 
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National 


Production, Shipments and Orders 


WasHINGTON, D. C., June 19.—Following is the No ‘ional Lumber Manufacturers’ Association report for two weeks ended June 10, 1933, and 
for twenty-three weeks ended that date, covering milis wiose statistics for both 1933 and 1932 are available, and percentage comparison with sta- 
tistics of identical mills for the corresponding period of 1932: 



































TWwO WEEKS Average No. Producti Percent Shipments Percent Orders Percent 
Softwoods: — ant of mills 1933 of 1932 1933 of 1932 1933 1932 
Southern Pine Association...... b sib aw 6 & meee 100 52,529,000 119 69,907,000 164 77,795,000 180 
West Coast Lumbermen’s Association....... 172 150,625,000 150 186,881,000 154 229,216,000 190 
Western Pine Association................6+. 112 74,524,000 122 87,872,000 141 97,635,000 165 
Northern Pine Manufacturers............... 7 6,779,000 22 6,344,000 124 5,325,000 106 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 1,422,000 541 2,716,000 184 2,082,000 207 
Total — ee ee eee ee ee eee 407 285,879,000 137 353,720,000 152 412,053,000 180 
Hardwoods: 
ardwood Manufacturers’ Institute.......... 167 20,770,000* 118 42,292,000* 186 47,024,000* 247 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 1,351,000 264 4,357,600 258 3,937,000 503 
i CO. si owe ch epeeeate whe dee eh 183 22,121,000 122 46,649,000 191 50,961,000 257 
I i ohare yg a hie ark aR ke 574 308,000,000 136 400,369,000 155 463,014,000 186 
TWENTY-THREE WEEKS 
Softwoods: e 
Southern Pine Association...............06. 103 103 574,171,000 110 625,793,000 119 
West Coast Lumbermen’s Association..:.... 172 1 100 1,435,735,000 9S 1,629,717,000 118 
Western Pine Association................... 119 89 670,692,000 83 737,646,000 92 
Northern Pine Manufacturers............... 7 116 38,745,000 86 40,544,000 102 
Northern Hemlock & Hardwood Mfrs.’ Assn. 17 75 21,672,000 125 21,925,000 126 
mi. meeeweess Pere Tere ee Ce ere ee eT ee ee 418 2,212,974,000 98 2,741,015,000 96 3,055,625,000 . 110 
ardwoods: 
Hardwood Manufacturers’ Institute.......... 168 169,840,000 82 265,289,0007 97 278,337,000F 109 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 17 12,377,000 66 28,949,000 98 31,761,000 124 
I ID i'n: Baik a a; Sid Sik oa mere ee 185 182,217,000 S1 294,238,000 97 310,098,000 111 
SE Seaham nase tw anintea hin pecs 586 2,395,191,000 97 3,035,253,000 96 3,365,723,000 110 
*Second week estimated; actual report delayed. +22 weeks. 
Western Pine S ; 
eal chains wv eons Se Orders 40 Percent Over Cut 
-ORTLAND, ORE. > 21.—The Weste i ‘ 
Portl AND, JRE., J une The W estern Pine [Special telegram to AMERICAN LUMBERMAN ] 
Association reports as follows on operations of Was ae te oF 99 —Six iets Cae dae tot ———" 2 ee 
Inland Empire and California mills during the aoe . ©, June 22,—S1x ne a or sd na weeks ended june 1 reporte 
: ele ende > 17: as tollows: eck 0. © ‘ ; 
two weeks ended June 17: a ended Mills Production Shipments Orders 
+ sere peal er - — Seen, Southern Pine Association (North CarolinaJune 10 104 27,237,000 36,665,000 39,362,000 
ae aca ub eae baa buh June 17 101 28'461,000 37,455,000 35,471,000 
Orders received ................ 110,115,000 West Coast Lumbermen’s Association.......« June 10 180 83,518,000 104,286,000 128,856,000 
; 4 : gr et big e : 
Report of average of 107 mills: P June 31 srt 53,646,000 59,580,000 116,418,000 
Average weekly capacity........ 127,975,000 | Western Pine Association (Inland EmpireJune 10 105 38,560,000 3,558,000 49,152,000 
Weekly average for 3 previous } ee Ne eer, June 17 114 41,941,000 49,092,000 60,963,000 
PEGE étecene ess cesapeneweewne® 58,618,000 | Northern Pine Manufacturers..............: June 10 7 3,363,000 3,434,000 2,760,000 
Actual production, weekly average 39,383,500 June 17 7 3,742,000 3,485,000 4,927,000 
Weekly average of identical mills; average Northern Hemlock & Hardwood Manufac-June 10 14 764,000 1,111,000 798,000 
number, 107: -——Two Weeks Ended——, Suen BOGGGIRIEOR., 25 0000s 066s 0s Seweuseuct June 17 17 1,177,000 1,762,000 1,889,000 
June 17, 1933 June 18, 1932 — - 
Production ........ 39,383,500 31,482,000 | mortals June 10 410 153,442,000 189,054,000 220,928,000 
Shipments ......... $5,692,000 $1,417,000 | sta an Sod haan a cla as oath ae June 17 420 157,967,000 181,024,000 219,663,000 
Orders received..... 53,683,500 27,556,500 | Hardwoods 
Identical Mills: ardwood Manufacturers’ Institute....... June 10 226 12,848,000 26,121,000 30,200,000 
Production, weekly average for 3 | a. Seo . June 17 227 15,938,000 25,504,000 31/013,000 
previous years (average num- Northern Hemlock & Hardwood Manufac- , 5 9 1 2 
: , Pe ” ‘ ‘ ate bara fee June 10 14 590,000 1,992,000 1,369,000 
Wer Of BRETEG, BOD) ik cciccawecce 40,429,000 tuber AORUCIRTIOG i os icb veces veceeeusses io. a 17 802,000 2'314'000 1'306,000 
On June 17, On June 18, ana =e 
or. 1933 1932 BOER. 2 ceived seve wwes ita sibs" Sasa eae ce ia a June 10 240 13,438,000 28,113,000 31,569,000 
Unfilled orders (113 June 17 244 16,740,000 27,818,000 32,819,000 


WEES. esecnevcest 163,445,000 130,625,000 





West Coast Review 


[Special telegram to AMERICAN LuUMBERMAN] 
SEATTLE, WASH., June 21.—The 181 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the two 
weeks ended June 17 reported: 
Production 83,583,000 
Shipments 96,998,000 16.0% over production 
Orders 123,659,000 47.9% over production 
A group of 252 mills whose production reports 
ome 1933 to date are complete reported as fol- 
OWS: 


Average weekly cut for 24 weeks— 
1932 


iC bd Rew aoe ee ealaalale emia wae 65,086,000 

EE I ee ae nt owe 65,346,000 
Average cut for two weeks ended 

A SESS ea ene ESE Re 93,551,009 


A group of 181 mills, whose production for 
the two weeks ended June 17 was 83,583,000 
feet, reported distribution as follows: 


Unfilled 
< Shipments Orders Orders 
Rail ...... 32,952,000 42,807,000 108,498,000 

Domestic 

Cargo .. 41,285,000 54,198,000 235,259,000 
Export 15,414,000 19,307,000 109,395,000 
Local .... 7,347,000 Tree nesnaia, 


96,998,000 123,659,000 453,152,000 
A group of 172 identical mills whose reports 

of production, shipments and orders are com- 
plete for 1932 and 1933 to date, reported as 
tollows: Average for two 

weeks ended Average for 24 weeks 
: June 17, 1933 1933 1932 
Production 78,657,000 56,773,000 55,536,000 
Shipments 93,711,000 63,394,000 63,851,000 
Orders 114,763,000 





72,208,000 59,987,000 





Relation of Unfilled Orders to Stocks 


WasHincTon, D. C., June 19.—Following is statement for four groups of the gross stock and 
filled order footages June 11: 


rege No. of Gross Unfilled 
Association— Mills Stocks Orders 
Southern Pins AssOCistioW. cco sccctiacccccricccce 102 449,851,000 96,910,000 
West Coast Lumbermen’s Association........... 130 878,704,000 364,046,000 
Western Pie DNs 6606 oc hc 0 cccenvéaes 105 987,605,000 155,563,000 
Northern Pine Manufacturers............2s-cce8 7 156,423,000 8,205,000 





PINE 


OAK FLOORING—Red and White 


Quartered and Plain—Superior Quality— 
Perfect Manufacture—dAccurate Grading. 
RET 1@) py LONG LEAF PINE—Timbers, Dimen- 


HARDWOO Bs} ; sion and Lumber. 


SHORTLEAF PINE — Finish, Trim 
and Mouldings. 


HARDWOODS — Oak, Gum, Beech, 
Hickory, Tupelo, Elm, Ash, Cypress, 
etc. 


Order What You Need—Straight or Mixed Cars 


TREMONT LUMBER COMPANY, 


ROCHELLE, LA. 
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17 17 


VON PLATEN-FOX 
COMPANY 


Iron Mountain, Mich. 








Manufacturers of 17 
Different Species of 


NORTHERN 
HARDWOODS 


17 17 
CI PACIFIC COAST Co 




















TO SERVE 
YOU IN- 


2 PLANT 


MIXED- CARS 


Pine Lumber & Factory Products 


PONDEROSA PINE 
IDAHO WHITE PINE 


Se Long Lake Lumber Co 


-—-oR-— 
PINE FRAMES TRIM 
AND MOULDINGS 


7x SpokanePine 
ProductsCo. 











Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 






FAMOUS FEATHER RIVER 


SOFT PINE 


All Grades and Thickness— 
up to 16/4 





THICK UPPERS 
OUR SPECIALTY 
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Market News from Am|er 


Tacoma, Wash. 


West Coast Woods.—Further evidence of 
the steadily improving condition of the lum- 
ber industry has been apparent here in the 
last two weeks. Outstanding in this connec- 
tion were announcement of a price increase 
in lumber, and announcement of wage in- 
creases by several manufacturers, notably 
the Weyerhaeuser and Long-Bell interests. 
Most of the mills have orders to fill at old 
and lower prices, some for delivery as far 
ahead as thirty days. Few, it is reported, 
have taken orders farther ahead than that, 
because of the prospect of better prices and 
in anticipation of changed conditions under 
the industrial control act. 

Renewed activity in the intereoastal lum- 
ber trade is noted, June space is reported 
to be in good demand, and several lines are 
said to have chartered additional space 
for late June and July business. A lumber 
price increase was announced by the Puget 
Sound Mills, Associated, which handles the 
Atlantic coast business for approximately 40 
percent of the principal Puget Sound mills, 
including practically all of the Tacoma mills 
engaged in the east coast trade. The new 
price level puts common lumber $1 per thou- 
sand feet higher: vertical flooring, $23 to $5 
higher, and flat grain flooring, 
higher 

Foreign lumber charters are limited, with 
most shipments to Japan, China and Aus- 
tralia being done in parcel lots. 

Logs continue scarce, and there is a heavy 
demand for clear lumber. Encouraged by 
the outlook, additional camps and mills are 
reopening, many following protracted shut- 
downs, and others are augmenting their op- 
erations by increased shifts. The City Lum- 
ber Co. mill here has reopened on a schedule 
of four 6-hour days weekly. Another Ta- 
coma mill, the Western Fir Lumber Co., also 
has reopened. The Buchanan mill, in Olym- 
pia, has resumed after being closed for more 
Donovan No. 1 mill, at Aber- 
deen, which has been idle for three years, 
has reopened, as has the Wilson Bros. mill 
it Aberdeen, which has been down for more 
than a year. The Aberdeen Plywood mill has 
just added a second shift, as has the Grays 
Harbor Veneer Co. plant at Hoquiam. Schafer 
Bros. will start their camp and mill at Dryad, 
in eastern Grays Harbor County, immediately. 
Numerous logging camps have resumed in 
northeastern Lewis county. 

The Pacific Northwest Douglas fir door is 
rapidly regaining favor in United States and 
European markets, according to word re- 
ceived here. Manufacturers report that prices 
have increased 60 percent over the list price 
of a month ago. Veneer is reported to be 
up five points over previous list prices. 


Portland, Ore. 


Exceptionally high water in the Columbia 
River is inundating large areas of the lower 
Columbia River valley, and interfering with 
lumber manufacturing operations in many 
instances. Demand for lumber continues ac- 
tive, at stiffening prices, and prospects are 
regarded as bright. 


$3 to $5 





than a year. 


Minneapolis, Minn. 


Northern Pine sales continue to increase, 
though not in sensational volume. Head of 
the Lakes manufacturers report sales volume 
to date in 1933 has exceeded that for a cor- 
responding period last year. With two mills 
in operation, as compared with one all last 
year, volume of production also is in excess 
of that for 1932. Stocks are in short supply, 
being about 55,000,000 feet lower than last 
vear’s. Retail yards are the chief consumers, 
though box and crating interests are in the 
market with occasional orders. Prices con- 
tinue their upward trend. Dimension mate- 
rial has advanced $2 over previous quota- 
tions; No. 1 common, $2; No. 3 common, $1 
to $1.50; No. 4 and 5 boards, $1. With selects 
still above the average of quotations on 
competing lumber, no price changes have 
been announced. 


Mi'lwork.—Sash and door sales are increas- 
ing in the agricultural areas of the North- 
west, and another increase in prices is not 
far distant, manufacturers declare. Many 
inquiries are being received, and a fair pro- 
portion of these is followed by sales. 

Northern White Cedar.—There is good de- 
mand for 3-, 4- and 5-inch posts, with stocks 
of the first mentioned, a drug on the market 
some weeks ago, rapidly becoming depleted. 
The other two sizes are in fairly good supply. 
With highway constructfon and repair work 
under way in the various counties, some 
6-inch posts for guard rail purposes are moy- 
ing. Poles are not in great demand. 


Seattle, Wash. 


West Coast Woods.—These are exciting 
days, with the shingle and intercoastal mar- 
kets oversold, and other markets enjoying 
better volume. Interest in the Government's 
tremendous economic program is_ intense. 
Many meetings are being held seeking to 
make permanent the good business now com- 
ing in, and to prepare for developments. 

Rail—Increasing difficulty in closing busi- 
ness is greatly vexing operators, Several 
informants declared, “The mills won't pro- 
tect you long enough to wire.” Others said 
filling an order means getting a mill to pro- 


tect it. The mills are puzzling over where 
prices are going. Low stocks bother them, 
too. One informant declared, “For five 


straight weeks the mills have sold forty per- 
cent more lumber than they have produced.” 
Many mills hedge acceptance of orders with 
restrictions such as “Subject to advance in 
prices” or “For twenty-four hours.” Some 
orders are coming from southern pine terri- 
tory, because pine has advanced to the point 
where fir can compete. Canadian mills can 
now pay duty and freight and still make 
money in the American market. 


Intereoastal—Floods have caused mills on 
the Columbia and ajacent rivers to close, 
making impossible the loading of lumber 
contracted for. Hence June space is avail- 
able for spot loading in other districts. July 
space is almost gone. August space is await- 
ing announcement of the rate next week. 
No chiseling of the rate is reported. The 
volume moving is large. Several price in- 
creases have been put into effect, and are 
being absorbed. <A few believe the last ad- 
vance will slow down buying. A number of 
the mills are out of the market except for a 
few items, and, while production has _ in- 
creased, their stocks are still very low. 


California—This market is now fairly well 
stocked. Lumber is not moving out to the 
consumers in any great volume, and orders 
are expected to slow up. California yards 
won't pay new prices; their offers are ten 
days to two weeks behind current figures. 
The rate to California has gone from $4, 
maintained for many months, to $4.50. Space 
is in ample supply. 

Export—Japanese demand shows improve- 
ment. A good volume of lumber is moving. 
Shipping firms are now asking $4.50 for 
small squares and $5 for large squares, or 
about 50 cents over previous rates. China 
has not responded. The United Kingdom 
market is quite active, for the most part buy- 
ing clears. The Continent purchases mer- 
chantable — Germany leading the _ buying. 
U. K. rates are unchanged, and the July con- 
tinental rate has been extended to August. 
The east coast of South America, and par- 
ticularly the Argentine, is more active. 

Cedar Lumber—Combination mills are sell- 
ing shingles subject to the inclusion of 5,000 
to 10,000 feet of siding to the car, while 
others allow 5 cents a square on shingles if 
siding is purchased. Prices have not in- 
creased the last fortnight. Production is 
about the same as it was two weeks ago. 

Shingles—This market continues’ badly 
oversold, though production has increased 
slightly. Since June 1, shingles have ad- 
vanced on the average 50 cents a square. 
Another advance in the price of cedar logs 
makes further shingle advances probable. 
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Most mill order files are complete for at 
least thirty days ahead. Demand from the 
Southwest has eased up a little; orders now 
come largely from Wisconsin, Indiana, New 
York and adjacent States. The big line 
yards have been doing most of the buying. 
Better grain prices should bring a good fall 
business from the smaller country yards. 


Logs—lIncreased mill production and re- 
stricted input, due to the fire season, have 
combined to firm the log market. Shingle 
cedar has advanced to $12 and $13, and lum- 
ber cedar brings $18 to $20, the top figures 
not yet being general. Hemlock is steady 
around $7.50. Fir sales have been made at 
$8, $11@12 and $15@16, but $9, $13 and $17 
is forecast for next week High grade logs 
are much in demand. Low grade fir logs 
are plentiful, but cedar logs are scarce. 


Louisville, Ky. 


Southern Hardwoods—With lumber prices 
advancing steadily, those fortunate enough 
to have stocks are quoting subject to im- 
mediate acceptance and shipment only, and 
are refusing any orders for shipment at a 
later date. Prices are generally stronger all 
along the line, a number of items being sev- 
eral dollars higher than they were the first 
of June. While there is increased produc- 
tion, mill stocks are extremely low, while 
consumption is on the increase and con- 
sumers are making strenuous efforts to build 
up stocks. The furniture trade has a lot of 
new business in hand. Mail order and other 
big buyers of furniture realized that they 
had to cover. It is reported that some of 
these buyers have offered furniture com- 
panies contracts, and the producer to be 
safe is forced to cover sale with lumber pur- 
chases. That the furniture trade is more 
active is also shown in reports of varnish 
and lacquer manufacturers, one company re- 
porting orders for thirteen solid carloads of 
wood finishes received in ten days time from 
the Virginia and Carolina furniture manu- 
facturing industries. Hardwood flooring is 
also improving. It is noted that industrial 
purchases are on the increase. The automo- 
bile trade is also buying material because of 
increasing sales of cars and trucks, with 
stocks of lumber down to almost nothing. 
Some automobile sales agents today are ac- 
cepting consumer orders for cars only on 
basis of price at time of delivery, they not 
having stock on floor, and fearing advances. 


Buffalo, N. Y. 


Lumber demand has increased during the 
last two weeks, while prices have advanced 
to a greater extent than most buyers ex- 
pected, For example, 6-inch roofers, which 
were selling at $19 a few weeks ago, are 
reported quoted at $25. This week a number 
of southern sawmills withdrew all quota- 
tions, the explanation being made that the 
industrial control legislation will increase 
cost of production to a large extent, some 
estimates being 70 percent advance. Whole- 
salers are advising their customers to pro- 
tect themselves against a probable further 
rise in prices, and there is more inquiry be- 
ing made than for a long time. Some mills 
report that they have plenty of orders for 
the next two months. 

Hardwoods—Demand has been more active 
than for several months, and prices are 
showing much strength. Offers have been 
Withdrawn while buyers have held off, and 
higher prices have confronted them. Whole- 
salers say that in some items a rise of $10 
to $12 has taken place this year. Demand 
Is coming from an increasing number of in- 
dustrial sources, 

Western Pines—The market is strong all 
around. Idaho pine has had another advance 
in the last few days, and some of the mills 
report having little or no stock of leading 
items. A further advance is looked for, due 
to the increased cost of production under 
hew regulations as to wages. Retailers have 
been making fair purchases in order to safe- 


Suard themselves against additional rises in 
price 


Northern Pine—Prices display an advanc- 
ing tendency, and the buying shows an in- 
crease. Box factories have been in the 
market for a good deal of stock, as business 
in their line has improved considerably in 
the last few weeks. 


Memphis, Tenn. 


Southern Hardwoods.—Conditions are un- 
settled, because of constantly advancing 
prices and searcity of many items in demand. 
Demand for the last thirty days has been 
such that all stocks are very much depleted 
and very few of the items in best demand 
can be found in large quantities. Some items 
may have been advanced only $2, while on 
others advances of $10 to $15 have been 
asked and sales actually made. Common 
grades of inch oak are exceptionally scarce, 
and many common items are not available. 

Domestie orders have come from all groups 
of consumers, as practically all found their 
stocks low and have been trying to cover 
orders now on hand for their products. Little 
speculative buying has been seen, practically 
all lumber moving into immediate consump- 
tion. Flooring oak is hard ‘to find, and prac- 
tically all buyers for oak flooring manufac- 
turers are in the market at all times. 

Export demand, though slower than domes- 
tic, has been fairly good. Foreign buyers, 
while reluctant to buy while prices are un- 
stable, are finding that they must do so to 
insure deliveries, of American oak and ash 
particularly. 

Production.—Mills throughout the South 
are preparing to start operations. While pro- 
duction is but 25 percent of normal, it is felt 
sure that within a short time it will start 
climbing. Mills, however, are cautious. While 
weather is improving, water covers many 
acres of forest lands, and logging in some 
sections is practically impossible, and pro- 
duction will necessarily be curtailed. 


Warren, Ark. 


Arkansas Soft Pine—There is no indication 
of any let-up in the present strong demand. 
tecent price advances have apparently 
stimulated rather than :discouraged buyers. 
Demand has exceeded expectations of mill 
owners. Some mills are literally swamped with 
orders, which will require several weeks to 
fill, foreing them to practically withdraw 
from the market temporarily or limit accept- 
ances of business. It is becoming increas- 
ingly difficult to place badly mixed orders, 
which are seldom accepted without revision 
and omission of some items. Larger inquiries 
have been received this week than for many 
months past. Industrial demand continues 
to expand. There is some question as to 
how much speculative buying is being done 
by retailers, but mill owners would not ob- 
ject to a breathing spell to catch up with 
orders booked, and accumulate’ standard 
items needed to take care of the fall demand, 
which will make its appearance within 60 
days. The small mills are having no diffi- 
culty in selling their stocks. No additional 
small mills have started operating but recent 
price advances have interested several 
operators, and they plan to resume opera- 
tions before fall. A few mills have sold 
rather sparingly, and still have small order 
files backed by sizeable stocks, but none of 
the large mills can boast of well assorted 
stocks. Instructions to salesmen have shown 
a decided increase in the number of over- 
sold items, and of items added to the list of 
those on which sales are limited to small 
quantities. All lengths of 2x4-inch dimen- 
sion are in limited supply with demand cen- 
tering on 12-foot, which is scarce. The 10-, 
18- and 20-foot lengths of 2x4, 2x8 and 2x12- 
inch are also scarce. There is a growing 
searcity of 2x6-inch, except 14- and 16-foot. 
In No. 1 boards, all) items are scarce except 


S-inch, largely 14- and 16-foot. The only 
item of No. 2 boards in good supply is 1x12- 
inch, 14- and 16-foot. All items of No. 3 


boards are scarce, except 1x4-inch crating 
and heavy sales have been made against this 
item. Scarce flooring items include 1x3-inch 
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Co PACIFIC COAST C3 
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HOME 
OF FINE 
QUALITY 


Klamath has long been known for the 
fine quality of its Ponderosa Pine. Crater 
Lake begins with this dependable, basic 
quality and maintains it through to de- 
livery to you. Depend on us for your 
needs in 
Selects - Common 
S4S or Rough 


Shop and Box 
Let Us Quote on Your Needs 


SPRAGUE 
RIVER, 
OREGON 


Huntington 
Taylor, 
General 

Manager 


WHITE RIVER 
LUMBER COMPANY 


For Mixed Cars of 


YARD and SHED STOCK 


Including Bevel Siding, 
Mouldings, Lath, 
Shingles 


ENUMCLAW, WASHINGTON 











Baughman’s Buyer 
and Seller 


Awell known calculator for standard lumber sizes 
to which is appended a considerable number of use- 
ful miscellaneous —o> All editions have full cut- 
in index. Desk size, 300 pages, 5x7 inches, red water- 

ained flexible leather, $4. 00; black seal grain, $5.00; 

lue morocco are, gilt edges, $6.00; brown imita- 
tion leather, $3.00. Pocket edition, "3%4x6 inches, 
with cut-in indexes. 


&n Silk Cloth, $1.50; Red Leather, $2.00 
Blue Morocco with Gilt Edge, $3.00 


FOR SALE BY 


American Lumberman 
431 So. Dearborn St., Chicago, Ill. 
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B&better and No. 1 flat grain 1x4-inch, with 
No. 2 droppings grade in limited supply. 


Southern Hardwoods—Further price ad- 
vances have apparently brought an improved 
demand for all items. Flooring manufac- 
turers are picking up rough dry stock where 
it can be found at reasonable prices. Select 
white oak flooring is scarce, along with sev- 
eral other items of flooring. A number of 
hardwood operators have partly withdrawn 
from the market, and have instructed their 
salesmen to leave no quotations behind. 
With few exceptions, hardwood concerns 
have increased their working forces, and, in 
some wage increases have been 
reported. Logging conditions are about nor- 
mal throughout this section, and logging 
crews are busy. There is a general scarcity 
of logging teams, so several carload ship- 
ments of teams were made to southern 
Arkansas this month. All available trucks 
are busy Several small mill operators are 
planning to resume operation in the near 


: Baltimore, Md. 


North Carolina Pine—Some divisions show- 
ing a gain in activity, and others fail to im- 
prove. Box grades are in continued demand 
at prices which seem attractive. Construc- 
tion sizes are in very moderate request, but 
are higher than they were, with 2x4-inch, 
16-foot ranging around $17. Air dried box 
stocks are around $15, with kiln dried at 
$16@16.50. The supplies on hand about suf- 
fice to take care of current needs 


instances, 


Georgia Pine—Demand for longleaf con- 
tinues decidedly moderate, but prices have 
advanced and sellers refuse to book business 
except at the higher levels. Stocks in the 
vards here are small. 

Cypress—Demand has lagged. Yards here 
have found their stocks about adequate until 
now, but it looks as if replacement would 
necessary on a farly broad scale. 
The mills are quite firm and a sharply higher 
price range is expected, 

Douglas Fir—The 


become 


tendency is toward 
higher levels, with all previous advances 
maintained With freight rates up, the mar- 
ket has undergone a very positive improve- 
ment. 

Hardwoods — Demand here is decidedly 
more active, with quotations going up at 
short intervals. Sap gum has been marked 
up $10 in the last three weeks. Oak flooring 
is stiff, with maple flooring rising, and the 
total lift in prices estimated at 30 to 40 per- 
cent A further reduction in stocks at pro- 
ducing points is to be noted, and price lists 
are being withdrawn. Fluctuations in cur- 
among drawbacks that retard 
recovery in foreign markets. 


Norfolk, Va. 


North Carolina pine trade has been very 
active The mills are getting more orders 
than they can fill, and stock of all items is 
very scarce There is no desire on the part 
of anybody to sell ahead, as prices are ad- 
vancing every day. It is true that a num- 
ber of mills have started up, or will start 
up, but a number are refusing to quote, ex- 
cept at radical advances, believing the Fed- 
eral Government will establish much higher 
prices Many wholesalers have withdrawn 
their lists entirely, and are taking orders 
subject to acceptance. 

Higher Grades.—There has been a very 
much better demand for B&better in 4/4 
and thicker Inquiries and orders from New 
England have picked up Orders are being 
returned daily. Some mills are just accumu- 
lating stock. Demand for No. 1 common 
and other items has been good, and stock 
is far from plentiful. Prices are advancing, 
but not as fast as on B&better items. 


rencies are 


Dressed stock.—Planing mills have been 
kept very busy. Flooring has advanced 
again Orders for solid cars of one grade 


and one width are numerous. Some whole- 
salers are buying ahead. Kiln dried and 
air dried roofers have been very active, and 
prices are soaring tecent sales of 6-inch 
tir dried were made at $14.50, f. o. b. cars 
Georgia Main Line rate; $15 for 8- and 10- 
inch, $15.50 for 12-inch. Talk is rampant 
that roofers will soon be selling for $20 and 
$21, mill 

Box manufacturers continue very busy, 
and are buying all the tupelo gum, poplar, 
4/4 edge box air dried and kiln dried, also 


AMERICAN LUMBERMAN 


stock box pine, that they can get hold of for 
prompt shipment. Prices are advancing 


right along. Many mills refuse to enter 
into any long-term contracts. There is a 
brisk demand for No. 2 box, dressed. Some 


items of stock box are changing from day 
to day. There is good demand for 4-inch 
box, and it is now being sold at $10, f. o. b. 
cars Georgia Main Line rate. Box bark 
strips are also moving better, even at fur- 
ther advances. The mills have little to of- 
fer, and raise the price when they are able 
to secure advances on other items. 


Macon, Ga. 


Georgina Roofers.—The lumber trade of the 
South is coming out of the depression. Re- 
ports indicate that most mills of Georgia are 
operating again. Sales are brisk and in- 
quiries heavier than at any time since the 
World War, and prices are rising. Lots of 
mills have orders booked ahead in sufficient 
volume to insure operations for several 
months. Nearly all species are being sought 
by the trade. As yards in the big centers 
have allowed their stocks to become depleted 
there is a rush to replenish them. The Cen- 
tral of Georgia has put eight hundred men 
to work full time in its shops repairing cars 
and is taking a good deal of car material. 
Railroads are also buying ties. 

Hardwoods.—The furniture trade is re- 
ported to be.a liberal buyer. Oak for floor- 
ing is in especially good demand. The crate 
and basket companies have been doing a good 
business, for there are 8,000 cars of Georgia 
peaches in sight for this season. The beer 
industry has placed a lot of stave contracts 
in this territory. 


Jacksonville, Fla. 


Jacksonville wholesalers report that they 
are unable to fill more than a small per- 
centage of the orders offered them by their 
regular customers, and they are receiving 
inquiries from concerns that they have not 
sold in many months. During the last two 
weeks, Florida manufacturers have acquired 
such heavy order files that they are turning 
down far more orders than they are ac- 
cepting, with prices from $2 to $5 higher 
than the prices of sixty days ago. The 
large mill of the Putnam Lumber Co., at 
Shamrock, Fla., is adding approximately 
two hundred men to the payroll this week, 
and will be operating full time within a very 
short period, for the first time in many 
months. Practically the same condition is 
true of Brooks-Scanlon Corporation, at Foley, 
Fla., and many of the other larger pine mills 
of Florida. Small pine mills throughout the 
State that have not been in operation for 
over a year are now starting up. The large 
creosoting plant of Eppinger & Russell Co., 
located in Jacksonville, is running full time, 
and turning out its full capacity of treated 
lumber and ties, and has had to refuse 
some business due to its large order file. 


Southern Pine mills advise that more in- 
quiries are now in circulation than for the 
last eighteen months. They come from all 
parts of the country, with railroads ap- 
parently very anxious to place orders with 
longleaf mills for large sizes that can be 
carried in assembly yards for a long period, 
and are also buying other materials that 
will be used immediately. Industrial con- 
sumers have not been quite as active buyers 
as railroads. Larger retail yards in the 
North and East are coming into the market 
strong, and asking for quick shipment. The 
nature of this yard business indicates the 
stock is for future requirements. Yards in 
Florida have come into the market much 
stronger than was expected, and especially 
yards from the southern part of the State. 
Locally there is considerable building ac- 
tivity and the yards in Jacksonville report 
business improved at least fifty percent in 
the last two weeks. Also there is consid- 
erable activity at Jacksonville Beach, on 
summer homes and bulkheads, where timbers 
and cypress plank are being used in large 
quantities. 

Cypress inquiries are from all over the 
country, and orders are in larger volume 
than at any time for the last year. The 
yards are buying in view of increased prices 
in all items. Regular cypress buyers re- 
port that their business has increased to 
such an extent that it is necessary to carry 
a larger and a more general stock. The 
larger mills are adding men and increas- 
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ing their running time. While some saw. 
mills will be late in starting, due to the 
large supply of dry stock on hand, it has 
been necessary to increase the time at the 
planing mills. Many of the smaller cypress 
mills that sell their stock partly dry, anq 
in many cases green, are also starting. Much 
of the small mills’ stock is going to the 
wholesalers for stocking on yards for dry- 
ing. This stock is usually long lengths of 
tank grade that the larger mills do not 
handle to any extent. 


Hardwoods have been booming, and mills 
report a shortage of some of the best sell. 
ing items. Prices continue to advance jn 
these items, and a general revision of prices 
in all items will likely be made in the next 
week or ten days. The oak flooring plants 
have been very active in buying, and prices 
are stiffening every day, with orders becom- 
ing extremely difficult to place. The auto- 
mobile body builders are also buying, and 
furniture factories are in the market strong. 
Exports have been very active, but the last 
few days sales dropped off somewhat. The 
domestic trade, however, can take care. of 
the hardwood output. Demand has called 
for so many special items that there is likely 
to be a shortage in the best sellers, while 
others will accumulate. 

Exports for May included the heaviest lum- 
ber shipments from Jacksonville since Janu- 
ary. May total was 3,629,000 feet, as com- 
pared with 3,727,000 for January. Total of 
exports from this port during the five months 
wus 16,496,000 feet. 


St. Louis, Mo. 


Southern Pine representatives are mostly 
working on day to day orders, as to stock 
they may sell and prices to quote, mill stocks 
being generally badly broken. Some ship- 
pers are loading transit cars, but so far the 
market has not proved very satisfactory, 
since dealers are confining their purchases 
to items of which their stocks are low. No. 
2 boards and shiplap, 8- and 10-inch, are 
$22 for small-mill stock; $26@27 for large- 
mill stock. For No. 1 dimension, very scarce 
in desirable lengths, small mills are quoting: 
2x4-inch, random loading, $22@23; larger 
mills, 2x4-inch, 10- to 14-foot, $26; 16-foot, 
$27; 18- and 20-foot, $29; 8-, 9- and 10-foot, 
being offered in larger quantities, is quoted 
at $20. 3&better flat grain flooring, 1x4-inch, 
10- to 20-foot, is $26 for small-mill stock; 
$29 for large-mill stock; straight cars 10- 
and 12-foot, $26@27; 16-foot and longer, $31. 
B&better car siding, 1x4-inch, 9-foot, is $32; 
10- and 12-foot, $30. Longitudinal car sid- 
ing, 2x6-inch, 18-foot, $62.50; 22- and 24-foot, 
$67.50; 2%-inch stock, $10 over 2-inch basis. 
No. 1 common car lining, 1x6-inch, 10- to 
20-foot, $30.50; 16-foot, $32.50; 18-foot, $36. 
Above prices refer to kiln dried stock; air 
dried stock is $1 to $2 less when available. 
s&better drop siding, 1x6-inch, 10- to 20- 
foot, standard patterns, is $26@ 27. 3& better 
finish, S4S, 1x4-inch, is $36; 6- and 8-inch, 
$37; 10-inch, $42; 12-inch, $48. All above 
prices are f. o. b. St. Louis. 

Hardwood representatives state that vol- 
ume of business is better, with prices sharply 
advanced. A number of hardwood flooring 
mills have withdrawn from the market, be- 
cause of heavy bookings, while others are 
requesting their customers to purchase only 
such stock as is needed for current require- 
ments. Prices of oak flooring are advanc- 
ing in sympathy with the advance of rough 
stock, 

West Coast representatives continue to 
book an increasing volume of business, not- 
withstanding that prices have advanced very 
sharply during the last fortnight. Some 
shingle mills report that all stocks which 
they will be able to produce during July 
are already sold. 


Kansas City, Mo. 


With construction activity definitely on 
the upswing, lumber orders continue to 
be received in good volume, and inquiries 
are good for what is usually a rather dull 
season. An additional impetus to demand is 
foreseen in the completion of harvest activi- 
ties in the wheat belt States. Yards in agri- 
cultural districts generally have bought at 
least a part of their expected requirements. 
Recent lumber price advances have not been 
as rapid as were those in the beginning of 


(Continued on Page 50) 
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‘YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 








L. L. Shertzer, of the C. M. 
Co., Memphis, Tenn., 
the 4quitama June 3. 


A. W. Kohn, representing the O. H. 
Co., St. Louis, Mo., and formerly of the Frank 
F. Fee Co., has been visiting the lumber trade 
of Great Britain. 

George Ulett, of Smith Wood Products 
(Inc.), Coquille, Ore., who has recently been 
visiting England and the Continent of Europe, 
stated that he found trade conditions there to 
be tair. 


Gooch Lumber 
sailed from England on 


Sample 


Douglas A. Heuer, export sales manager of 
the Gayoso Lumber Co., Memphis, Tenn., 
while in Great Britain recently said that he 
found trade conditions there better than they 
were last year. 

Claude Sears, president of the Sears Lumber 
Co.. Mobile, Ala. has been visiting his London 
agents, Flatau, Dick & Co., and as he departed 
for home he announced his intention of making 
another visit in the fall. 

T. Hoffmann-Olsen, president of the Hoff- 
man-Olsen Lumber Corporation, of New Or- 
leans, La., exporter of pine and hardwood, has 
recently been making a personal investigation 
of its European markets. 

M. B. Nelson, president of the Long-Bell 
Lumber Sales Corporation, arrived in Long- 
view, Wash., from Kansas City June 9 on busi- 
ness for his company. He said he possibly 
will remain in Longview as late as July 1. 


Clyde Fravel, National hardwood lumber in- 
spector, has returned from a trip to northern 
and central New York, inspecting hardwoods 
at a number of yards. He found all of them 
reporting better business and a much better 
inquiry. 

It’s Dr. Mark E. Reed now. The honorary 
degree of doctor of laws was conferred upon 
the prominent Shelton (Wash.) lumber and 
logging operator at the seventy-fourth annual 
commencement exercises of Whitman College, 
in Walla Walla, Wash., June 12. 


W. M. Valentine, of London, England, ex- 
port sales representative of the Mansfield Hard- 
wood Lumber Co., Shreveport, La., and Brown- 
Bledsoe Lumber Co., Baltimore, Md., must be 
finding business better for he has recently had 
an additional telephone line installed. 


W. D. Bailey, of the Garden County Lum- 
ber Co., Oshkosh, Neb., left headquarters last 
week to spend the remainder of the summer, 
up to Sept. 1, serving as relief manager for 
the various lumber yards owned by the Ster- 
ling Lumber & Investment Co., Denver, Colo. 


_Theodore M. Knappen, director of informa- 
tion National Lumber Manufacturers’ Associa- 
tion and associate editor of the Magazine of 
Wall Street, addressed the Wisconsin Bankers’ 
Association at Green Lake, Wis., on June 16, 
on “The Whirlpool of Economics and Politics 
at Washington.” 


N. H. Morgan, of New York, eastern rep- 
resentative of the Shevlin Pine Sales Corpora- 
tion; W. A. Gaetz, representative of the Long 
Lake Lumber Co., Spokane, Wash.; Barry 
Geary, New York representative of the Ma- 
dera Sugar Pine Co., Madera. Calif., were 
recent visitors to Buffalo, x. %. 


Herman von Schrenk, consulting timber en- 
gineer, of St. Louis, Mo., who is well and favor- 
ably known throughout the lumber industry, has 

en elected as vice president of the American 
Society for Testing Materials, to serve for two 
years. Together with other new officers he 
will be introduced at the annual meeting of the 
society in Chicago, on June 26. 


Lumbermen generally noted with interest the 
appointment of Russell Hawkins of Portland, 
Ore., as a member of the Federal Home Loan 
Bank board. Mr. Hawkins has been promi- 
nently identified with the lumber industry for 
many years and formerly was president of the 
Whitney Co. of Garibaldi, Ore. 

B. W. Elliott, of the Elliott Hardwood Co. 
(Inc.), Potsdam, N. Y., reports a gratifying 
increase in its glued-up dimension stock busi- 
ness since the company started production in 
that line in December, 1932. This company is 
operating a planing mill and a dimension mill 
and specializes in glued-up dimension stock. 


Maurice M. Wall, who retired from the lum- 
ber industry of Buffalo, N. Y., several years 
ago, after membership in the Buffalo Hard- 
wood Lumber Co. for many years, has com- 
pleted a long motor trip across country from 
California, his present home, and is renewing 
acquaintances with lumbermen of New York, 
Buffalo and other cities. He was accompanied 
by his wife and two daughters. 


Clyde A. Fulton, secretary-treasurer and 
manager of Colborn-Fulton Lumber Co., Char- 
lotte, Mich., who recently was elected grand 
commander of the Michigan Knights Templar, 
is probably the youngest commander the State 
has had. He was honored at a banquet given 
by the Charlotte commandery on June 16. 
Since his school days he has been connected 
with the Colborn-Fulton Lumber Co. 


E. N. McGregor, president, and H. N. Rob- 
erts, vice president, of the Big Jo Lumber Co., 
of Wichita, Kan., recently completed a tour 
of the Southwest, during which they visited the 
yards operated by their company in that sec- 
tion. They expressed themselves as pleased to 
see so much land going into crops, and re- 
ported that they found conditions gradually 
growing better throughout that section. 


Ralph Shaffer, prominent Tacoma, Wash., 
lumberman and president of the Tacoma Cham- 
ber of Commerce, who returned to Tacoma 
recently after spending several weeks in Cali- 
fornia, says California lumber yards have ac- 
cepted the first increase in price of Washing- 
ton fir in good spirit as part of the pickup in 
business. He reported that the demand for 
lumber in California is increasing in spite of 
the rise in prices. 

Paul D. Gardner, of the James W. Sewall 
office, timber cruisers and foresters of Old 
Town, Me., and Port Arthur, Ont., recently 
has completed the planting of 25,000 white 
spruce and red pine forest trees in Newcastle, 
Me. Bernard C. Marsh, of the same organiza- 
tion, is taking charge of a crew engaged in 
eradicating wild currant and gooseberry bushes 
in order to stop white pine blister rust on about 
600 acres in central Maine. Mr. Sewall reports 
a slightly increased activity in timber cruising 
work. 


D, T. Cushing, vice president and general 
manager of the Great Southern Lumber Co., 
Bogalusa, La., accompanied by Mrs. Cushing, 
has returned from a six weeks’ European trip. 
Paris and London were the principal cities 
visited, and Mr. Cushing reports a delightful 
ocean voyage and an altogether enjoyable trip. 
On the return home, Mrs. Cushing stopped in 
Chicago for a visit with relatives, where she 
will be joined later by her son and two daugh- 
ters, to take in A Century of Progress Exposi- 
tion before returning to Bogalusa. 


G. E. Karlen, president of the Tacoma 
(Wash.) Lumbermen’s Club, declared that 
American railroads are soon due to come into 
the lumber market for a big amount of car 
construction material, as soon as effects of the 
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business recovery are sufficiently certain to war- 
rant the roads in rehabilitating their run down 
rolling stock, in a recent address before the 
weekly meeting of that group. Mr. Karlen has 
just returned to Tacoma following a five- 
week’s tour, during which he conferred with 
seventy railroad and car building executives 
in all parts of the East and middle West. 


Telegraph Swindler Succeeds 


An effort of an impostor, using the name 
of Norman Wright, of C. Leary & Co., of 
London, England, to obtain an advance from 
an American hardwood concern, was brought 
to the attention of the trade in the June 10 
issue, page 49. This effort was unsuccessful. 

Another similar but successful effort to ob- 
tain an advance has since been reported by 
H. W. D. Boseley, export sales manager at 
London, England, of the Meadow River Lum- 
ber Co., of Rainelle, W. Va. A man repre- 
senting himself as W. Boseley and nephew 
of H. W. D. Boseley, obtained an advance of 
$50 from the Meadow River Lumber Co., by 
saying that he had recently landed in this 
country and had his money stolen. 


A Third Attempt at Fraud 


\ man representing himself as Phillip Dobell 
asked an American firm at Pensacola, Fla., for 
an advance of $65, this man then being at 
Durham, N. C. He said his cousin, Temple 
Dobell, of Alfred Dobell & Co., Liverpool, Eng- 
land, would authorize the payment. The Amer- 
ican concern cabled to Liverpool, and had reply 
that the party was unknown to the Dobell 
company. ; = 


Seek to Preserve Virgin Tract of 


Timber 


Arthur Manning, of Hartford, Mich., presi- 
dent of the Hartford Lumber & Coal Co., has 
sent the AMERICAN LUMBERMAN a copy of the 
June 7 issue of the Hartford Day Spring, which 
describes Newton’s Woods, a large tract of 
virgin hardwood timber which, to settle the 
Newton estate, soon will be offered for sale. 
Residents of that part of Michigan are endeav- 
oring to raise a fund sufficient to purchase the 
tract and preserve it in its present natural con- 
dition, perhaps as a State park. It is estimated 
that $85,000 to $100,000 will be needed. 
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New Pine Mill in Action 


KLAMATH FaAtts, Ore., June 17.—The Ivory 
Pine Co. began cutting Ponderosa pine last 
Monday at the plant at Pelican City, near here, 
formerly known as the Wheeler-Olmstead mill! 
and later operated by the Shaw-Bertram Lum- 
ber Co. Within 24 hours the mill operation 
was in full swing, cutting selects, shop, common 
and box, and a night shift will be added by the 
first of next week. It is expected that lumber 
will be dry and in ship- 
ping condition within 
forty-five days. 

The mill, which is 
owned by F. Hill Hun- 
ter and R. H. Hovey, of 
Klamath, and Willis J. 





E. P. IVORY, 
Klamath Falls, Ore.; 
Manager of Ivory 
Pine Co 





Walker of San Fran- 
cisco, Calif., is an elec- 
trically driven single 
band mill equipped 
throughout with Dia- 
mond Iron Works ma- 
chinery, and was thor- 
oughly reconditioned by 
the Sawmill Engineering & Construction Co., of 
Klamath Falls. Its rated capacity is 40,000,000 
feet a year, and during several seasons it has 
produced close to this amount. 

All Ponderosa items, together with a per- 
centage of sugar pine, will be available at this 
mill. The logs will come from the extensive 
holdings of the Walker-Hovey Co. in this 
vicinity, and R. H. Hovey, manager of the 
latter firm, is in charge of logging operations. 

The Ivory Pine Co., an Oregon corporation, 
has its headquarters here, under the manage- 
ment of E. P. Ivory, who has been associated 
with the lumber industry in California and 
southern Oregon for many years, recently with 
the General Timber Service (Inc.) and the 
Weyerhaeuser Sales Co., St. Paul, Minn. 

The general improvement in business senti- 
ment throughout the country is the chief reason 
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for starting the mill at this time, Mr. Ivory 
announced, and continued: 

Lumber has never been one of the first 
commodities to come out of a depression, 
because it must await improved purchasing 
power on the part of the farmer and working 
man. That situation has already begun to 
unfold itself, and it is the belief of my asso- 
ciates and myself that improved demand for 
lumber will soon be in evidence. 

Mr. Hovey in commenting upon resumption 
of mill operations pointed out another reason 
why it is wise. “Current demand for lumber,” 
he said, “finds mills in this vicinity unable to 
take care of many items, and it is our opinion 
that this mill is resuming operations at an 
especially opportune time.” 





Tourney and Elect 


George Cisar, son of Joe Cisar, of Maisey & 
Dion, with a score of 158 for thirty-six holes 
won the 1933 championship of the Lumbermen’s 
Golf Association of Chicago, Tuesday at the 
Acacia Country Club, and was awarded cus- 
tody of the Herman H. Hettler trophy. Other 
trophies and the winners include: 


Chicago Retail Lumber Dealers’ Association 


trophy (open only to dealers)—Henry §. 
Embree; AMERICAN LUMBERMAN cup—tie _ be- 
tween Clarence Bishop and Dave Joseph; 


Edward Hines trophy—Frank O’Dowd; Chicago 
Lumber Institute cup—C. B. Gorin; Lumber- 


men’s Mutual Casualty Co. trophy—Frank 
Vonesh. Everett A. Thornton won the Old Boys’ 
event (players 58 years old and over), and 


Peter DeVries shot a 193—44—149 for low net 
score on 36 holes. 

Announcement and awarding of prizes took 
place at a dinner at the club house in the eve- 
ning, when officers were elected. Joseph D. 
Mercer is president, Sangston Hettler vice 
president, and J. L. Strong is secretary-treas- 
urer. Charles M. Hines, J. W. Embree, John 
J. Chalmers, L. E. Rollo, and J. A. Bishop 
were elected directors. 





Building in Illinois Continues Its 
Advance 


For the fourth consecutive month, May, per- 
mits for new residential building in Chicago 
showed an increase over those of the preceding 
month—this time an increase of 204.8 percent. 
It was the first time since December, 1931, that 
the amount exceeded that estimated for the cor- 
responding month of the preceding year. Non- 
residential building, stimulated by World’s Fair 
activity, increased 69.9 percent. 

In all Illinois, permits showed a gain (185 
percent in number of projects, and 12.5 per- 
cent ‘in estimated cost) for the third consecu- 
tive month, over the figures of the preceding 
month, though normally there is a seasonal drop 
of 5 percent in total estimated cost. The 1,353 
projects were estimated to cost $1,012,309; it 
was the first time since October, 1932, that the 
estimated cost exceeded a million dollars. 

Translating these figures into lumber sales, 
one dealer reported that in April he had about 
three carloads of lumber and plywood go out 
of his sheds, and during May, thirty-six cars. 
In this volume about 200,000 feet of Douglas 
fir plywood was included. 





Elected Company President 


Union, Miss., June 19.—Following the re 
cent tragic death of A. I. Buckwalter, V. C. 
Rutledge, of Laurel, Miss., has been elected 
president and general manager of the J. 
Buckwalter Lumber Co. He formerly was vice 
president, and has been connected with the 
company for the past thirteen years. Other offi- 
cers elected are: Vice president, Miss Eleanor 
3uckwalter, a sister of the deceased; secretary- 
treasurer and assistant general manager, W. P. 
Cassel. Mr. Cassel has been serving the com- 
pany in these capacities for some time. 

In addition to its operations at Union, the 
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company is operating its plant at Edinburg, 
Miss., at full capacity. With reference to the 
future policies of the company, Mr. Cassel said: 

No changes have been made in the per- 
sonnel of the operating division. The poli- 
cies of the company will remain the same, 
and the plan laid out by Mr. Buckwalter in 
his lifetime will be fulfilled or carried out 
as nearly as possible. We will continue to 
operate at Union as long as the timber sup- 
ply justifies, and also at Edinburg, making 
the same high class product that has been 
typical of the Buckwalter name for more 
than a half century. 

ooo 


Purchases Lumber Yard 


Cotumsus, Onto, June 19.—Philip McDon- 
ald, who for thirty-nine years has been asso- 
ciated with the Doddington Co., has purchased 
the plant of the former Eureka Avenue Lumber 
Co., at 464 North Highland Avenue, and will 
operate it as the McDonald Fureka Avenue 
Lumber Co. 

Several years ago this yard was taken over 
by the Potter Lumber & Supply Co., of Worth- 
ington, Ohio, which subsequently merged with 
the H. C. Creith Lumber Co. into the Creith- 
Potter Lumber Co. Some months ago this yard 
was discontinued. 





A Thumb-Nail Summary of 
Congressional Action 


INCREASE OF CONSUMER PURCHASING POWER 
by Relief from Burden of Debts and Fixed Ex- 
penditures, and Raising of Price Level of Farm 
Industrial Products: 

FarM—Higher prices and controlled produc- 
tion provided through Farm Relief Laws pro- 
viding mortgage refinancing at lower rates; 
agricultural credits of two billion dollars voted; 
two hundred million to go to farm loan banks 
and one hundred million to joint stock banks; 
farm credit agencies merged and strengthened. 

HoME—Mortgage refinancing at lower basis: 
extension of support to building and loan 
agencies, and organization of new ones. 

RAILROADS—Recapture provision repealed, and 
administration organized to effect economies. 

3ANKS AND INSURANCE COMPANIES—Strength- 
ened by writing off of unsound assets, with 
loans to support sound institutions. 

GOVERN MENT—Budget balanced by economies 
of reorganization, reduction of veteran expendi- 
tures, provision of new taxes and tightening up 
income law. 

ALL BuUSINEss—Controlled production and em- 
ployment, wages and prices provided for by 
Industrial Recovery Act. 

3EER—Brewing brings immediate stimulus to 
many lines of business. 

PosTaGE—Cost of doing business reduced by 
authorization of cut from 3 to 2 cents in local 
first class rate. 

STIMULATION OF BUSINESS Provided by Direct 
Governmental Expenditures: 

PuBLIC Works—Program of three and a third 
billion dollars provided through Industrial Re- 
covery Act; Tennessee Valley project author- 
ized, including Muscle Shoals development; new 
Navy construction program started. 

UNEMPLOYED—Relief fund of two hundred fifty 
million dollars provided for disbursement 
through States; Forest Army of quarter million 
men being put to work; national employment 
Service organized. 

EXPANSION OF CREDIT and Creation of Public 
Confidence: 

Certain bank made 
discount in new currency. 

Treasury purchase of three billions of bonds 


and issue of three billions in notes is author- 
ized, 


assets available for 


_ Gold basis of currency abandoned; penaliza- 
tion of gold hoarders provided for; also in- 
creased use of silver as currency basis; all gold 
obligations made legally payable in legal tender. 
_ Bank deposit insurance enacted, and protec- 
tion provided against worthless securities by 
national “blue sky” law. 

PROTECTION Provided Against Foreign Dis- 
turbance of National Recovery Program: 

Reduction in gold content of dollar authorized, 
to deter foreign countries from purchasing Amer- 
lean exchange to keep dollar high and get ad- 
Vantage in export market of lower exchange 
rate, 

Embargo declared on gold exports. 

Import control by license authorized under In- 
dustrial Recovery Act. 
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Business Changes 


CALIFORNIA. Los Angeles—J. D. Halstead 
Lumber Co. sold to W. E. Cooper Lumber Co. 

ILLINOIS. Kirkland—George Heyward Lumber 
Yard purchased by Kingston Farmers Co-Opera- 
tive Co. 

KENTUCKY, Berry—Davis 
ceeded by T. L. Hardy; retail. 

Lebanon—Lebanon Oak Flooring Co. purchased 
by Wallace Lumber & Manufacturing Co.; V 
and 8S. A. Wallace, proprietors. 

Mayfield—C. M. Davis Lumber Co. succeeded by 
J. M. Myers. 

MAINE. Ridlonville—George J. 
(Ine.) succeeded by Wilson L. Brown; retail. 

MARYLAND. Baltimore—Disharoon & Co. have 
changed their name to the Patapsco Supply Co. 

Baltimore—Baltimore Lumber Co. reorganized. 
Tony Schloss has taken over the Baltimore Lum- 
ver Co., While his partner, Harris Farbman, be- 
came head of the American Lumber Corporation, 
operating at 500 Caton Ave. 

MASSACHUSETTS. Worcester — Dodge Wood 
Heel Co. (Inec.) succeeded by Hunt Wood Heel Co 

MINNBSOTA. Jackson—Robertson Co. sold to 
J. F. Anderson Lumber Co. 

Stewartville—Botsford Lumber Co. and Hayes- 
Lucas Lumber Co, merged, and business of both 
yards will be handled from the Hayes-Lucas yard 
until business warrants re-opening the Botsford 
yard, 

MISSOURI. Maplewood—Missouri Lumber Co.; 
M. E. Meacham, president and treasurer, sold in- 
terest. 


Lumber (Co, suc- 


Brown & Sons 
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NEW YORK. New York City—Consumers Lu 
ber Co., succeeded by Herman Lumber Co., 4 
Webster Ave.; Herman Liebowitz, proprietor. 

OHIO. Maumee—Maumee Lumber & Supply Co. 
assets purchased by O. L. Hankison. 

SOUTH DAKOTA. Colome and Winner—Mont- 
gomery Lumber Co. succeeded by Fullerton Lum 
ber Co 

TENNESSEE. Lewisburg—D. B. Clayton Lum- 
ber Co. purchased by Lambert & Lusby Lumber Co, 

TEXAS. Brenham—Farmers & Merchants Lum- 
ber Co. succeeded by Angelina County Lumber Co. 
(branch of Keltys, Tex.); retail. 

Whitesboro—Anderson Lumber Co. succeeded by 
N. B. Gary Lumber Co.; Nathan B,. Gary and 
Fred Suggs, proprietors. 

WASHINGTON.  Bellingham—Consolidated Fur- 
niture Manufacturing Co. has been taken over 
by the Bellingham F'urniture Manufacturers (Inc.), 
and plant will resume operations. 

Colton—Standard Lumber Co. local plant pur- 
chased by Potlatch Lumber Co, and stock is being 
moved to Uniontown. 


m- 
997 
ood 


New Mills and Equipment 


ALABAMA, Montgomery—Gooch Lumber Co. 
plant will be rebuilt as soon as insurance adjust- 
ments are completed 

NEW JERSEY. North Bergen—Verdi Bros. 
Cooperage Co. will construct new plant at Bon- 
nano Bros. North Jersey Industrial Terminal, Ber- 
gen Turnpike, and will move headquarters from 
Hoboken to North Bergen. 

NORTH CAROLINA New Bern—Slater Lumber 
Co. (Ine.) will add fast feed planer and matche 
to its equipment. 

TENNESSEE, Clarksville—Manning-Orgain Sup- 
ply Co. plans replacing its recently burned lumber 
yard and warehouse at a cost of about $28,000. 

VERMONT. Lower Cabot—H. L. Clark has 
started a new sawmill. 

WASHINGTON. Peshastin—C. A. Wright Lum- 
ber Co. sawmill is installing over $4,000 worth of 
new equipment 

WISCONSIN Sey mour—Seymour W oodenware 
Co. plans erection of box factory to cost about 
$40,000 


Incorporations 


ALABAMA. Birmingham—Claney-Davis Lumber 
Co.; wholesale and commission, 

Montgomery—Johnson Manufacturing Co.; $6,000 
Gilbert D. Johnson, president; Elouise Boyd, vice 
president, and Gladys M. Jones, secretary-treasurer. 

FLORIDA. Belle Glade—Belle Glade 
Co. J. S. Harris interested. 

KENTUCKY Barbourville—Appalachian 
Co.: $5,000. ©. #.. 
terested. 

Lebanon—Wallace Lumber & Manufacturing Co.: 
$20,000. V. A. Wallace, sr.; S. A. Wallace and 
Adele Abell interested. 

Louisville—General Wood Manufacturing Co.; 
$3,000. Max Waldman interested. 

MARYLAND, Baltimore—American Lumber Cor- 
poration, 1504 First National Bank Building. 

Baltimore—Franklin Parlor Frame Co., 229 North 
Franklintown Road, woodworking and urniture 
frame making. Joshua W. Miles interested. 

Baltimore—Pratt Cabinet & Fixture Corporation; 
1007 East Pratt St. 

MASSACHUSETTS. Amherst—Amherst Wood- 
working Co.: Louis N. Wheelock, E. D. Wheelock 
and Samuel C. Sutton interested. 

MISSOURI. Kansas City—Johnston Lumber Co., 
915 National Fidelity Life Bldg. Orlo H. Johnston 
interested. 

St. Louis—Krafft Cooperage & Manufacturing 
Co. V. W. Krafft, 5023 Lansdowne, interested. 


Lumber 


Stave 
Robert E. and Paul Viall in- 








NEW YORK. 


Islip—H. A. 
ber and timber of all kinds; $20,000. 


Duryea (Inc.); lum- 





New York City—Harry Aronson succeeded by 
Aronson Lumber Corporation, 91-16 Northern 
Bivd., Corona, Flushing P. O.; retail. 

New York City—Keidan Lumber Co.; 
Samuel Tullman, 1441 Broadway, interested. 

New York City—Lebanon Flooring Supply Cor- 
poration, 1664 Fulton St.; retail flooring. 

OHIO. Cleveland—Cleveland Box Co.; to manu- 
facture boxes and deal in lumber. 

Cleveland—Oakwood Beer Cooperage Co.; to 
operate cooperage business. 

Louisville—Termite Exterminating Co.; 

OREGON. Klamath Falls—Kesterson 
Corporation; A. N. Beal interested, 

Portland—Kenton Lumber Mills; manufacturers. 


$2,000 





$1,000. 
Lumber 


George R. Barker, 6303 62nd Ave., 8S. E., inter- 
ested. 
PENNSYLVANIA. Ambler—Ralph E. Frey 


(Inec.); $16,000, 
TENNESSEE. Greeneville 
& Timber Co.; $10,000. 
TEXAS. Houston—Oldham-Barks Lumber Co.; 
$10,000. Manufacturing. J. L. Barks, D. Y, Old- 
ham and G, Oldham, incorporators. 
WASHINGTON. Bellingham—Bellingham Furni- 
ture Manufacturers (Inc.); $75,000 
Bellingham—Knutsen & Branlund (Ine.); $20,000 
Lewis Knutsen interested 
Seattle—Superior Millwork Corporation; $10,000 
Martin Larsen interested, 


Casualties 


CALIFORNIA, San 
wood Co. and Acme 
about $80,000 by fire. 

GEORGIA. Camilla—Tyson & 
by fire about $15,000. 

Townsend—Ennis Scott Lumber Co. sawmill to- 
tally consumed by fire; partially covered by insur- 
ance. Will be rebuilt immediately. 

KANSAS. McPherson—Lake Superior Lumber 
Co., suffered a fire loss of $75,000, covered by 
insurance. Will rebuild at once. 

MICHIGAN. Kalamazoo—Kalamazoo Tank & 
Silo Co. wood tank department suffered estimated 
loss by fire of $50,000. 

NORTH CAROLINA. Wallburg—G. W. & E. O 
Wall Lumber Co, plant had fire loss of machinery 
and stock estimated at $100,000 No insurance, 

OHIO, Lancaster—Lancaster Lumber Co, dam- 
aged by fire about $40,000 Covered by insurance 

TENNESSEE. Nashville—Humbrecht-Langlois & 
Johnson Co. suffered loss of some valuable ma 
chinery in a $35,000 fire which destroyed the 
plant and offices. 

UTAH. Helper—Helper Lumber Co. yard de- 
stroyed by $50,000 fire, covered by insurance. The 
company is a subsidiary of the Smoot Lumber Co 
of Provo, Utah. 

WASHINGTON. Tacoma—Johnson's Millwork 
(Inc.) plant almost totally destroyed by fire. Loss 
estimated at $20,000, covered by insurance Offi- 
cials of the company are undecided as to whether 
they will reDSuild immediately. 


Bernard-Moore Stave 


Francisco—Forsyth 
Planing Works 


Hard- 
damaged 


Davis damaged 


New Ventures 


CALIFORNIA. Lemanda Park—F. M. Pitt, for- 
merly with Republic Lumber Co. of Pasadena, 
has opened a retail yard here. 

Los Angeles—B. F. McCall F'iooring Co. has en- 
gaged in business at 1156 S. Lucerne Blvd. 

Los Angeles—Pearl Saw Dust & Shavings Co 
has opened at 1270 Rio Vista St. 

Oakland—F. C. Bar has been licensed to engage 
in the lumber business at 12th St and 22nd Ave. 

INDIANA. Carlisle—P. D. Watson & Son; retail 

KENTUCKY. Lexington—Terminix Exterminat- 
ing Co., 310 Hernando Bldg. 

MARYLAND. 
523 West 
equipment, 

Baltimore—F. Bowie Smith has leased a _ por- 
tion of the old Canton Box Co. plant and is 
accumulating a stock of lumber there. He is 
expected to install some woodworking machinery 
in the new location. 

Riverdale—M,. B. Shuey Lumber Co.; 

MASSACHUSETTS. Cambridge—G. Fuller & 
Son Lumber Co., 550 Western Ave., Brighton, 
opened a branch at 615 Concord Ave., Cambridge. 

NEW YORK. New York City—Brummer Lum- 
ber Corporation, 214-44 Jamaica Ave.; retail. 

NORTH CAROLINA Wilmington — Southern 
Timer Co.; commission. Edward B. Josey and 
J. W. Flynn, proprietors. 

OHIO. Columbus—Philip McDonald has _ pur- 
chased the old Eureka Avenue Lumber Co., 464 N. 
Highland Ave., and will operate a retail business 
as the McDonald Eureka Avenue Lumber Co, 

OREGON. Portland—Cashway Lumber Yard, 
2936 N. E. Sandy Blivd., established by Frank C. 
Ransom and Phillip W. Patterson. 

Portland—Earl & Koehler Manufacturing Co., 
1147-A Northeast 3lst St.; to manufacture wood 
products. 

PENNSYLVANIA. 
Sash & Door Co., 
of millwork. 
& Sash Co, 

TEXAS. Collinsville—Lonnie 
in retail lumber business. 

VIRGINIA. Bedford—Bedford Lumber Co.; re- 
tail. - 


Baltimore—Franklin Fixture Co., 
Franklin St.; manufacturers of beer 


retail 


Watsontown — Watsontown 
recently began; manufacturers 
Bought assets of Watsontown Door 





Owens engaging 
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LUMBER MARKET REVIEW 


Southern Pine Mills Report Strong Retail Demand 
With Railroad Buying Increasing 


Both orders and shipments of the southern pine mills 
ran more than a third above production in the two weeks 
ended June 17. A large part of the demand is from retail 
yards in rural sections, for sorting up their stocks in prep- 
aration for post-harvest buying, but such yards are not 
receptive to general assortments as shipped transit. In- 
quiries from this trade are quite heavy. Railroads have 
been in the market much more strongly, especially for 
grain door stuff, and many show an eagerness to build up 
again their stocks of timbers and car material at present 
price levels. Lower grade quotations so far have moved 
upward more decidedly than those of uppers. Prices of 
commons have reached a point where small mills show 
more interest in cutting. 

Arkansas soft pine mills, with many items scarce, are 
restricting order acceptances or withdrawing temporarily 
from the market. A large part of the demand is from retail 
yards, but industrial sales are increasing. Prices through- 
out the list have shown sharp advances. 


Eastern Shortleaf Advanced on Active Demand 


Prices of North Carolina pine, as shown by latest sales 
report appearing in this issue, have made a strong ad- 
vance. It is partly based on the expectation that under 
control the costs and prices will be at a higher level, buy- 
ers being eager to round out their stocks and sellers being 
reluctant to take forward contracts at recent levels. South 
Atlantic retail yards want to be ready for larger farm buy- 
ing with assurance of higher crop returns, and the New 
I-ngland market has been taking higher grades more liber- 
ally. Box grades have been much more active than build- 
ing items, however. Stocks of consumers and distributors 
are very low, and those of mills have been further de- 
pleted, so that some tendency to increase production is 
noted, and it is believed that when supply and demand 
reach a better balance the market will stabilize. 

Southeast roofer producers find demand much improved, 
and price of 6-inch air dried has already reached $14.50, 
main line rate, with further advances in prospect. Who!e- 
salers have been doing some forward buying. Yards are 
still sticking too close to current requirements to encour- 
age transit shipments. 


Floods Curtail Output of Columbia River -Fir Mills; 
Industry Can Not Book All Orders Offered 


Bookings about 85 percent in excess of production are 
reported by a group of identical West Coast mills for the 
two weeks ended June 17, though compared with the pre- 
ceding fortnight their orders increased only 6 percent 
against an increase of 11 percent in their production. But 
total bookings of 181 mills were little more than half those 
of the preceding fortnight, and so was their production— 
a contradiction which is largely explained by the floods 
on the Columbia River which have caused numerous shut- 
downs and compelled the mills to refuse orders. 

Rail trade is difficult, because the mills have accumulated 
large order files, and in view of the continued upward 
movement of prices they are reluctant to leave quotations 
open for more than a brief period, and are quite unwilling 
to take on forward shipments. Prices are up to a point 
where Canadian competition is becoming possible. 

Purchases for Atlantic coast shipment are quite heavy, 
and more boats are being put into service, with July space 
almost absorbed at a rate of $10.50. Movement into con- 


Statistics, Page 41—Market Reports, Pages 40, 42-43, 50—Prices, Pages 49-50 


sumption or to retail yards is behind that to wholesale dis- 
tributors, but building is increasing, and price advances 
are announced, so it is probable that receipts will be well 
taken care of, especially in view of the heavy public works 
program. California is now fairly well stocked, but re- 
ceipts have been cut down by flood troubles on the Colum- 
bia River, where a large proportion of the State’s fir pur- 
chases is made. Space is up from $4 to $4.50. 

xport trade is rather small but shows a healthy tone, 
there being better prospects in Japan and China, [Europe 
taking a good quantity of clears, and South American busi- 
ness showing a pick-up that promises lumber orders. 


Western Pine Prices Are Strengthening With Expansion 
in Order Files; Stocks Low 


Western pine mills in the two weeks ended June 17 re- 
ported bookings about twice as large as those for the cor- 
responding period of last year, with production about 20 
percent larger, and orders 36 percent above the produc- 
tion. Though they have been shipping actively, from 
stocks about one-third lower than last year’s, their unfilled 
orders are about twenty-five percent larger than last vear’s, 
the files having rapidly filled out in recent weeks. Idaho 
and sugar pine show moderate advances, and Ponderosa is 
strengthening further, according to last sales reports, and 
it is indicated that many producers since then have marked 
up their lists. Retail demand for re-stocking is said to be 
much better so far than that from industries, but the mi!l- 
work plants are beginning to require larger amounts. 


Northern Pine and Hemlock Active at Higher Levels 


Stocks of northern pine mills are greatly below those of 
last year, and as the manufacturers have been able to effect 
another advance in commons, they are encouraged to step 
up production moderately, but though it is double last 
year's, it is still rather low. It exceeds current orders, for 
mills desire to round out their assortments in preparation 
for good fall demand from farm sections. Price advances 
in the domestic market naturally tend to encourage im- 
ports from Canada, but they are to some extent offset by 
a decline in the exchange value of the dollar, and the fact 
that mills in Canada are finding a much more receptive 
market there. In the East, box interests are the best buy- 
ers, while in the middle West the retail yards are in the 
lead. Higher grade building items are not in as good 
movement as commons, but there has been an improve- 
ment in the call for pattern lumber. 

Northern hemlock business is running about double last 
year’s, and production has been increased, but is around 
one-third less than the shipments. Prices remain steady 
at the new and higher level recently set. 


Flooring and Furniture Industries Buying More Actively 
in Hardwood Market 


Strong further advances in oak and maple flooring prices 
reflect an improvement in sales to retailers. Furniture fac- 
tories are much more actively in the market, especially 
those in the Carolinas, increase in their orders being only 
partly offset by a seasonal decline in those from the auto- 
motive industry. Demand for stave material continues ac- 
tive, and container grades have been moving well. Indus- 
trial consumption as a whole is gaining. Foreign business 
has been upset by prices advances and higher ocean rates, 
partly offset by a drop in dollar exchange, but the prospect 
of further price advances is leading to purchases of leading 
export woods. Total hardwood sales for two weeks were 
113 percent above output. 
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THIS WEEK’S LUMBER PRICES 














East and west side mills have reported the 
Exchange, New Orleans, La., for sales made in 
month to date have been inserted and disting 

West East West East 
Side Side Side Side| 
Flooring, Standard Drop Siding, Stand- 
Lengths ard Lengths, 1x6” 
f No. 117 
1x3” rift— B&better. 20.51 19.71} 
B&better No. 1 -- 18.35 17.07] 
Shortleaf.. 32.31 34.68]Assorted patterns 
bs ep . ea 
agg engl . 394.45 36.25 B&better.. 20.36 21.00 
N07 a ¢ Qn er 
Shortleaf..*28.96 33.00])N® 1 ---- 19.99 19.65 
Longleaf.. . Been 
i ee es ; Surfaced Finish, 
1x3” flat 10-20 

grain- 22 hetter 
B&better.. 20.92 21.64 —— a 
No. 1 .... 17.41 18.44 re r 
No. 2 .... 12.25 12.05 _ pata 24.91 25.68 
1x4” rift— 6” news 24.67 24.38 
B&better re 25.04 25.5 
Shortleaf.. 32,35 37.25|10" .....- 28.64 28.97 
Longleaf.. 40.50 a 45.09 44.25 
No. 1— 5&6/4 thick— 
Shortleaf.. 25.25 22.00 . = 35.10 36.05 
—-- ies 5&10” 44.61 40.75 

0. 2 2.75119" 1.0... 60.67 49.68 
1x4’ flat c 

grain— Sipe se 
B&better.. 21.91 21.54 Inch thick— 

L vtee Se BREE = s4eees 21.67 ee 

Ne S cine REO SESS ése ee 22.40 23.00 
Ceiling, Standard 8° entre 21.25 23 -00 
Lengths 10” cine 25.47 28.00 

5x4” Se” “ghassatens 36.18 *34.00 
Babe tter. 20.98 19.00 
No. : cee 18.75 Plaster Lath 

1 384x114", 4° 
Be he tter. me - ieee “Rae 2. 











18.88 18.53 2.45 
me 2 teae BES 2.04 1.83 


SOUTHERN PINE 


following average f. o. b 











mill sales prices on southern pine to the Southern Pine Lumber 
the period June 7-10, but, where prices for this period were not available, prices for the 
uished by asterisk: 

West East West East West Kast West East 
Side Side Side Side Side Side Side Side 
Rough Finish, No. 2 Shiplap and No. 2 Shortleaf No. 2 Longleaf 
10-20’ Boards, Std. Leth. Dimension —_ Dimension 
B&better ShortI'f— 2x4” 1% é ioc Pe 
Inch thick— ~ ae 15.18 16.17, 19 & 14’.. 05.98 146.721572 © 50. TERE te 
ES *17.25 *17.25 1x10” 2.2 1552 14:74] 16' ......- 15.94 15.56] 5. en °°" piialibinigid: 1 
BP eee 28.00 21.90] Longl'f— 2x6” 12 & 14’.. 14.23 12.83 
a *23.00 22.30) 1x8” ..... 15.53 15.42 12 & 14’.. 14.37 12.64 +4 al "4495 14.13 
+ tates an SE we 1x10” 1545. 36.93 167 occas: 12.80 14.00] 9x9” 
SS anes 3.75 41.00 2x8" eer es _ 
5&6/4 No, 2 Boards, 1x12” | 74> @ 147.. 14.04 14.52|te © ccett00 1828 
thick— Standard Length i alles aerials 15.21 14.79 | 9x10” 
eee .... $6.0G|Shortleaf., 18.70 15.38 2x10” 12 & 14’.. 18.57 15.33 
5&10” ....*43.25 40.00] Longleaf.. 23.00 20.15 12 & 14’.. 14.44 13.75]16" ....... *15.00 23.50 
2” _ leaner 0 15.50] 2x12” 
a” tanec 49.00 Ne. 1 Shertieat ved gs 14.1 15.5 te se.. 9800 23.00 
Casing, Base & Jamb | | " Dimension 7s 14’ 15.38 15.50|16’ .....-. *90.00 24.50 
10-20’ 2x -$ + Saves ~e 
B&better 12 & 14’.. 16.95 18.07] 16° ....... 15.19 15.50) q¥mbers, 20’ & Under, 
” ' 995 oCE FES 17.77 18.28 No. 1 
ee wae ** 33.28 28.50 2x6" oo No. 1 Longleaf 5 eddie 
x5&10 39.07 34.75) 75 © 44°.. 15.48 15.28 oe Dimension 8x4 & 4x4”. 17.68 17. 54 
No. 1 Fenci and a i gk Ghee & 14.84 15.68 ox : . : i 4x6—8x8”. 16.83 17.26 
Boards, 10-20" 2x8” 12, & 14’.. 18.04 16.50) 3@4x10”" .. 20.71 22.50 
1x4” 19.57 21.85|12, & 14’.. 15.89 15.67/16" ....-.- 18.84 18.18] 5x10—-10x10"17.00 *22.00 
sae 19.48 21.38] 18" -.----- 16.69 16.66] 2x6” i 3x4&12” .. 29.00 33.00 
xs? -...: 19.39 21.34] 2x10” 12 & 14’.. 16.75 14.50 | 5x12-12x12"27.00 *32.00 
—- "* 21.36 25.71|12’ .---.-. 17.70 19.10 al saeeese 17.96 17.81) shortleaf— 
“192” 1 9 od oy ar 37. 19.40} 2x8” 3x4 & 4x4”. 17.10 17.1 
‘Ne. 1 Shiplan, Say [20 -:----- 18.03 19.36] 12 & 14’.. 16.00 14.95] 4x¢—sx8”. 15.36 16.75 
vr Shi; - — " Lox. 9" | 7S 18.00 16.88] 9¥4@10" 
a 19.33 °19.501 19 & 14’.. 23.41 22.96| 2x10” 5x10-10x10"18.75 *17.50 
1x10” .... 21.50 | erie 23.31 21.15] 12) ....-.- 12-00 20.63) 3x4&12” 24.41 
°F . rete 9. 9.75 | 5x12—-12x12"24.75 
No. 2 Fencing, Stand- Partition, Standard gee : sn o 
ard Lengths Lengths 2x12” Casing & Base, 10-20 
> ere 13.82 13.27) 4%x4”"— 12 & 14’.. 26.75 22.40|B&better, 
1x6” &C.M. 13.94 14.19|}B&better.. 20.40 22.86] 16’ ....... 32.00 28.63 }1x4 & 6”. 32.67 30.75 





WESTERN PINES 


Following f. o. b. mill prices on actual 


sales were reported to the Western Pine As- 
sociation by members during the period June 
16-31, inclusive. Averages include both di- 
rect and wholesale sales, and are based on 
specified items only. Quotations follow: 
Ponderosa Pine 
. 1x8” 5/4x8” 6/4x8 
SELECTS S2 or 4S— &wdr & war. & wdr 
C Select RL...... $30.41 $44.07 $7.33 
D Select RL.... 29.43 36.55 30.52 
SHOP, S2S No. 1 No, 2? 
DED: . gad Hatww be aneeme aetna eas $24.69 $18.83 
ee ad vemnaek ewe aeenoaaders 24.20 17.49 
CoMMONS, S? or 4S No. 2 No. 3 
Pe Se 6 thie uk ampere $16.41 $11.46 
pe ree ee 21.47 13.94 
No. 4, 4/4, S2 or 4S, RW@&RL....... 8.38 
Idaho White Pine 
} 5&6/4x8" 
SELECT, S2 or 4S— 1x8” & wdr. 
eI MI iors pe Gk oma $36.99 $58.05 
2. | a ero 33.05 39.10 
COMMONS, S2 or 4S— No.1 No. 2 No. 3 
Er "o-oo $24.03 $12.41 
1x12” wT TT Te ee 60.27 34.22 16.69 
No. 4, 4/4, S2 or 4S, RWER Seer 10.17 
Sugar Pine 
: 1x8” 5/4x8 6/4x8 
SELECTS S2 or 4S & wadr & wadr. & wdr 
B&better RL.....$ $71.13 $66.00 $66.14 
C Select RL...... 61.40 56.30 51.83 
D Select RL...... 45.00 41.25 35.02 
SHOP S28 No. 1 No. 2 No. 3 
eT $30.52 23.26 $17.54 
3 Se ore eee 29.66 22.53 18.15 
DOO tosdu seine ooo 38.73 25.17 18.86 
Larch Douglas Fir 
No, Be ge een $13.48 
No. 1 Dimension, 2x6x8”, 16’ .......... 13.23 
No. 3 Common, S2 or 4S, 1x8”, RLl...... 12.57 
Vertical gr. Jooring, C&better, 4” RL... 21.25 





WESTERN SITKA SPRUCE 


[Special telegram to AMERICAN LuMBERMAN] 


Portland, Ore., June 20.—The following are 
prices for mixed carlots prevailing today: 





Finish Factory stock— 

é Of 
nia . joc... $40.00 : A. covcces EbaE 
1xt—10” .... 33.00 ee. ocaccwe ae 

7 tai OF aero 21.00 
Bevel siding— cas 24.00 
, | arr $19.00 Se eae 26.00 
1x6” Flat eee 3.00 


1x6” , Vert.er. 20.00 Green box...$11@12 


RED CEDAR SHINGLES 


Seattle, Wash., 
average prices, 
load or part 
prices being 
square: 


June 16.—Following are 
direct to the trade, on car- 
carload lots, f. o. b. mill, all 
based on four bundles to the 


New grades, per square, 
Washington, Oregon and 


Rovals, 24°— British Columbia 


Se ee ee ee $3.00 to $3. + 

OR SR ree arse e 2.30to 2.4 

BO ain't dal vb a encarta ai a a 1.70 to $00 
Perfections, 18", 5/2%4,"— 

he TR eishais addi nthe § aa OO wt 2.50 to 2.75 

Bia as Sa lon x a GG! bi ten oar 2.25 to 2.50 

ae ER Se ee ee 1.50 to 2.00 
Eureka— 

SOE aa warhlea ened oe 2.40to 2.60 
16°— 

ON 2.25to 2.50 

a eee Se eee 1.85 to 2.25 

DEN. bee ae wink ei an ee bas 1.50 to 2.00 





NORTH CAROLINA PINE 


Following are typical average f. 0. b. Nor- 
folk prices received during the period June 5 


to June 17, inclusive, as reported by the 
North Carolina Pine Associaion: 
Rough: 
Edge 4/4— 
Bébetter ......§ $31.00 Mex We. Fes. $18.10 
.  CRe whe anes "24.15 ae” eS ee 14.90 
No. 1 No. 2 
B&better No. 1 box box 
ge 
Of ae 31.40 ‘ hee _— 
RS as oc ate 32.60 $26.20 $20.50 $16.15 
Riony “sesswad 33.75 . rr i eenh 
oO 3a 34.25 27.50 1.10 16.80 
See be ecun ee 37.60 31.60 21.40 17.20 
[San Aww ee es 47.40 37.79 23.75 18.80 
Edge B&hetter— 
es ie Wie we etaaee a $34.25 Wehn”§«=6<(VSeeews $50.60 
BIGRIS (kcaneme 44.50 Sa” wwii mca 36.50 
Bark Strips— 
B&better 4/4”..$25.25 BG -vecaseaanne $13.25 
Dressed: 2%” 3” & 
Flooring— Wide Wider 
pS a $29.75 $28.60 
No. 1 common 49°... .2.00% 26.60 25.75 
No. 2 common }}”..... snes 20.00 19.75 
B&better bark strip partition......... $24.60 
Box bark strips dressed..........e.... 14.80 
Roofers, No. 2 Dressed: 
RE |. iu dR Gere $20.60 ae $21.75 
lll Te 21.10 Se —g.awarns 23.60 








DOUGLAS FIR 


{Special telegram to AmerIcAN LuMBERMAN] 
Portland, Ore., June 20.—Prices of straight 
and mixed cars of fir, delivered on a 62% 
cent rate, from actual sales, direct only, June 
15-17, are reported as follows by the Davis 
Statistical Bureau: 
Vertical Grain Flooring 


B&B&btr ee D 
SE” 6+ tsk aie $36.25 $33.25 
Flat Grain Flooring 
B&btr © D 
PE oc kext xa aeows $28.75 $25.50 
oe cork iagwbamanwe ee 32.00 29.75 
Mixed Grain peed 
fee 5 iin ceaetenwee een $24.00 
Cc etttes 
MOT e's ai opi pena ere 25.25 21.25 
Se ices dereewa seesaw 27.50 25.00 
Drop Siding, 1x6” 
ss ian sia ag alee pan ana eS 31.75 28.50 29.25 
SEE” crnsckenw enna max 25.50 32.50 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
N Ee rare $27.25 $27.25 $28.50 $31.25 
See 21.75 22.00 23.00 23.75 
ak we sanceees Pee re <e 
Dimension 
No. 1, 2” thick— ? 
12’ 14’ 16’ 18’ 20 
eens $27.25 $27.50 $28.25 $29.50 $29.50 
eee 26.75 26.75 27.75 28.50 28.50 
anda 26.75 26.75 27.75 28.50 28.50 
| eee 27.50 27.75 28.25 29.50 30.00 
|. gesere 29.00 28.75 29.75 29.75 29.75 
2x4”, 8’, $27. 00; 10’, $27.25 
Random—No, 3, BE cin ka hes aes . $20.00 


No. 1 Common Rough &/or Surfaced Timbers 


Sas te. BES GO Oe bese cks sc csacieccncgas $31.00 
Bad Ge SOR te OO OE ob ivecescewarccvasuas 31.00 





WEST COAST LOGS 


[Special telegram to AMERICAN LUMBERMAN ] 





Portland, Ore., June 20. arket quo- 
tations: 

Fir, yellow: Ungraded, $10@13 

Fir, red: Ungraded, $9@10; small, $7. 


Hemlock: Ungraded, $5.50@6. 


Red Cedar: Depending on quality, $9@11 
Spruce: No. 1, $16@17; No. 2, $10.50@11 
No. 3, $6@7. 


Seattle, June 17.—Average prices 

Fir: No. 1, $16; No. 2, $12: No. 3, $8. 
ore Shingle logs, $12-13; lumber 
$18-20 

Hemlock: Nos. 2 


of logs: 


logs, 


and 3, $7.50. 





HARD MAPLE—_ 


Sort MAPLE— 


~- 


NORTHERN ape ging 


prices 
Wausau, 


No 
on 


35-37 
45-47 
50-52 
50-52 
75-80 
95-100 


135-145 

















OAK FLOORING 


arlo 
ring. 


$95.00 


Oo 


2.00 


oo 
oo 


a3 oo 


00 
oo 
oo 


above: 
50; 

prices 
above: 

3; for 





AMERICAN LUMBERMAN 


WESTERN RED CEDAR 


Seattle, Wash., June 17.—-Prices for red 
cedar siding in mixed cars, new bundling, 8 
to 18 foot, f. o. b. mill, are: 


Beveled Siding, 12-inch 


Clear _ —— 
4-inch be wa iets $20.00 $18.00 $15.00 
DORE srcthewncecon 24.00 20.00 17.00 
EMG 2aewedsdénwna 24.00 21.00 17.00 


Clear Bungalow Siding 


% inch % inch 

Se. CO vvicnveriasnees nee es vance $27.00 

PMD ¢ cu kxeeanegedas > eae ed 45.00 38.00 

Pree eT er eer re Te 57.00 
Finish, B&better 

S$2S or S4S 

or Rough 

1x8&10” niR.serkhteen sw aee eke nean ore wa $ 45.00 

SE wie hed meee ae ane nnn ek aeneanawas - 66.00 

1x14, TEGIS” (AVOTFARES) cc ccvccceccsse 90.00 

EE tk kn s ening hak bee ee AE bd ee bee OE RR 100.00 

133 2& 24" bik > Rahs Oe See ee es oe Oe 105.00 

Ceiling or Flooring 
| gall rn eee yy ody es ame ee” $30.00 
Discount on Moldings 

Made from 1x4” and under............4+:. 64% 

Made from GtHOF GIES. oc cccvecceccescves 54% 
Additional discount for 10,000 feet or 

SG OO GE in ccd siccewscarowinseneves 5% 

Clear Lattice 5/16” 4 to 16’ 

100 lin. ft 

SE cease enh ened baa enaweseeereewel 0.23 

DE” ome Keknewhe Rade ewe heeew ee east Ones oot 

Sa éecene tenses k 060k OR HES TROES SC awE REED 31 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine 
mills during the week ended June 17: 


Flooring 

1x3” 1x4” 

Edge grain—B&better...... $40.50 $40.00 
Flat grain—B&better..... . 27.50 27.00 
hh «sbrvecebesenen ‘ ... 24.00 23.00 
a Re we rere: | | 16.50 

Partities aad Siding 

3oston partition, B&better, 1x4”.... $25.00 
Drop siding, Bébetter, 1x6”.......... 26.00 


Finish and Moldings 
Finish, B&better, 1x5&10” ; ; 
Finish, B&better, 5 4x5&10"........ 
Cuee GUE BOSE; IMSS” . oc cccecccanss 





Discount on mouldings, 1 By " and undet r 55% 
1%" and OVeP...0- vie om ‘ae 
Boards and ‘Shiplap 
Zoards and shiplap, No. 1, 1x8”.......$21.00 
Boards, No. 2, 1x1 2". 10, 16030"... cc ccces BO 
Shiplap, No. 2, 1x8”... , seccns Se 
Sieepenton 
No. 1, 2x 6”, 14- and 16°.... oenéecen see 

2x 4”, 12- and 16’.. aia cow Se 
as 3, 22— BOE 16 occ iees acres See 
No. 2, 2x 4”, 14- and 16’ , . . 16.00 
sui", 32 ta 16¢6°.. : .. 18.00 
Lath 
No. 1 gx! i $3.25 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills 
quote as follows on northern hard maple 
flooring, f. o. b. cars Cadillac, Mich., basis: 

First Second Third 


” oo 


2x24 . $55.00 $45.00 $28.00 





END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 
FAS No. 1 & sel 


| eee ee eT $100.00 $ 70.00 
|, arrerreror cre 105.00 75.00 
Perro rr 105.00 75.00 
DR cttserawsnveko ceeebion 105.00 75.00 
| y RUTTER T CELT CCP CELL 120.00 90.00 
7, Por rrrT rT Tr Tee tt 130.00 100.00 





Fila., 


widths 


29. 


TIDEWATER RED CYPRESS 


a list of new wholesale prices on tidewater 


ised as of June 16, f. o. b. Chicago: 
14%” 1%” yd 2%” 3° 4” 


$199.75 $118.25 $142.25 $142.25 $149.25 


73.25 83.50 93.50 123.50 123.50 128.50 


50 62.50 69.50 91.50 91.50 99.50 


26.50 49.50 58.50 61.50 80.25 80.25 $8.25 

26.25 26.25 26.25 26.25 Cypress Shingles. 18” 

28.25 30.25 30.25 31.25 4” 5” 
50 84.50 109.75 118.25 poet ve eeeeee $6.96 $6. en 

69.50 74.50 76.50 $4.50 JE Teme ..---- & 

58.50 63.50 65.50 68.50 Economy ... 4.20 :: 60 





Cypress Lath 


.50 54.50 49.50 No.1 No.2 
25 39.25 39.25 | 36x114—4’ $5.35 $4.60 
56.50 58.50 61.50 ,%x114—32” . 2.45 


June 24, 1933 








News Letters 














(Continued from Page 44) 


the buying movement. Volume of industria] 
sales increased last week. Purchases of 
grain door material by railroads accounted 
for a good portion of the increased sales 
volume. Buying by motor car body manu- 
facturers tended to decrease, as they expect 
to curtail production during summer. Mill- 
work plants and furniture manufacturers 
were more disposed to buy. 


Southern Pine mills are: still badly over- 
sold, and some of the larger mills were com- 
pelled to withdraw from the market for a 
time in order to build up assortments. Stocks 
of commons are in worse shape than those 
of higher grades, and prices are relatively 
higher. Sales of grain door material have 
virtually exhausted supplies, while box and 
crating lumber has also been in good eall. 
Purchases by the Government for river 
revetment work have held up well during 
the last few weeks. 


Western Pines have sold heavily to the 
East and middle West yards, where an in- 
creased amount of sales has necessitated re- 
placements. Mills are not booking any busi- 
ness for future delivery at current prices, 
and are cautioning salesmen that orders for 
wide assortments are almost impossible to 
fill. Industrial demand shows no sign of 
improvement. 


Douglas Fir price advances have not 
caused any falling off in orders. Round-lot 
sales were scarce, as most line yards hesi- 
tated to book more than day to day require- 
ments. Industrial sales were rather meager, 


Hardwoods are selling well. Mill surpluses 
have been reduced and most plants are 
operating at a better rate. Activity in build- 
ing has created a better demand for sash 
and door products and hardwood flooring, 
Prices of these items are considerably higher. 
Expected reduction in production schedules 
at motor car factories probably will result in 
reduced bookings by this class of trade. De- 
mand for cottonwood is holding up well, 
with supplies rather limited. 


Cypress producers report continued good 
demand for tank and vat stock, but yard 
items are rather slow. Prices are firm. 

Shingles are in fairly good demand at the 
higher levels. Lath demand shows improve- 
ment. 


Birmingham, Ala. 


Southern Pine.—Many plants continue to 
send out price lists that omit stock list, 
making request that buyers wire for quan- 
tities the mill can supply or send orders sub- 
ject to stock being available. All quotations 
are being submitted subject to change with- 
out notice. Stocks of shed items are low, 
and prices are much higher. Dimension is 
not moving as rapidly as shed stocks; mills 
have been resawing dimension into boards. 
Wholesale dealers have adopted the methods 
of the years prior to 1927 by putting stock 
in transit. Retail dealers in Alabama have 
plenty of stock, but have failed to note much 
increase in consumer demand. Most Alabama 
retailers in rural sections await the end of 
the crop season to resume active solicitation. 
City yards continue to depend upon repairs, 
largely done through insurance and mort- 
gage companies. Plywood and _ wallboard 
sales are much larger. Local industrial buy- 
ing has been spotted, except in western pat- 
tern lumber. Red Cedar shingle demand is 
increasing, and prices are advancing rapidly. 
Cypress shingles have advanced, with little 
stock available. Pine shingles are in demand. 

Oak Flooring advanced another $4 last 
week, and most manufacturers withdrew 
from the market entirely. Salesmen are in- 
structed to wire for quotations. Local de- 
mand is poor. 


——— 


Starts Canada Spruce Mill 


MINNEAPOLIS, MINN., June 17.—The Pas 
Lumber Co. (Ltd.), a subsidiary of the Win- 
ton Lumber Sales Co., has put its spruce mill 

The Pas, Manitoba, into operation, 
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SAMUEL C. MUMBY, 72, pioneer Washing- 
ton lumberman and prominent Olympia, 
Wash., resident, died at his home in Olympia 
June 7. Death was due to a heart attack, 
He was born in Ontario, Canada, Nov. 18, 
1861. He came to the United States in 1880 
and to Olympia in 1890. He married Miss 
Carolina Manning of Olympia in 1895. He 
began his career as a lumberman at the 
West Side mill in Olympia in 1894, and be- 
came a partner of the late T. R. Brown, 
owner of the West Side mill, shortly after- 
ward. Later he, Mr. Brown, Thomas Bor- 
deaux and A. H. Anderson founded _ the 
Mumby Lumber & Shingle Co., establishing 
mills at Bordeaux and Malone, Wash. Mr. 
Mumby was general manager of the company 
until he retired in 1922. After his retire- 
ment, he continued to manage his realty 
holdings in Olympia and to serve as a direc- 
tor of the Capital National Bank and the 
Washington Veneer Co, of that city. During 
his career as a lumberman, he served two 
terms as president of the Southwest Wash- 
ington Lumbermen’s Association. Besides his 
widow, he is survived by two daughters, Mrs. 
J. Wesley Mendenhall of Wallace, Idaho, and 
Mrs. R. G. Sangster of Seattle and one son, 
Dr. Samuel C. Mumby, jr., of Olympia and 
two brothers. 


A. D. STEWART, 48, president of the 
Stewart Inso Board Corporation, St. Joseph, 
Mo., died suddenly Sunday afternoon, June 
18, at his home, after a heart attack. He 
had been under a physician's care that 
morning, but death was not expected, and 
in fact he was planning to leave that eve- 
ning for a business trip to Chicago. For 
three years he had been in failing health, 
but had continued active management of the 
company he founded in 1926, and which has 
since grown to large proportions. Mr. Stew- 
art was born in 1884 in Bellefontaine, Ohio; 
his family later removed to Dayton, and 
there he started his commercial career as a 
specialty salesman. He then became con- 
nected with the Cornell Wood Products Co., 
and in 1918 he continued in the construction 
industry by affiliating with the Carey Straw- 
board Co., Hutchinson, Kan., of which he 
was general manager when he went to St. 
Joseph and organized his own firm in com- 
pany with a group of St. Joseph business 
men. He had developed a new process for 
making straw fiber into insulating boards 
and personally supervised the assembling 


and laying out of the entire plant, which 
subsequently was greatly enlarged. Besides 
his widow he is survived by a son, Albert 


D. Stewart, jr.; a brother, Robert E., office 
manager of the Stewart Inso Board Corpo- 
ration; and a sister, Mrs. H. W. Rairdon, 
Dayton, Ohio. 





OSGOOD P. WILLINGHAM, 76, president 
of the Willingham Sash & Door Co., Macon, 
Ga., died at his home June 7. He had been 
in failing health for several years, and con- 
fined to his bed for eighteen months. After 
graduating from Richmond College, Rich- 
mond, Va., young Mr. Willingham was asso- 
ciated with the late T. C. Hendricks in the 
lumber business in Macon, but a few years 
later founded his own company. He was a 
prominent member of the First Baptist 
Church, of which he had been a deacon for 
more than forty years and teacher of a 
Sunday School class of boys for about twenty 
years, He had been known for his quiet 
Philanthropies and kindly disposition. Sur- 
Viving are two sons, Osgood, jr., and W. H. 
Willingham, and two married daughters. 
Pallbearers included employes of long 
standing. 


HENRY P. McMANUS, 79, of Atwood & 
McManus, wooden box manufacturer of Chel- 
sea, Mass., died at his home in Malden on 
June 17. At the age of 28 he went to Boston 
from Maine and worked on the farm. of 
Josiah B. Thomas, in Peabody, until he and 
Mr.. Thomas together started a box mill in 
that town. Forty-one vears ago he and 
Charles Atwood launched the Atwood & Me- 
Manus Box Co., Chelsea, now one of the 
largest box factories in New England, a divi- 
sion of the New England Box Co. Mr. 
McManus was a pioneer in many mechanical 
developments in wooden box production. His 
task was to purchase timber stands and in- 
stall sawmills as a source of supply for the 
Chelsea plant. 





W. B. MACK, 71, pioneer Grays Harbor 
lumberman, died in a hospital at Shelton, 
Vash., June 10, after an automobile accident 
He nae been visiting a niece at Hood Canal 
just before the tragedv. At one time he 
Was a leader in Gravs Harbor lumber activi- 
ties, including Hoo-Hoo, and will be greatly 
missed. For many years he was manager 
of the S. E. Slade Lumber Co.. Aberdeen. 
Later he affiliated with the National Lumber 


& Manufacturing Co., at Hoquiam, and was a 
stockholder in the Pacific Lumber Agency. 
For two years he was manager of the 
Stewart Lumber Co., North Bend, Ore. In 
1927 he went to Wilmington, Del., to manage 
the Eastern Terminal Lumber Co., and re- 
linquished this position only about six weeks 
ago, when he returned to the Harbor to make 
his home, 





JOHN WESTON, 63, president of the 
Weston Lumber Co., Bay St. Louis, Miss., 
after a week’s serious illness died June 4. 
Educated at Soule College, New Orleans, La., 
he entered his father’s employ at the age 
of 19. From 1912 to 1929 he was vice presi- 
dent, and president since then. He also was 
president of a companion firm, the Riviera 
Land & Improvement Co. The two concerns 
have combined holdings of 110,000 acres in 
Hancock County, in the development of which 
he has been prominent. Surviving are his 
widow, two sons and one married daughter. 





MISS JEAN ALEXANDER, 30, daughter of 
John Alexander, of Aurora, Ill., head of the 
Alexander Lumber Co., died Sunday night, 
June 11, several hours after the car in which 
she was riding with her brother, John Alex- 
ander, jr., struck a milk wagon, skidded into 
a ditch and turned over, pinning her beneath 
it. Her brother, thrown free of the car, 
escaped with only minor injuries, Heroic 
efforts were made to save her life, and Dr. 
Dean D. Lewis, newly elected president of 
the American Medical Association, left the 
convention in Milwaukee when called to at- 
tend her, but to no avail. The brother and 
sister had been returning home from a novel 
“treasure hunt” at a friend’s home when the 
accident occurred. 


MRS. MARY ANICE TEPE, 61, wife of 
Zen F. Tepe, Canadian, Tex., general mana- 
ger of the White House Lumber Co., died 
June 2 at a local hospital. She had been in 
ill health for some time. Mrs. Tepe was 
charter member of the Christian Church in 
Canadian, and the person responsible for its 
being founded, and was highly esteemed by 


all who knew her. The employees of the 
lumber company attended the funeral in a 
body. Mr. Tepe and four children survive. 


EDWARD W. ZIMMERMAN, 65, vice presi- 
dent and general manager of the J. A. 
Bentley Lumber Co., Zimmerman, La., died 
at a hotel in Alex candria, June 13. Born in 
Williamsport, Pa., Mr. Zimmerman went to 
Orange, Tex., in 1886, and from there, in 
1890, to Alexandria, where he formed a part- 
nership with J. A. Bentley. Five years later 
the mill was established at Zimmerman. 


RICHARD J. BURKE, 30, secretary of the 
r. J. Burke Lumber Co., Oswego, N. Y., died 
of pneumonia at his home after a short ill- 
ness. Since his graduation from high school 
he had been associated in the lumber com- 
pany with his father, Timothy J. Burke, who 
survives, 

RICHARD POSTELL, 61, president of the 
Postell Lumber Co., Tifton, Ga., died June 11 
at his home after an illness of two months. 
He started in the lumber business in Macon 
with the late Osgood Willingham, but 
twenty-five years ago moved to Tifton to 
found his own company. 

T. B. MILLER, 75, head of T. B. Miller & 
Sons (Inc.), lumber and material dealer and 
contractor of Louisville, Ky., died June 14 at 
his home in Medora. ‘Among the survivors 
are his widow and three daughters, and four 
sons, Howard, Carl, Wallace and Paul, who 
are carrying on the business. 

JOE MALLONEE, 61, president and mana- 
ger of the J. B. Ford Lumber Co., Harrisburg, 
Ill., died June 11 in a local hospital after an 
operation which his weakened heart could 
not withstand. He formerly was city com- 
missioner, and this spring was elected as- 
sistant supervisor of Harrisburg township. 





CHARLES J. STARKE. 69, president of the 
Henry Starke Lumber Co., Manistee, Mich., 
died June 9 at his home in Arcadia after a 
brief illness. He also was president of the 





Areadia & Betsy River Railroad Co. and of 


the Arcadia Furniture Co. 


DAVID B. MacLAREN, 79, wholesale lum- 
berman of Evansville, Ind., died June 8& at 
his home. He had been ill for six months, 
but maintained active management of his 
business until two days before his death. 





RIVING JENNINGS. 52, head of the Jen- 


nings Lumber Co., line yard operator” of 


Ariz., died June 5. He was widely 
trade in the Southwest. 


Douglas, 
known in the lumber 








How to Figure Costs for Advertising 
In Classified Department 


Ome 106U0 .occcccccccccccccccccecc ede Comms @ Hime 
Two consecutive issues..........55 cents a line 


Three consecutive issues..........75 cents a line 
.90 cents a line 
gece consecutive issues..........$2.70 a line 


Four consecutive issues......... 








Twenty-six consecutive issues.......$5,40 a line 

Seven a of ordinary length make 
one line. 

Count in the _ signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 














WANTED 


Employees 


AN OPPORTUNITY 


For a thoroughly experienced hardwood manufac- 
turer. We have a modest plant, equipped, and «a 
nice tract of hardwood timber. Want to make 
an arrangement with a man who knows how to 
get the most out of the log and to produce 
well manufactured lum er Must have first class 
references and able to produce results, 
Address “Y. 48," care American Lumberman. 











— 





yyy 





WANTED—MANAGER FOR SMALL TOWN 


In southwestern Minnesota, joint hardware and 
lumber stock. Irish nationality and Catholic pre- 
ferred. 

Address “Y. 42," care American Lumberman. 





Salesmen 


SALES-PARTNER 


Long established Southern Pine wholesaler, well 
rated, with reputation for good lumber and service, 
desires salesmen, for full time. selling directly in- 
dustries, railroads—65/35 profit partnership basis 
Are you a good trader and salesman? If so, ad- 
dress P. O. Box No. 133, Mobile, Alabama, 


WANTED LUMBER SALESMEN 


See display advertisement on page 33. Long estab- 
lished midwest wholesaler with exclusive quality 
mill connections offers exceptional opportunity to 
salesmen who are already active in the territories 
mentioned. 

Address “Y. 25," care American Lumberman 


COMMISSION SALESMAN WANTED 


To sell a high grade wood specialty that SELLS 
to the general lumber and woodworking trade. 
Liberal commission paid weekly. State territory 
covered in your reply. 

Address “W. 84,”" care American Lumberman. 














Employment 


RETAIL LUMBER SALESMAN 
With excellent Chicago following desires to make 
a new connection in or out of city 10 yrs. exp 
with present firm. Thorough knowledge of lumber 
merchandising 
Address “‘Y. 47,"° care American Lumberman 


BOOKKEEPER 


Lumber, coal and bldg. supply exp Now working 
Present employer reference Prefer No. Illinois 





Availavle Aug. 19 
Address “Y. 43," care American Lumberman 
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WANTED 











WANTED 











WANTED 





Employment 





NATIONAL INDUSTRIAL RECOVERY BILL 
PROVIDES THAT INDUSTRY ORGANIZE 


You will need a Conservator to obtain Government 
authority and supervision with industrial safe- 
guards and reservations retained and controlled 
4 man of ten years’ experience in lum er trade 
association work: conversant with the New Deal; 
broad business background, personality and poise 
able to meet with, organize and handle men, labor 
problems, statistical data trade practices, et 
desires to hear from leaders or a_ responsi le 
group Highest credentials 


Address “Y. 46,’’ care of American Lumberman 





EXPERIENCE FOR SALE 


lumberman with fine record of suc- 
management including sales office and 
office supervision seeks new connection 
due to Hquidation of lumber interests of present 
connection Thoroughly experienced in Northern 
and Southern Woods, also Western. Prefer Chi- 
cago sales office, but go anywhere. Nation-wide 
acquaintance increased through activity in associa- 


Well known 
cessful mill 
purchasing 


tion work over several years. Start at moderate 
income and prove worth Correspondence invited. 
Address “‘W. 62," care American Lumberman. 





EXPERT BAND FILER, HARD OR SOFT WOODS 


Wishes to make connection with lumber mill. Can 

handle any mechanical job from filing room to ma- 

chine shop. Satisfaction guaranteed or ask no pay 
Address “W. 97," care American Lumberman 





MILLWORK SUPT. & DRAFTSMAN, ESTIMATOR 


Might make small investment; 20 years experience, 
also civil-structural engineer, designer in building 
construction Age 35; reference. 

Address “T. 76," care American Lumberman. 





SUPERINTENDENT OR FOREMAN 


Woodworking plant: 15 yrs. exp. machine room 


time study, estimating. detail, A No. 1 mechanic; 
handle all types of help; salary secondary; go 
anywher: 

Address “W. 9%4,"" care American Lumberman 





YOUNG RETAIL EXECUTIVE 


Over 15 years experience from driver up Includes 
7 years yard management Seeks sales or man- 
agement position with live able concern A-1 
references Married Ability, character, person 
ality 

Address “‘Y 10 care American Lumberman 





WANTED POSITION WITH LARGE LBR. MFR. 


In West Am 50 yrs. of age, in good health and 
have had 27 yrs. of continuous serviee with large 
uccessful lumber companies Am competent to 
handle accounting, purchasing mill supplies or 
lumber; making up income tax statements. Have 
1lso had experience in selling. Will be glad to go 
into detail as to my qualifications with any com- 
pany ne¢ ding an executive worthy of trust 


Address “‘Y. 38 care American Lum Yerman 





PRACTICAL MILL BUILDER & OPERATOR 





Open for position after June 20 as plant supt. or 
mill foreman 5 yrs. exp. ample ref Answer 
Y 32 eare American Lumberman. 

A-1 WORKING FOREMAN, ON ALL LINES 


work 


Of special mill and cabinet 
; American 


Address “‘Y. 33." care Lumberman 





WANTS SUPPLIED 


Large number of wants supplied each 
issue through § the classified section 
We do it for others. why not for you? 
AMERICAN LUMBERMAN, 431 Ss 
Dearborn St., Chicago 





WEST COAST LUMBER BUYER 


Desires eastern wholesal connections 20 years 
experience Fir Hemlock Cedar lumber and 
shingles References E. D. EVANS, 4241 11th 
Ave. N. E., Seattle, Wash 





EXPERT BAND & CIRCULAR SAW FILER 


Maintain saws for any purpose Satisfaction guar 
inteed; years of experience: reliable; A-1 Kef. 
Address “Y. 44," care American Lumberman 





YOUNG EXPERIENCED LUMBERMAN 


9 yrs. exp. spec millwork est., detailing, billing 
costs, sales service, office, factory, yard 
Address ‘‘Y. 50,"" care American Lumberman 





JUNIOR EXECUTIVE-MILLWORK ESTIMATOR 


Age 12 yrs. exp., yard, office, sales, detailing 
bill ing. estimating. accounting Desires connection 
Address ‘YY. 49 care American Lumberman 











Lumber and Dimension 


PLA LPL LLL LDL LD PDD PD DD DD DS ID 


WE ARE IN THE MARKET FOR SEVERAL CARS 





Each of 4/4 and 5/4” No, 2 & Btr Maple Tie Sides 
for loading after July Ist. Advise what you have 
and where we can see it with your lowest price 
FOR cars 


Address “Y. 34," eare American Lumberman 





YELLOW PINE MILL CONNECTION 


Reliable commission man wants dependable yellow 
pine mill connection that can ship Cincinnati terri- 
tory advantageously 

Address “YY. 37," Lumberman 


care American 





WANTED LOGS 
Walnut and White Oak. WESTGATE 
CO., Mendota, Ill 


WALNUT 





WANT TO BUY WALNUT, HICKORY 
Gum, Rock Elm, Oak. 


Address ‘‘W. 77,"" care American Lumberman. 





PINE AND POPPLE LUMBER WANTED 


Want to place contract saw and pile half million 
feet each pine and popple box lumber. Shipment 
soon as dry Can also use half million cotton 
wood now or later 


Address “Y 39," care American Lumberman 
_. 





WANTED—ONE TO TWO CARS PER MONTH 


Mill off all soft wood, basswood, cottonwood, pine 
or spruce—1x1—16” and up to 6 ft.; but bulk to 
ve short Give particulars of what you have and 
approximate price Miss. River point delivery 
Address “Y. 51," care American Lumberman 





Business Opportunities 


WANTED—LOCATION FOR MFG. PLANT 





Using about three million feet Maple and Birch 
lumber yearly. 
Address “Y. 35," care American Lumberman 





HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry AMERICAN LUM- 


BERMAN, 431 So. Deartorn St., Chicago, Ill 


Retail Lumber Yards 


wre eee eee ee YE YY Ye 


IN IOWA, NORTHWESTERN OHIO & NORTHERN 


Illinois. Wall consider only 

ord Give full particulars, 

sons for selling 
Address “Y. 28,” 





yards with proven rec- 
including price and rea 
care 


American Lumberman, 





WANTED TO TRADE 


Good farms for good yards in No. Ind. or So. 
Mich.; also city residence. Would accept place as 
yard manager. 


Address “W. 99,"’ Lumberman 


Used Machinery 


DDD IIe 


WANTED—USED MACHINERY FOR THE 


Manufacture of staves for beer kegs. 
Address “Y. 31," care of American 


care American 








Sw 


Lumberman 





WANTED TO BUY—GASOLINE SKIDDER 
H. P. Gas engine, one inch pipe 


3 and water 
SHAPERO LUMBER COMPANY, 


Jamestown, 


pump 
Tenn. 





WANTED—CIRCULAR RESAW 


Describe fully; price must be low Machine in 
good shape. 
HILL-BEHAN LUMBER CO., 6500 Page Ave., 


St. Louis, Mo, 


Timber and Timber Lands 


WANTED—LARGE TRACT SOUTHERN 


Hardwood for m illing 
Address “‘Y. 45,’ 








Cempany 


care American Lumberman. 





HAVE YOU A TRUCK YOU WOULD LIKE TO 
TRADE? ADVERTISE 





Miscellaneous 





WANTED 
Several carloads Standard New York 
Apple Boxes 
YATES LUMBER COMPANY 
Penn Yan, N. Y. 





FOR SALE 


Lumber and Dimension 











FOR SALE—HARDWOOD STOCK 
Attractive offer on hardwood picket or fencing 
lath, crating, sound or clear smal! dimension stock. 

Address ‘’Y. 26," care American Lumberman, 


EXCLUSIVE REPRESENTATIVE 


Huntting Merritt Lbr. Co., Ltd., Vancouver, B. ¢. 
Dri-Home B. C. Red Cedar Shingles—Stained and 
Natural. 





RITCHIE H. 
18 Wilshire Park, 


FOR SALE 
Lumber. WESTGATE 


STEVENS, 


Needham, Mass 





Walnut and Oak 
CO., Mendota, Ill 


Retail Lumber Yards 


LUMBER YARD FOR SALE 


Stock of building material and Planing 
The Crothersville Lumber Co., Crothersville 
ana, for sale, Will make attractive price 

Inquire of the SWAIN ROACH LUMBER CO, 
Seymour, Ind. 


FOR SALE—OLD ESTABLISHED YARD 


WALNUT 








Mill of 
Indi- 





In Southern California. Stock about $10,000.00 
Mill equipment, trucks, and office furniture and 
fixtures $2,000.00. Real estate can be leased rea- 
sonably. Sheds priced right. Wonderful oppor- 
tunity for good lumberman. 

Address “‘W. 92," care American Lumberman. 





LOS ANGELES AND SOUTHERN CALIFORNIA 





Retail Lumber Yards for Sale. Address TWOHY 
LUMBER CoO., 714 W. 10th St., Los Angeles. 
LUMBER YARD PROPERTIES 
Specializing in Sale 
and 


Purchase of Yards 

throughout Mid-west 

DEANE P. HARBER 
Roosevelt Bldg.—lIndianapolis, Ind. 


FOR SALE GOOD SMALL TOWN LUMBER YARD 





Located within twelve miles of Indianapolis. In 
good farm and suburban district. Priced right. 
Must sell. 

Address ‘‘W. 78," care American Lumberman. 





Trucks and Tractors 


FOR SALE—HOLT CATERPILLAR TRACTORS 
Ten 5-ton, government purchase, excellent condi- 
tion, correct for logging and mills, For quick sale 
$300 each. 








Oo. C. EVANS, Mt. Sterling, Ky. 

e E a 
Logging Ry. Equipment 
eee av 
CARS—RAILS 
40 Steel Flat Cars, 40 ft. 80,000 Ibs. cap. Als0 
gondolas, box cars and cabooses. Relay rails of 


all weights. 
HYMAN-MICHAELS COMPANY, 
20 N. Wacker Drive Bidg., Chicago, Il! 
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FOR SALE 








FOR SALE 








| FOR SALE 








Business Opportunities 


Rye 


WANT NATIONAL SALES ENGINEER 


Established West Coast manufacturer featuring 
basic item standard built-in fixture embodying 
radically improved features not possessed by those 
now on the market and used in majority new 
homes, apartments and remodel jobs. Patent pend- 
ing, competitively proved and proven sales appeal 
Want clean-cut capable salesman or agency with 
successful record and financia!tly able to promote 
national distribution through legitimate millwork 
jobbers and retail lumber yards, to permanently 
manage sales on a liberal profit sharing basis, 
according to results obtained. Reference exchanged. 

Address “‘Y. 29,"" care American Lumberman. 











Iw 





FOR SALE—COMPLETE FIR AND PINE 


Sawmilling plant located on Southern Pacific rail- 
way in Oregon, including 40 M capacity sawmill, 
planing mill, railroad, logging equipment and real 
estate. For detailed particulars address ‘“Re- 
ceiver,”” care American Lumberman, Chicago, III. 





NEW EAST OREGON 60-M PINE MILL 


Ready to go in high quality cheap log timber pay 
as cut on R. R. also State, Federal Improved High- 
way; 50 mile truck haul to new U 8S. Vale-Owyhee 
$22,000,000 project 122,000 adjoining Snake River, 
total 350,000 acres on U. P. R. . Easy purchase 
terms, whole or part. If interested advise imme- 
diate inspection, 
Address “W. 76,” care American Lumberman. 





Timber and Timber Lands 


ry 








OREGON PINE 
600,000,000’ PONDEROSA PINE 


Will sell all or in units as small as 25,000,000’ and 
it prices, terms and conditions under which we 
will guarantee a capable operator can very profit- 
ably begin on present lumber price basis. Lowest 
rate location for Export and Domestic Cargo. Ex 
cellent quality and lowest logging costs. Princi- 
pals only with capital ready to perform, please. 
Address “Y, 30," care American Lumberman. 





FOR SALE BY OWNER 


Eight Hundred Acres Virgin Timber. Four million 
feet white pine—one million feet mixed hardwood 
Accessible to C. M. & St. P. R. R., in Ontonagon 
County, Michigan Detailed estimates will be fur- 
nished to bona fide purchasers only No brokerage 
or commission will be paid to any one. Write Box 
391, Huntington, West Virginia. 





HARDWOOD TIMBERLAND FOR SALE 
2332 acres. Oak, poplar, hickory, walnut and other 
timbers, joins railroad near Sherwood, Tenn., high- 
way through the tract, $6.00 per acre, in fee. 
BANK OF CHARLOTTE, Charlotte, Tenn. 





INTERESTED IN TRADING 
Approximately 26,000 acres virgin timber in the 
Upper Peninsula, Michigan, for southern tract. 

Address “‘Y. 36," care American Lumberman. 





WANTED CUTTING ORDERS FOR 


Oak, Hickory, Ash, Whitewood and Wild Cherry. 
All large second growth. Priced right. 
Address “Y, 41,” care American Lumberman. 


FOR SALE 
Valuable Black Walnut Timber 
W. ©. THOMISON, Fayetteville, Tenn. 


CALIFORNIA TIMBER 


BILLION FEET, 55% sugar pine and white pine 
Reliable and experienced operator may purchase at 
reasonable prices on deferred payment plan over 
term of years. More than a billion feet geograph- 
leally controlled. Perpetual operation. Favorable 
logging, operating and living conditions. 

Address “W. 70,” care American Lumberman. 














TIMBER INVESTMENT 
uhe safest investment today is good timber land. 
aluation on the increase. 11,500 acres of original 
srowth timber in Virginia now cffered to investors. 
Address ‘“‘W. 80," care American Lumberman. 


FOR SALE—ABOUT THIRTY MILLION FEET 


Long Leaf Virgin Timber. HERMAN H, WEFEL. 
JR., Mobile, Ala. 














PINE, MAPLE, SOFTWOOD LAND 


On Rivers-Lakes; fine for fowl and fish, at low 
price. Must sell. Bargain. DR. E. H. FLYNN, 
Marquette, Mich. 





Used Machinery 


COMPLETE VENEER MFG. EQUIPMENT 


2-7 ft. and 1-9 ft. BAND SAW MILLS, Transmis- 
sion, carriages, Log turners. CONVEYORS, Edger, 
2 Chip Hogs, Cross Cut Saws, Blowers. 
4-72 in. VENEER Saw Mills. 1-64 in. Clipper, 
Automatic FILING Equipment, 3 Veneer SLICERS, 
1 half round Peeler, 30 in., 100 in., and 18 
Knife GRINDERS. 
2-300 H. P. Steam TURBINE-Electric generators, 
Jet Condenser, Pumps. 50 A. C. Motors, G. E. 
Push button COMPENSATORS. 
2-350 H. P., 2-500 H. P. Water Tube BOILERS. 
2-6 ton 72 ft. Boom 80 ft. Mast Steel Guy DER- 
RICKS, Lidgerwood Holsts, G. E. A. C. Motors. 
Wood stiff leg Derricks and Jib Cranes, Overhead 
Electric Traveling Cranes and Hoists. 
All Auxiliary Equipment. Inspection and shipment 
at Tidewater, N. Y. 

N. B. PAYNE, 105 West 55th St., New York City. 

Telephone Circle 7-6730. 








LUMBER & PLANING MILL MACHINERY 


Complete lumber mill machinery. 

Yates American Horizontal Band resaw. 

Whitney two spindle motorized shaper. 

General Electric 7% KW. Frequency Changer. 

Yates American G-77 straight line rip saw motor- 

ized. 

Yates American 30” single planer with grinder. 

Coe Veneer Lathe 66”. 

Log derrick with 60 ft. boom. 

18” x 36” Corliss engine. 

Two 18 ft.x 72in. horizontal steam boilers. 

Shavings exhaust system, cyclone & 50” fan. 
PHOENIX PRODUCTS COMPANY, 
Box 486, Prairie du Chien, Wisconsin. 





COMPLETE DOUBLE CLARK BROS. 8’ BAND 


Saw miit!, all accessories, including loaders, locomo- 
tives, cars, rails, 70 ft. steel bridge, machine shop 
tools, 4 complete stave saw mills 
PIEDMONT ENGINEERING CO., 
Box 232. Charlottesville, Va. 





COMPLETE FRAMING PLANT 
Woods No. 10 Sizer; 404, 15” & No. 24, 24” Matchers 
Greenlee Rway ctoffs, Gainer, Borers, Mortiser; 
Mershon, R. H 66” Band Mill & 8’ auto. Carr. 
Yates 282, Comb. Bd. Rip & Resaw. Berlin 177, 
30x12”. Woods 107, 12” & 131, 9” Fast Feed 
Moulders. Sold in lot or separately. Priced to 
sell NOW. 
Address ‘‘W. 85,”" care American Lumberman. 





FOR SALE 


1—20x 36 Right Hand Heavy Duty Corliss Engine 
i—22 x 30 Houston, Stanwood & Gamble Engine. 
1—No. 3 Left Hand Wickes Gang Saw. 

1—No. 65 Covel Gang Saw Grinder. 

1—42 Ton Shay Locomotive. 

2—70 Ton Shay Locomotives. 

800 Ton Good 60 lb. Relaying rails with angle bars. 
FORT SMITH LUMBER CoO., Plainview, Arkansas. 


75,000 CAPACITY SAW MILL COMPLETE 


8’ Allis Chalmers Band Mill, perfect condition; 
47 ton Heisler locomotive, perfect condition; Live 
Roller, Boilers, Carriage, Edgers, Engines. 

Write D. A. McINTOSH, JR., Mendenhall, Miss. 








FOR SALE—A COMPLETE BAND SAW MILL 
Serap basis. Rails, Cars and Baldwin Locomotives. 
LATHROP LBR. CO., Reform, Ala. 


Steel Rails 


RELAYING 40 LB. AND 60 LB. RAILS 


Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
weights. Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. 











Miscellaneous 





FOR SALE—WOOD AND WIRE FENCING 


Portable corn cribs, silos, and snow fence. Deliv- 
ered prices gladly quoted, 
STANDARD FENCE CoO., Lufkin, Texas. 


FOR SALE—5 PASSENGER STEARNS-KNIGHT 


Sedan, first class shape. Has only 35,000 miles on 
it. Upholstery looks like new. Good paint, green 
color, wood wheels, trunk, new tires, 130 inch 
wheel base, Owner has taken good care of it and 
is all in excellent condition. Cost new $3250. A 
bargain at $250. Chicago delivery. 

Address ‘‘W. 95,"" care American Lumberman, 








Locomotives and Cars 


FOR SALE—53 STEEL FLAT CARS 


36 ft. long in good usable condition equipped with 
alr and hand brakes, capacity 50,000 Ibs. These 
cars can be purchased at an attractive figure 
Address Inquiries to: 
BRUNSWICK LUMBER COMPANY, 
Big Bay, Michigan. 








A CLASSIFIED ADVERTISEMENT BRINGS 
A CLASSIFIED AD WILL MOVE SLOW STOCK 


NEW at USED PRICES 
SHOT GUN FEEDS 5” UP TO 12” 
NIGGERS—LOG STOPS—SAW- 
MILLS, EDGERS, ETC. 
Will Take Shipping Lumber as Payment 


Formerly Hill-Curtis Co. 
KALAMAZOO, - 





MICHIGAN | 


SIMONDS 


Saws Prompt shipment Anything 
from 10-inch to 72-inch Solid or 
Il. P. Shipped second day. 





J. H. MINER SAW MF'G. CO. 
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MISSISSIPPI 










Wagons 


continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 


Pat Sense 1900 
Migy /8 £902 jj 

Ja Position 

to Zoaz- 





For snaking and 

bunching use 

our Self-Loading 
Skidders. 





LINDSEY WAGON CO. 


Sole Manufacturer LAURE!., MISS. 






























































Alderman & Sons., D. W. 
Allis-Chalmers Mfg Co. 
American _Credit- Indemnity 
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American Lessing Tool Co... 10 
American Sheet & Tin Plate 
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Anaconda Copper Mining Co.. 8 
Antimite Co., The........... 
Associated Lumber Mutuals... 33 


Babcock Co., W. W., The.... 31 
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Benson Hotel...... ; 
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Casein M’g. Co. of America 
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Menominee Indian Mills, 









































Johns-Manville...... 
Johnson & Wimsatt. 


F—Southern Yellow Pine 
F—Cy press 


Alderman, D. W. & Sons 
C—Northern Hemlock CH. cevecccsocesosenesens ef 
Alger-Sullivan Lbr. Co. ....e 


Burton-Swartz Cypress Co...f 
Dibert, Stark & Brown Cy- 
Ltd. 


Hines Lbr. Co.. 
and Affiliated Interests. ..e 


Eagle-Picher Lead Co........ 


Exchange Sawmill Sales Co. 


Feather River Lumber Co.... 
Ferguson Lumber Co., W. T... 
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Florida-Louisiana Red Cypress 


Fordyce-Crossett Sales Co. 

Frantz Mfg. Co............. 
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Frost Lumber Industries, Inc. . 
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Hines Lumber Company, Ed- 
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Holt Lumber Company 
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Indiana Quartered Oak Co.... 
Indiana Steel & Wire Co..... 
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Libbey-Owens-Ford Glass Co. . 
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AMERICAN LUMBERMAN 


ALPHABETICAL INDEX TO ADVERTISEMENTS 


If page number does not appear opposite name, display advertisement will be found in a previous issue 
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Pittsburgh Steel Co.......... 
Polleys Lumber Co., The... . 


Red River Lumber Co., The. . 
Richard Shipping Corp....... 
Ruberoid Co., The.......... 
Ruggles Lumber Co., Carlos. . 


Samson Cordage Works...... 
Schuette Co., Wm........... 
Sewall, James W............ 
Silver Lake Company........ 
Sinclair Refining Co......... 
Solvay Sales Corporation..... 
Soule Steam Feed Works..... 
Spain & Co., H. M.......... 
Spokane Pine Products Co.... 
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Sumter Lumber Company, Inc. 
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Tremont Lumber Company... 


Von Platen-Fox Company. ... 
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White River Lumber Company 
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Wood Conversion Company... 
Wooster Brush Co., The... ... 


Directory of Products Advertised in American Lumberman 


For page number refer to Advertisers’ Alphabetical Index above. If page number 
does not appear in Index, display advertisement will be found in a previous issue. 
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Beech ec and Soft) .m 
Birch d ae n 
Cherry ...¢€ Poplar ....0 
Chestnut ..f Sycamore. -p 
’ ws Tupelo ,.. .« 
Cottonw’d .s Walnut’ ...F 
Elm ...... h Foreign 
Gum ....-- i Woods ..s 
Hickory ..jJj Mahogany .t 
Philippine .k Balsa ..... u 
Aldermé an, D. W. & Sons 
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AMERICAN LUMBERMAN 
HARDWOOD LUMBER 


Alger-Sullivan Lumber Co.ino 
Bradley Lbr. Co. of Ark..cin 
C\sar Brothers ...... adhimnq 
Dibert, Stark & Brown 
Cypress Co., LAG. ....00.. q 
Ferguson Lumber Co.. 
Peer actghijmnopar 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries. 


Re ree ee achijlnq 
Holt Lumber Co. ...... bdhm 
Homochitto Lbr. Co. ..... 

nhantad bike oeeuma acijmnopq 


Indiana Quartered Oak Co.kst 


Long-Bell Lumber Sales 
ComporatioM .ccccccces ilnoq 


Maisey & Dion .....adhimnq 
aeentnes Selon Mills, 


eeueeeteueseed abdhmn 
Newman Lumber Co., J. J. 
eabaie $00eceseces OS 


Peavy-Wilson Lumber Co..in 
Tremont Lumber Co....ching 
Von-Platen-Fox Co. ...abhim 
Wisconsin Land & Lbr. Co 


HARDWOOD 


DE vcsccerwovecesesaennad a 
ee ree b 
OM ccccccccecececescosess c 
DE nwtwowsecadasaeennen d 
Ce Veked0s dc cotneensetana e 


Beidiee Lumber Co. of Ark.e 
Frost Lumber Industries...e 
Ferguson Lumber Co., 

WwW. ft. 


Fordyce-Crossett Sales Co...e 


me 


55 
Holt Hardwood Co....... bde 
Long-Bell Lumber Sales 
GE Ske ccansccecs e 
Northwestern Cooperage & 
Lumber Co., The....... abd 
Tremont Lumber Co........ e 
Webster Lumber Co., H. E..e 


Wells Lumber Co., J. W..bd 
Wisconsin Land & Lbr. Co. 


MILLWORK, FRAMES, SHINGLES, PACKAGE TRIM, ETC. 


SASH, DOORS, COLUMNS, 

MILLWORK 

Long-Bell Lbr. Sales Corp. 

Pacific Mutual Door Co. 

Red River Lbr. Co. 

Sullivan Lbr. Co. 

Washington Manufacturing 
Company 

WINDOW, DOOR FRAMES 


BilesColeman Lbr. Co., Inc 


BRUSHES—Paint, Varnish 
Wooster Brush Co. 


CALSOMINE 
Tamms Silica Co. 


CEDAR CLOSET LINING 
Bradley Lbr. Co. of Ark. 


CEMENT REINFORCING 
Indiana Steel & Wire Cu. 
Pittsburgh Steel Co. 


DISAPPEARING STAIRS 
Frazier Stair Co. 


FENCE AND FENCE POSTS 
Continental Steel Corporation 
Indiana Steel & Wire Co. 
Pittsburgh Steel Co. 


FLASHING, VALLEY 

SHEETS 

American Sheet and Tin 
Plate Co. 


GATES—Steel 
Continental Steel Corporation 


GLASS 
Libby-Owens-Ford Glass Co. 


ACCOUNTANTS 
Nelson & Co., Gilbert 


APPRAISERS AND TIMBER 
ESTIMATORS 


Sewall, James W. 
Spain & Co., H. M. 


FINANCIAL 


American Credit Indemnity 
Co. of New York 

Builders Commercial Agency 

Lambermen's Credit Associa- 
on 


AXES AND LOGGING 
TOOLS 


American Logging Tool Co. 


CONVEYING MACHINERY 
Allis-Chalmers Mfg. Co. 


DRY KILNS AND 
ACCESSORIES 

Mooté Dry Kiln Co. 
National Dry Kiln Co. 


ORY RN 
A CONTROL 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


Long-Bell Lbr. Sales Corp. 

Pacific Mutual Door Co. 

Red River Lbr. Co. 

Spokane Pine Products Co. 

Washington Manufacturing 
Company 


PACKAGE TRIM 


Biles-Coleman Lbr. Co. 


Bradley Lumber Co. of Ark. 
Fordyce-Crossett Sales Co. 


Frost Lumber Industries, Inc. 
Long-Bell Lbr. Sales Corp. 
Weyerhaeuser Sales Co. 


SHINGLES 

Northern Cedar ........... a 
Western Red Cedar........ b 
SS Eee ec 


Ferguson Lumber Co., 


Holt Lawmber Ce. ..cccccsces a 
Mumby Lbr. & Shingle Co..b 


Northwestern Cooperage & 
Lumber Co., _ aes a 


Sullivan Lumber Co........ b 
Starks Stained Shingle Co..b 
Weyerhaeuser Sales Co. 

White River Lbr. Co........ b 
Wisconsin Land & Lbr. Co.a 


BUILDERS’ SPECIALTIES, ETC. 


GLASS EDGERS AND 

TOOLS 

Henry G. Lange Machine 
Works 


GLUE—Waterproof 
Casein Mfg. Co, of America, 
Inc., The 


HARDWARE—Builders’ 
Frantz Mfg. Co. 


INSULATION 

Celotex Co. 

Certain-teed Products Corp. 
Eagle-Picher Lead Co. 
General Insulating & Mfg. Co. 
Insulite Co. 

Johns-Manville 

Standard Lime & Stone Co. 
Wood Conversion Company 


LADDERS 
Babcock Co., W. W. 


LOG CABIN SIDING 
Red River Lumber Co. 


METAL LATII 
Continental Steel Corporation 
Pittsburgh Steei Co. 


MORTOR COLORS 
Tamms Silica Co. 


NAILS 


Continental Steel Corporation 
Pittsburgh Steel 


OVERHEAD GARAGE 
DOORS 
Frantz Mfg. Co. 


PAINT 
Martin-Senour Co., The 


PAINT—Roof 
Certain-teed Products Corp. 
PAINT AND VARNISH 
BRUSHES 
Wooster Brush Co. 
PLASTER BOARD 
Certain-teed Products Corp. 
PLASTER LATH 
Pittsburgh Steel Co. 
PLYWOOD AND VENEERS 
Indiana Quartered Oak Co. 
Northwestern Cooperage & 
Lbr. Co., The 
Pacific Mutual Door Co. 


Red River Lbr. Co. 

Sullivan Lumber Co. 
POSTS—Steel 

Continental Steel Corporation 
Pittsburgh Steel Co. 
POULTRY COOPS 

Indiana Steel & Wire Co. 


ROOFING BAS& 
Brown Co. 


ROOFING, SHINGLES. 
WAINSCOTING—Asbestous 


Carey Company, The Philip 
Certain-teed Products Corp. 
Johns-Manville 

Ruberoid Co., The 


SASH CORD 


Samson Cordage Works 
Silver Lake Company 


SOUND-DEADENING 
MATERIAL 

Celotex Co. 

Certain-teed Preducts Corp. 
Eagle-Picher Lead Co. 


MISCELLANEOUS SUPPLIES AND SERVICES 


Lumbermen’s Blue Book, Inc. 


FOREIGN BROKERS 
Richard Shipping Corp. 


GASOLINE, GREASES, 
LUBRICATING OILS 
Sinclair Refining Company 


HWOTELS 

Renson 

Davenport Hotel Co. 
Lenox Hotel 
McAlpin 

Morrison. 


IIOUSE PLAN SERVICE 


Drafting and Estimating 
Lumberman's Drafting & 
Listing Service 


INSURANCE 


Associated Lbr. Mutuals 
Lumbermen’s Mutual Cas- 
ualty Co. 


Rankin-Benedict Underwrit- 
ing Co. 


OFFICE BUILDINGS 
Metropolitan Building Co. 


OFFICE SUPPLIES 
Buck & Co., Frank R. 
Fisher, S. E. 

Frucliey Service Co., D. R 
Holley & Sons Co., L. W. 


SAP STAIN 
PREVENTATIVE 
oes de Nemours Co., Inc., 


McCormick Lumber Co., C. R. 


MACHINERY AND EQUIPMENT 


ELECTRIC MOTORS AND 
GENERATORS 


Allis-Chalmers Mfg. Co. 


ENGINES 
Allis-Chalmers Mfg. Co. 
Electric Wheel Co. 
FILES 

Nicholson File Co. 


FIRE EXTINGUISHING 
CHEMICALS 

Solvay Sales Corp. 
GLASS EDGERS AND 
TOOLS 


Henry G. 
Works 


Lange Machine 


INJECTORS, VALVES, 
STEAM PUMPS, PIPING 


Soule Steam Feed Works 
LOAD BINDERS 
American Logging Tool Co. 


TOCOMOTIVES, CARS, 
RAILS, ETC. 


Lima Locomotive Works 


LOGGING EQUIPMENT 


Allis-Chalmers Mfg. Co. 
American lanai’ Tool Co. 
Flectric Wheel Co. 

Lindsey Wagon Co. 


LUMBER BUGGIES 
Electric Wheel Co. 


LUMBER LIFTS 
Moore Dry Kiln Co. 
National Dry Kiln Co. 


LUMBER TRUCKS 
Electric Wheel Co. 


LUBRICATING OILS 
GREASES AND GASOLINE 
Sinclair Refining Co. 


TRAILERS, 
Electric Wheel Co. 


SANDERS 
Skilsaw, Inc. 


SAWMILL MACHINERY 

Bands, Circulars, Gangs, etc. 
Lath and Shin fe amend 
Allis-Chalmers 


Co. 
Hammond ae. Build- 
ers, Inc, 
Miner Saw Mfg. Co., J. H. 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 

Bradley Lumber Co. of Ark. 
Wisconsin Land & Lbr. Co. 


TRELLIS, LAWN AND 
GARDEN FURNITURE 


Long-Bell Lbr. Sales Corp. 


General Insulating & Man- 
ufacturing Co 

Insulite Co., The 

Standard Lime & Stone Co. 
Wood Conversion Company 
STAINED SHINGLES 
Starks Stained Shingle Co. 
Weyerhaeuser Sales Co. 


STAIRS—Disappearing 

Frazier Stair Co. 

STEEL SHEETS 

American Sheet and Tin 
Plate Co. 

WALL BOARD 


Certain-teed Products Corp. 
Insulite Co., The 
Johns-Manviile 

Wood Conversion Co. 


WALLSEALER 

Casein Mfg. Co. of America, 
Inc., The 

WINDOW 

SCREENS 

Pacific Mutual Door Co. 


AND DOOR 


TERMITE 
EXTERMINATORS 
Antimite Co., The 
Bruce Ce. H. Es 


TREATED PRODUCTS— 


Railroad Ties, Poles, Piling, 
Timber Products, Lumber, 
Fence Posts 


Long-Bell Lbr. Sales Corp. 


WOOD PRESERVATIVES 
Antimite Co. 


SAWS, KNIVES, TOOLS 


Miner Saw Mfg. Co., J. H. 
Nicholson File Co. 
Taylor, Stiles & Co. 


STEAM FEEDS 


AllisChalmers Mfg. Co. 
Soule Steam Feed Works 


VENEER DRYING 
MACHINERY 


Moore Dry Kiln Co. 


WAGONS—Log 
Electric Wheel Co. 
Lindsey Wagon Co. 


WIRE ROPE—WIRE ROPE 
FITTINGS AND SLINGS 
Leschen & Sons Rope Co., A. 
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HEN a man is walking on a steel girder a couple of hun- 


— 


dred feet above ground and leaning against the wind 
(actually leaning, mind you), he is the sort of man who makes 


good in spite of hard conditions, not because of favorable ones. 


\ 
= 


~~ 


Ile is the type of man you would not hesitate to recommend. 


And because Nicholson Files, too, do their work well in spite 


of conditions rather than because of them, you can recom- 


SS 


mend these files without any reservations about their quality. 


Nicholson Files have a long and honorable record of doing 
excellent work under difficult conditions in the woodwork- 
ing industry. A carpenter or lumberman is using files 
of the highest quality when he uses Nicholson Files. 


Nicholson File Company, Providence, Rhode Island, U. S. A. oo] ICHOLSON 
m FILE A ee Oe i A Se FILES 














